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OIL BURNER 
IGNITION ELECTRODE 
ASSEMBLIES 





















DIELECTRIC offers the only 
complete line of top-quality 
ignition electrode assem- 
blies, bus bars and fittings 
— maintains the largest 
stock of the greatest number 
of designs for day-of-order 
shipment — is equipped to 
supply manufacturers’ new 
designs quickly, in any 
quantity. Uniformity of pro- 
duction is assured by use 
of specially developed auto- 
matic machinery. You can 
be sure of satisfactory serv- 
ice with DIELECTRIC prod- 
ucts. And the prices are 
always right. 

























PRODUCTS CO., Inc. 
125 Virginia Ave., Jersey City 5, N. J. 


Sales Representatives 
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Names in the News 


Z. A. March, director of school ac- 
tivities, Minneapolis-Honeywell, has 
been named head 
of a 100-man 
planning group 
called “The Joint 
Committee of In- 
dustry and Edu- 
cation on School 
Facilities for In- 
structional Pur- 
poses.” Objec 
tives of the new group are to provide 
parents, taxpayers, school boards, 
architects and school planners with 
information about the importance of 
such teaching aids as audio-visual ma- 
terials, up-to-date classroom equip- 
ment, functional building materials, 
and adequate classroom ventilation, 
heating and lighting. The committee 
is made up of men from the field of 
education and industry. 





Robert H. Collacott and Frank J. 
Kovac have been named respectively 
director and associate director of pub- 
lic relations, The Standard Oil Co. 
(Ohio), Cleveland. Since 1952 Colla- 
cott has been assistant to the chairman 
of the board and has been with the 
company in various capacities since 
1920. Kovac has been with Sohio since 
1947 and most recently has been as- 
sistant to the vice president of sales. 





llacott 


Co Kovac 


William P. Sheehan has succeeded 
R. Henry Shine, who recently re- 
signed as many =~ 4 
ager of advertis- 
ing and sales pro- 
motion, Aircon- 
ditioning  Divi- 
sion, American 
Radiator @& 
Standard Sani- 
tary Corp., New 
York. Sheehan 
was with Levolor 
Lorentzen, Inc., and will now direct 
advertising and promotion for resi 
dential warm air heating and aircon- 
ditioning equipment, as well as the 
commercial packaged airconditioning 





Sheehan 


line. 


Dr. Walter L. Ross has become as 
sociated with the engineering and re- 
search department, National-U. §. 
Radiator Corp., Johnstown, Pa. He 
will be manager of development labo- 
ratories and was associated formerly 
with Pennsylvania State University 
from 1949-54. 


Wilfrid S. Fenton has been named 
Eastern division supervisor, fueloil 


sales, Tide Water Associated Oil Co. 


Richard T. Walker has been ap 
pointed manager of Plant Education 
Services for all Iron Fireman Manw 
facturing Co., (Cleveland) plants in 
the United States. Personnel director 
of Iron Fireman’s two Portland plants 
since 1951, Walker will make his 
headquarters in Portland. 


Clyde H. Wilkinson has been 
named manager, Water Heater Prod 
ucts, Plumbing and Heating Division, 
American Radiator & Standard Sant 
tary Corp., Pittsburgh. The company 
has also appointed Francis J. McGrath 
as manager, New England Sales Dis 
trict, Plumbing and Heating Division. 
He has been acting district managet 
since 1954, 


W. F. Leuszler has been named sales 
manager, appliance division, and W. 
B. Gathings has been promoted to dis 
tribution and, administrative manager, 
Perfection Industries, Inc., Cleveland. 
Leuszler joined the company in 1941 
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High Pressure 
Gun Type 


Oil Burner 


Approved by 
Underwriters’ Laboratories, Inc. 


to Burn #4 Oil 


As Quiet as a #2 Oil Burner 
As Easy to Install and Service 


Built-in Electric Oil Preheaters 
e No Complicated Parts 


e Can Use Existing Piping 
in Practically All Cases 


Approved for No. 5 Oil 
by New York Cit 

Board of * le 
and Appeals 


Write for further information 
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SUN-RAY —- FAMOUS THE WORLD OVER FOR QUALITY AND ECONOMY 


SECURE CEE 


Models for Every Heating Need in Sizes from 0.5 to 22 g.p.h. 


SUN-RAY BURNER MANUFACTURING CORPORATION 


139-22 Queens Boulevard, Jamaica 35, New York 
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New 
basement 
beauty, with 
round cornered 
cabinet, graceful 
modern styling. 


Complete Units or Conversion 
BGrners—Gas or Oil 


Wall Flame Oil Burners ¢ Gun Burners 
© Wall Flame Boilers, Furnace and 
Water Heaters * Gun Fired Boilers and 
Furnaces * Gas Conversion Burners 
and Gas Fired Furnaces * Low-Boys « 
Hi-Boys ©* Counterflows 









Some desirable dealer franchises available 
—your inquiry is invited. 





CLEV-.E LAND 


AUTOMATIC HEATING 





TORIDHEET 

Model ORA oil- 
fired winter air 
conditioner. 


Announcing... 


ORIDHEET 


TORIDHEET’S new 'ine of winter 
air-conditioning units now avail- 
able in four sizes with bonnet ratings 
of 85,000; 105,000; 130,000 and 
155,000—enough range to cover 
all your prospective buyers—from 
the very small to very large homes. 


Features of the new models include: 
(1) better looking totally enclosed 
unit, (2) positive control of oil 
flow, (3) positive fuel shut-off be- 
tween constant level valve and burn- 
er, (4) new design heat exchanger 
and radiator for even greater effi- 
ciency. 

Proven fuel economy (up to 40% 
savings), the result of TORID- 
HEET’S 31 years of research and 
development of wall-flame combus- 
tion, makes TORIDHEET a profit- 
able line for you to sell—a profit- 
able line for your customer to buy. 


Cutaway view of new 










and since 1949 has been assistant to 
the general sales manager and to the 
vice president and director of sales, 
Gathings joined Perfection in 1924 as 
credit manager of the Nashville, 
Tenn., district office. Before coming to 
the Cleveland headquarters in 1953 
he had served with district offices in 
Atlanta, Ga., Philadelphia, New York 
and Jersey City, N. J. 


William S. O’Connor, 47, general 
sales manager, National Super Service 
Co., Toledo, O., died on July 23 in 
Toledo after a brief illness. He had 
joined the company in 1950 and had 
expanded its nationwide structure of 
distribution and service. 


W. Samuel Carpenter, IIT, has been 
named assistant director of sales, Pe- 
troleum Chemicals Div., E. I. du Pont 
de Nemours & Co., Wilmington, Del. 
He joined the company as an indus- 
trial engineer in 1938 and has worked 
in various company divisions since then. 


Jess A. McMurry has been ap 
pointed director of branches, Crane 
Co., Chicago. Formerly district man- 
ager with headquarters at Dallas, Mc 
Murry will have full responsibility for 
the operation of Crane’s field organ 
ization. He joined Crane in 1917 and 
has been a district manager since 1945. 


Martin G. Raake and Hascal Sim 
mons, formerly zone managers, The 
Coleman Co., Inc., Wichita, Kan., 
have been appointed national field 
sales managers of the heating and ait’ 
conditioning division. Raake will head 
the sales organization for floor fur 
naces, wall heaters, water heaters and 
space heaters. Simmons will direct 
field sales operations on Blend-Ait 
central heating and airconditioning 
equipment. 








Raake 





Simmons 
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Sparring Me x 
NEW MODEL 250 
ae GENERAL HUMIDIFIER 


with 


Hydro-Flow Regulator 


The name GENERAL FILTERS has long 
meant greater profits for the Heating 
Contractor. Now—this famous, complete 
line offers another star—NEW GENERAL 
Warm Air Furnace HUMIDIFIER Model 
250 .. . the same humidifier that “had 
them talking” at Philadelphia! Patented 
HYDRO-FLOW REGULATOR, a remark- 
ably simple, foolproof automatic valve, 


makes the difference in the Model 250. 
It won’t lime, stick or cause trouble in 
any way. Eliminates floats, needle valves, 
evaporator plates, overflow lines . . . 
Once installed, it assures scientifically- 
moistened, healthful air and completely 
trouble-free service! WRITE TODAY for 
the full story! 














Plus these famous products... 





IMPROVED! 
Model 1A-25A 
GENERAL 
FUEL OIL FILTER 


@ New, leakproof 
Pas seal in cap. 

SMALL @ New buna gas- 
ket compound impervious to Nos. 
1, 2 or 3 oils, 

@ Famed “step-design’ wool felt 
element—pioneered by GF. 

© Lifetime cast-iron and steel con- 
struction. No soft metals used. 


IMPROVED! 
Model 2A-700A 
GENERAL 


FUEL OIL FILTER 


@ Completely re- 





styled cap and 


MEDIUM seal. 
@ New cupped rim in bowl... buna 
gasket . . . can’t leak! 


@ Finest wool felt “step-design” cart- 
ridge cleans oil thoroughly. 

@ Solid cast iron cap .. . all steel 
bowl for added dependability. 


DELUXE! 
Model 2A-300 
GENERAL 
FUEL OIL 
FILTER 


@ Extra large for 
big jobs and 





EXTRA LARGE dirty tanks. 
@ Depth-type filtration traps particles, 
moisture. 


@ Screw type handle locks, releases 
without tools. 

® Big 63 cu, in, deluxe cartridge— 
metal encased. 














MODEL 90 
WATER TRAP 


Bottom or Side 
Outlet Tanks 


Eliminates water 
problems in bottom 
or side outlet tanks. 
Takes water from oil before it reaches 
filter; protects filter, nozzle, pump. 
Interchangeable %” inlet-outlet and 
%" threaded brass drain plug, 





MODEL 2A-17 


For Heavy Oils 
Nos. 4, 5, or 6 


Cleanable Monel 
mesh screen assure 
even flow of heavy 
oils while removing injurious solids. 
Provides economy of 4, 5 or 6 oils; 
eliminates replacement costs. Gravity 
or pressure type burners. 








CLEAN RIGHT 
SOOT REMOVER 


Macle specially for 
General Filters 





Cuts your customers’ heating costs by 
as much as 25%! Removes 12” layer 
of soot in 2-5 minutes. Gentle, slow- 
burning, non-explosive, non-corrosive. 
Complete directions on package. 
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ONE OF THE SIGNIFICANT CHARACTER- 
ISTICS of the present oilheating market 
is its change from a conversion to a new 
home emphasis. When we speak of 
conversions in this sense, we don't 
mean conversion oilburners but rather 
conversions of homes from another 
fuel to oil, which often means that a 
new boiler or furnace is installed. In 
the first seven months of this year, new 
homes took 44% of our business and 
the conversions only 41%. The other 
15% were replacements of old oil 
equipment. 

This trend brings interesting prob- 
lems. Conversions are down for two 
reasons; there are not so many coal 
users left in some cities and, on the 
other hand, gas is giving us more of a 
run for the conversion business. 

We are gaining in the new home 
market largely because most new 
homes are suburban or rural and our 
chief competitor gas cannot cover 
many of these as well as we can. 

The general drift away from big 
cities will help us in the long run much 
more than it can help the gas industry. 
Most economists expect good business 
for the oilheating industry as a whole 
for a long time ahead, but they recog 
nize that we must find ways to better 
fit demands of the new home picture. 


>, 
oe 


ONE OF OUR GOOD FRIENDS among the 
dealers in upstate New York had some 
very sound advice that he passed along 
as a sort of postscript when sending 
us his operating figures for the special 
report in this issue. This dealer is a 
young man who bought out another 
company not more than five years ago 
and is making quite a success. 

This is the way he expressed his 
philosophy in very few words, “Watch 
accounts receivable and pay enough 
to look after your old help.” 


10 


The young man has summed up 
quite a mouthful. One way to keep 
customers satisfied he believes is to 
watch accounts receivable. By this he 
obviously means to keep after them 
pleasantly but firmly. If they are al- 
lowed to run too long you have to 
threaten them which often loses them 
as a customer. 

His other thought was a good one 
too. Who has not had the experience 
of building up a good man through 
years of training and then having some 
new competitor pick him off at a high 
price? One of the most important func- 
tions of management is to study the 
wage and salary market and to make 
sure you pay your own good men 
enough to hold them. 

This is not important with the rank 
and file employee who can readily be 
a substitute quickly 
trained. It is tragic, however, when 
your key people get away just because 
you can’t get out of your mind the 


replaced and 


recollection that you originally hired 
the man at $35 a week. Certainly it is 
true that customers in our industry as 
in all other industries like to do busi- 
ness with people they know. 
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IN THE AUGUST ISSUE was a story 
about the Meenan Oil Company, prin- 
cipal supplier to Levittown, New 
York and Pennsylvania. Inadvertently 
the story carried a couple of impres- 
sions that might be misunderstood. Bill 
Kenny, president of Meenan, explains 
that while the company supplies the 
customary free warranty service for 
the first year of a burner’s operation, 
the builder pays a suitable sum to the 
oil company for taking this responsi- 
bility. Some oil men have gone after 
builder business by making a donation 
of this first year’s warranty service, 
but Kenny does not do that. 

The other point in the article that 
might be misunderstood was the fact 
that burner service, complete with 
parts, costs Meenan Oil Company 
1.05¢ per gallon. This does not mean 
that the company loses that much on 
service, but rather that it can do a 
complete service job within that cost. 
The company charges the customer 
$15 a year for a complete service con- 
tract including parts and 77% of the 
firm’s customers sign these contracts. 


ANOTHER STRAW in the wind that 
shows how the large oil companies are 
taking a greater interest in oilheating 
was noted the other day at the annual 
stockholders’ meeting of Jersey Stand- 
ard. 

Board chairman Eugene Holman, in 
his annual report, had this to say in 
the opening part of his talk, “The main 
business of your Company is to supply 
energy in ever-increasing amounts all 
over the world. This energy heats 
homes, drives generators that provide 
light and power for work-saving tools, 
and runs and lubricates agricultural 
machinery, aircraft, ships, trains and 
automobiles.” 

How the mighty are fallen. . . home 
heating mentioned first in this com 
pendium and automobiles last. 

os 

PAUL WISHART, president of Minneap- 
olis Honeywell, was talking to a group 
made up of publication men mixed in 
with his own topside management. It 
was a fairly light hearted line of chat- 
ter and he mentioned that the com 
pany’s key people kept putting off 
their vacations because they didn’t like 
to leave some project or other that in 
terested them. 

This brought a mental flash of some 
signs we had seen in one of their 
plants. They were on every stair land- 
ing... “You must not run up or down 
stairs—Safety Committee.” We can 
understand them running down rather 
than waiting for the elevator when 
the whistle blows, but the “running 
up” part had us stumped until Wishart 
made it so plain. 

a 
AMONG PECULIAR PHONE CALLS that 
come to the office of a publication, this 
one the other day stood out. 

The gentleman needed a new boiler 
for his home and he wanted to be sure 
that it would be suited to the installa 
tion of an atomic reactor at some fu 
ture date when they were to be had. 
We couldn’t help him much on the 
design but when he asked whether 
cast-iron or steel would be better we 
felt much relieved. We could tell him 
that the original publicity releases 0m 
the atomic boiler were based on cast’ 
iron, and if he was being tempted by 
steel he might be taking his life in his 
hands, not to mention his wife's life. 
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A Powerful Talking Point t+ 
in any Fuel Oil Sales Plan 





—_—_——_, 


You will find amazing appeal for the house- 
holder in the automatic features of VENTALARM 
Signal fuel oil delivery! Over 4500 major and 
independent dealers have proved this to their 
own satisfaction. 
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This year, make VENTALARM Signal the heart 
, of your sales campaign. Use its guarantee of 
















































clean, convenient delivery in the following spe- 
| cific ways: 
» / To convert old customers to a more profitable 
t * “keep full” basis. 
2,10 regain lost customers. 
ij , ‘ 
. 3,To gain the favorable attention of prospects. 
in 
It 
t- 
; Successful Sales Plans 
: Including 
ec ° ¢ . 
: Advertising Aids 
ready for your immediate use 
ne 
it Write today for 
d your Free Copy of Count on VENTALARM Signal to save you between 15% to 
ve 30% on delivery costs in addition to all its customer benefits. 
an te 
er & FUEL OIL Over 4,000,000 VeNTALARM Signals proven in field use. 
99 
- SALES PLAN Manufactured under full and active patent protection. 
a For Pg — Sold through a nationwide network of leading Supply 
With it, we will send sample copies of with easy com- Houses. 
letters, folders, envelope stuffers, cards pression-fit top Underwriter’s Laboratories Listed: VENTALARM Signals Type 
and newspaper ads all ready to go to LA (1’A” x 1'4”), #220 (1%4” x 114” compression top), 
nat work £ The lit at #521 (2” x 144”), #270 (2” x 2”), #271 (2” x 2” with 
his : nae yum Snes erates —_ © _ half union top), #275 (2” x 2” with compression top) ; 
printed in your name and it all is avail- VENTALARM GAUGE combinations Type VG-A (2” x 14”) 
et able at less than cost. and VG-B (14” x 1%”). 
ure Universally approved by Leading Fire and Safety Authori- 
tla ee — ties in accordance with the individual models which fulfill 
by with threaded top local regulations. 
ad. 
« 7 SCU SIGN oO 
= LLY SIGNAL COMPANY 174 Green St., Melrose 76, Mass. 
we 0 toss SCULLY SIGNAL COMPANY Canadian Branch: SCULLY SIGNAL LTD., 286 King St. W., Toronto, Ont. 
him 
on ontact your USE 
ast REGULAR SUPPLY i 
1 
| by for VENTALARM izes 
his in a variety of sizes- 
life. Scully Products, eh 
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SHIPMENTS, in Thousands of 
Domestic Oilburners & Units 
Domestic Gas Burners 
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Shipments of Oilburners and Units 
(Including Exports) 
Adjusted to include manufacturers other than the 145 reporting to 
Census Bureau, FUELOIL & Ort HEAT’s estimates of shipments are: 
MAY — ———FIVE MONTHS 
Percent 
Change 1955 
20.3 205,161 
37.4 26,874 
49.7 70,613 
28.6 302,648 
6.5 13,089 
7.4 315,737 





Percent 
Change 
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1954 
£39,922 
20,000 
54,765 
234,687 
17991 
247,678 


1955 
41,784 

6,313 
175393 
65,650 

3,039 
68,689 


1954 
34,745 

4,595 
11,722 
51,062 

2,854 
53,916 


Separate burners 
Boiler Units 
Furnace Units 
All Domestic 
Commercial 
Total 
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July Minimum Retail Prices: Key Dealers 
SEPARATE BURNERS BOILER’BURNERS FURNACE-BURNERS 
July Aver. $306 $700 $580 
June Aver. 310 690 564 


Price Index: Separate Burners: January 1940 is 100% 
WHOLESALE RETAIL 
July 136.2 Six months ago 125.6 Six months ago 
June 139.1 Year ago 124.5 Year ago 


OILBURNER PRICES COMPARED TO GENERAL INDEXES 


O/LBURNER PRICES ~ RETAIL CONVERSION BURNER — JAN. 1940 = 100 
INDIVIDUAL INCOMES - BUREAU OF LABOR STATISTICS — 1939 = 100 =" "3323222 2e"" 
CONSTUCTION COSTS - RESIDENTIAL - DEPT. OF COMMERCE — 1939 = 100 —m + mmm © emeemme 
COST OF LIVING - BUREAU OF LABOR STATISTICS — 1935-39 = 100 eeeceecccccccoccocesccce 


128.2 
131.4 


135.5 July 
138.9 June 











300 


275 


250 


250 


225 225 


INDEX” 
INDEX 


200 200 


175 


175 


150 





25 125 
J FMAMJ 


MAR MAY JUL SEP NOV 
it 1953 1954 1955 


SONDJFMAMJJASONDJFMAMJJASONDJ 
































— 


Cilheating Trends 


ESTIMATED installations of domestic 
oilburners and units in July were 71,- 
518. This is an increase of 13% over 
the 63,157 installed in the same month 
jast year. The July installations were 
divided: New Homes, 33,225; Re- 
placements of old oilburners, 7,070; 
Conversions from other fuels, 31,223. 
Total installations for the  sevén 
months were 365,431 against 330,419 
last year, up 11%. 

It is interesting at this point in the 
year to observe that the business we 
get through conversions from other 
fuels has dropped to 41% of total 
installations. New home installations 
on the other hand are running 44% so 
far this year. 

BURNER STOCKS: Dealers had on 
hand at the end of July approximately 
139,759 domestic oilburners and units. 
This represents a large increase from 
the previous month when their stocks 
were only 86,331. It’s also a big jump 
from a year ago when they were 80, 
907. The sharp rise in stocks was most- 
ly due to price increases which were 
to become effective. Manufacturers 
generally allowed their dealers to buy 
at the old prices as much as an average 
previous month’s billing. 

The July 31 stocks were divided: 
Separate burners, 71,222; Boiler-burn- 
er units, 21,898; Furnace-burner units, 
46,639. Factory stocks on May 31 were 
71,794 compared with 85,520 on the 
same date in 1954. 

TANK STOCKS: When we show 4 
measure of tank stocks each month it 
is not because there are any supply 
problems in this direction . . . in fact 
we don’t think there ever will be, short 
of war. Our interest in this phase of 
the analysis is that we consider the 


























Make field repairs quickly with 
this simple attachment of hose to 
KAMLOK shank type adaptor and 
coupler by using hose clamps. Leak- 
proof, light weight, easy to handle. 


Act KAMLOKS COUPLE AND UNCOUPLE 
INSTANTLY REGARDLESS OF HOOK-UP 
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level of tank stocks to be a good index 
of the dealers’ general attitude toward 
stocking anything in the way of ac- 
cessory equipment. We use tanks 
rather than some other item because 
they do go on every job and also be- 
cause they are so large and conspicu- 
ous that most dealers would know 
about how many they have at any 
point. So when you see the tank stock 
figures you can recognize these as an 
indication of the dealers’ inclination 
to buy things other than the primary 
oilheating equipment. 

At the end of July tank stocks were 
46,271, compared with 35,772 the 
previous month and with 54,395 the 
previous year. By sizes the July 31 tank 
stocks were: 220-275 gallon, 40,849; 
sizes 550-676 gallon, 3,316; sizes 1,000 
gallon and over, 2,106. 

The average price paid by dealers 
for 275 gallon tanks in July was $29 
or the same as the previous month. 


Special Study 
this Month 


Cooling Equipment Sales: Oilheat- 
ing dealers have been considered by 
some manufacturers as good outlets 
for the marketing of cooling equip- 
ment. Their thinking is that this dealer 
is accustomed to surveying homes and 
other buildings for heat loss calcula- 
tions and they also recognize that such 
companies are accustomed to mechani- 
cal servicing of home equipment and 
that they maintain service personnel 
on call twenty-four hours a day around 
the year. A third factor is that the oil- 
heating industry had a tradition for 
specialty selling methods and while 
these are not as prevalent as they were 
some years ago they could be quickly 
revived. 

With all of this in mind we made 
a check this month to learn how far 
the sale of cooling equipment had ad- 
vanced among our typical dealers. It is 
true that the dealers who cooperate 
with us in these studies each month 
are not typical of all dealers in the 
sense that they include a proper pro- 
portion of the smallest ones, those op- 
erating only one fueloil truck and hav- 
ing little to do with burner sales and 
service. On the other hand, our list is 
not top-heavy with the largest compa- 
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Oilburner* and Building Permits 


OILBURNERS DWELLINGS 

6 MONTHS JULY 6 MONTHS 
1955 1954 1955 1954 1955 1954 1955 1954 
11 17 46 76 Albany, N. Y. mae as st aa 
28 57 245 397 Baltimore, Md. 152 187. (202: 155% 
es i ‘ae ae Binghamton, N. Y. 13 12 114 116 
Bloomfield, N. J. 5 16 247 61 
os 6 ee a Boston, Mass. 125 68 493 300 
114 119 689 596 Bridgeport, Conn. Ao ne a a 
1s Ss ae me Buffalo, N. Y. V7 102 330 319 
25 m 121 Columbus, O. ae x. ae Se 

5 fe Des Moines, Ia. 98 336. . 1050: 232% 

ae se ai si Detroit, Mich. 210 358 1594 1864 
28 + ee ss eee Elizabeth, N. J. 8 6 38 43 
26 53 241 276 Freeport, N. Y. os — ae a 
= a mA oad Greenwich, Conn. fe 30 ats 266 
- ‘te aa. Hackensack, N. J. 1 14 39 58 

117 i 784 Hartford, Conn. sie = = oa 

a - “ak . Hudson County, N. J. ee ie Ks +s 
36 26 175 172 Irvington, N. J. 2 0 21 11 
Lynn, Mass. 1 24 128 109 


ne; ae ee 
551 731 «2975 «3353 


Meriden, Conn. 
Milwaukee, Wisc. 


277 +407 2059-2167 





28 21 111 96 Minneapolis, Minn. 88 114 486 631 
oy) 25 99 118 Montclair, N. J. oe a iF a 
tf ae 37 ie Morristown, N. J. Se 0 ce 38 
20 32 170 182 Mt. Vernon, N. Y. as ae s a 
128 147 He 743 Newark, N. J. 
120 42 497 284 New Bedford, Mass. 
37 61 153 234 New Haven, Conn. 
= a es as New Orleans, La. ind Sar as Bs 
15 oF 130 New Rochelle, N. Y. 41 39 280 209 
je ae .. New York City (Total) a ne vs ex 
775 >. - Cia3 Brooklyn-Queens 
< ee .. Manhattan, Bronx, Rchd Ss ow a ve 
44 56 187 341 Norfolk, Va. 59 43 407 267 
= 0% ny im Oakland, Calif. ts i ois a 
se 4 5 83 Omaha, Neb. ar 185 - 759 
9 21 70 80 Orange, N. J. 0 1 10 11 
11 Ls 57 81 Passaic, N. J. or me ae is 
30 39 350 178 Paterson, N. J. 10 21 110 196 
296 328 1819 2218 Philadelphia, Pa.** - = ma a 
oe a! oe ore Plainfield, N. J. 3 13 80 91 
67 58 320 290 Portland, Me. 31 15 128 87 
404 436: 2229 2153 Portland, ‘Ore. 106 120 782 952 
2 8 102 120 Poughkeepsie, N. Y. a as a + 
: vy 2 is Providence, R. I. 23 18 148 112 
% ‘e $8 as Reading, Pa. 5 5 12 32 
26 17 219 191 Richmond, Va. 20 31 DZ 279 
108 av 581 oi Roanoke, Va. a bs as ne 
111 203 683 996 Rochester, N. Y. ae 7 a4 ne 
18 7 86 70 Rockville Center, N. Y. 4 9 38 44 
41 34 206 196 Salem, Mass. Dl 6 53 35 
176 146 919 766 St. Louis, Mo. 29 46 277 335 
9 6 56 a2 St. Paul, Minn. 89 128 554 684 
16 28 12 153 Schenectady, N. Y. a ne oa Py 
a ae oy aie Seattle, Wash. 157 271 1317 1584 
pe 198 ~. S037 Spokane, Wash. 's ‘nis is . 
84 aie 761 ‘te Springfield, Mass. 124 141 1046 743 
18 14 182 184 Stamford, Conn. re ar iP oe 
as an = - Syracuse, N. Y. 9 ers te . 
Trenton, N. J. a, 4 as 43 
ne a — - Utica, N. Y. 32 9 187 99 
30 42 297 316 Washington, D. C. * ‘ite - . 
‘i = - -“ West Orange, N. J. 16 33 183 162 
17 42 5% 160 White Plains, N. Y. 10 7 124 119 
7 27 219 286 Wilmington, 'Del. 8 1 50 33 
97 123 610 717 Worcester, Mass. oo “ - v 
9 73 263 341 Yonkers, N. Y. ome sis Ss + 
2630 3260 14751 16195 Totals 1851 2601 14579 15731 
—19.3 : —9.0 = fe Percent Change —2.9 ? —7.0 « 


~ *Permits are not total sales in each market since none are reported from suburban areas, 
which normally account for 20% to 60% of total sales in each market; nor are they an accu’ 
rate index where enforcement is lax. Rightly used, however, they are a useful working index. 


**Courtesy of “Philadelphia Inquirer.” 


nies. They actually average selling 
about 2147 million gallons of fueloil a 
year and they will sell about 130 oil- 
heating installations this year on the 
average. Obviously, this is about the 
size of companies that have enough ac- 
tivity and imagination in their man- 
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agement to try new fields if they think 
they can make some money. 
Approaching the cooling business at 
its simplest level by selling window 
units, we find.that 48% of the report’ 
ing dealers did this in 1955. They sold 
only an average of sixteen units how’ 
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with this ASHLESS heating oil additive 


Refiners can now use a single addi- 
tive to do two important jobs. 

As a stabilizer and dispersant, Du 
Pont Fuel Oil Additive No. 2 does 
a highly efficient job of preventing 
sludge formations that cause filter 
fouling and nozzle plugging. 

IN ADDITION, it offers an im- 
portant plus value by minimizing 
ignition failures. 

How? 

Being a nonmetallic ashless addi- 
tive, it does not leave a metallic ash 
deposit which can foul the operation 
of the electrical system. Thus, it 
helps to eliminate many of the igni- 
tion failures that cost distributors 
time and money ... and even loss of 
business through customer dissatis- 
faction. 


Many other advantages 


Added to freshly prepared stocks at 


the refinery, FOA-2 retards the for- 


mation of insoluble residues dur- 
ing storage ... keeps oil free flowing 
and clean burning. And, it reduces 
the particle size of any residues that 
are formed. It also helps clean out 
sludge deposits that have previously 
formed in burner systems. 


Holds customers 


Du Pont FOA-2 can help you stim- 
ulate consumer preference for oil 
heat. It reduces need for service— 
helps provide clean, economical 
heat. It helps distributors curb cost- 
ly, sludge-caused service calls. And 
it has no harmful side effects. 

For maximum effectiveness and 


ease, Du Pont FOA-2 should be added 
to freshly prepared stocks at the re- 
finery. Only small concentrations are 
needed to obtain the important ad- 
vantages Du Pont FOA-2 offers. It 
is economical to use and the sav- 
ings it can make by reducing low- 
profit or no-profit service calls make 
FOA-2 a worthwhile investment for 
all concerned. 
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Better Things for Better Living 
+ + « through Chemistry 


Petroleum Chemicals 


E. I. DU PONT DENEMOURS & CO. (INC.) * Petroleum Chemicals Division + Wilmington 98, Delaware 











ever, and the most active among them 
sold two hundred. 

Then we come to the complete home 
cooling system. Here we discover that 
22% of the companies sold one or more 
such jobs and they average six instal- 
lations. Several of them sold around 
twenty jobs which seems to be about 
the top level thus far. 

The third item in cooling is the 
portable unit for commercial installa- 
tions. These are the typical vertical 
coolers that you see in restaurants and 
small stores. We find that 9% of the 
companies sold these in 1955 and they 
sold an average of ten each. A third 
of the companies working with this 
portable commercial equipment sold 
twenty or more installations each. 

The fourth category of cooling 
equipment is the central system for 
commercial application. You might 
say that the oilheating dealers just got 
their feet wet in this endeavor. Sur- 
prisingly, 20% of the reporting dealers 
sold one or more of these jobs. Yet the 
average was only a little over two a 
dealer. The highest reported was seven 
jobs. 


Moving into Field 


It is rather obvious that oilheating 
companies are taking an interest in 
cooling but like some other industries 
that are looking in this direction, they 
are moving into it slowly. From the 
information we were able to get, we 
would estimate that oilheating dealers 
throughout the country sold this year 
about 27,000 of the window type room 
coolers, about 4,000 of the residential 
central cooling systems, a little over 
3,000 of the commercial portable units 
and about 1,600 commercial central 
systems. 

We asked the group if their cooling 
sales this year are up or down from 
last year. A little more than four- 
fifths say they are up and the others 
find them down. Not all of the com- 
panies gave us a percentage change 
from last year, obviously because a lot 
of them did so little of this business 
that they considered a percentage 
comparison irrelevant. Among those 
that did give us a per cent change, the 
average of the lot, combining ups and 
downs, figured out to an increase of 
30%. 

Ojilheating dealers put a surprising 
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amount of their central cooling instal- 
lations into old homes. They tell us 
that only 48% of their 1955 central 
jobs went into new homes. This would 
probably not be true with other types 
of outlets for cooling. With the oil- 
heating dealer we have an operator 
with quite an intimate customer rela- 
tionship through fueloil sales and oil- 
burner service so he gets an oppor- 
tunity to talk about cooling to these 
people who know him. 
Use existing Systems 

In handling this central cooling 
work in old homes, the dealers used 
the existing warm air duct system on 
70% of such installations, but they 
supply new ducts on 30% of the jobs. 
An interesting observation here is that 
those 30% might well have been in 
homes heated with boiler systems. 

We were surprised to learn that only 
a small share, actually 26%, of the 
residential central cooling installations 
covered in this study were installed 
along with a warm-air heating unit, 
more or less as a package deal. This 
shows that three-fourths of them went 
in as a cooling facility only. Again 
this points to the fact that these oil- 
heating dealers get cooling as extra 
business rather than having to con- 
sider it as a segment of the heating 
business. 

Cooling systems of the radiator 
type that employ the pipes and radia- 
tion of a boiler heating system are too 
new to have made much headway with 
our crowd. In fact, only one of the 
reporting dealers has tried these sys- 
tems and he finds them about 25% 
more costly than the conventional duct 
system. That probably will not con- 
tinue to be true as this phase of the 
industry gets rolling. On the other 
hand, the boiler industry has an edu- 
cational job to do on these dealers. 
Among those who have not sold any 
of the radiator type cooling, we find 
that they believe this would cost 70% 
more than the duct systems. 

Next, we asked the reporting group 
what is their approximate selling price 
for a residential central cooling instal- 
lation assuming that they use the ducts 
of the present heating system. For a 
two ton installation their prices range 
from a low point of $700 to the high- 
est at $1,650, but the average was $1,- 


089. For the three ton size, the lowest 
was $850 and the highest $1,875, and 
the average $1,329. Going to the 
large five ton units, we found a mini- 
mum of $1,200, a top at $2,000 and an 
average of $1,690. 

The final question in the series asked 
whether they individually believe that 
cooling is a good business for oilheat- 
ing dealers to undertake. The answer 
shows that 77% believe that it is a 
good business for our industry. When 
you compare this figure with the fact 
that only 53% of the reporting com 
panies engaged in any phase of cool- 
ing this year, and that includes the lit- 
tle window units, it becomes rather ob- 
vious that as an industry we are going 
more deeply into it. 


Dealer Comments: Typical com 
ments of the month, mostly on the sub- 
ject of cooling, were . . . “You cannot 
learn it quickly” ...“The cooling 
people are also getting heating mind- 
ed” . . . “No domestic demand, we 
tried it with poor results (Oregon)” 
... So far we do only window units 
but we stick to factory list prices”... 
“We have been in airconditioning for 
many years; for the new dealer it poses 
many problems” . . . “We concentrate 
exclusively on fueloil and oilburner 
service feeling that if we deviate it will 
hurt rather than help us” . . . “The 
cooling industry needs better men to 
run it”... “We just got started in 
cooling and will expand next year; 
there were so many cheap units on the 
markets this year that we did not push 
it”... “We expect to sell $100,000 
worth of cooling next year compared 
with $50,000 this year and believe we 
can increase 100% a year for some 
time” . . . “Gas permits were issued 
in Fort Wayne last month; oil sales 
are down”... “On cooling, unless ac’ 
curate engineering is done by compe 
tent men they will do more harm than 
good”. . . “We discontinued our cool’ 
ing department in 1951”... “In our 
market cooling is related to the appli 
ance business”... “We are being 
forced into it or cooling people will 
take our heating, but better choose 
equipment of a manufacturer with 
good field engineers unless you have 
one on your own payroll” . . . “The 
weather is the controlling factor im 
whether airconditioning is profitable.” 
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‘ OYLTITE-STIK 
Stops Oil Leaks 
— Instantly! 


while oil is lowing 
IN: Oil Storage Tanks 
® Pipes ® Fuel Lines 


® R.R. Tank Cars ® 
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Proven and Acclaimed 


Hundreds of testimonials attest to 
the effectiveness of OYLTITE for 
emergency or permanent sealing 
of oil leaks through cracks, pin- 
holes, or rusty parts in welds of 
fueloil tanks and containers. This 
new positive sealant in convenient 
stick form, makes a _ leak-proof 
seal under moderate pressure with 
fueloil, hydraulic oil, vegetable or 
tar oils, and gasoline. Stops leaks 


immediately even while oil is run- 





ning through cracks or splits—no 





need to remove oil from container 
or pipe. OYLTITE-STIK can also 
be used to seal seepage spots, 
sweating, or rim leaks. It is not 
affected by temperature changes 

. it remains plastic and expands 
and contracts with part repaired. 
OYLTITE is clean to handle and 
easy to use. Makes emergency re- 
pairs that will save many times its 
low cost. 


(l= At Your 
Jobber 
sace Or Write: 


LAKE CHEMICAL CO 


3051 W. Carroll Avenue 












| THE PRINCIPAL NEWS in fueloil mar- 
| kets since last month has been a gen- 
| eral price rise along the Atlantic sea- 


board. The pattern of the rise was not 
identical in all markets but generally 
speaking the tank car price went up 
.25¢ on #2 distillate and the tank 
wagon or retail price rose .30¢. The 
price table brings this in detail. 
Primary stocks of distillate fueloils 
east of the Rockies were 16% above 
the corresponding date last year. This 
is a healthy situation in anticipation 
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R Chicago 12, Illinois ry 











ot a winter demand with about half 
of that increase. 

Secondary stocks on June 30 were 
almost identical with the previous 
year, reflecting a generally low level, 
typical of the season. 


Distillate Demand is up 
7% says Bureau of Mines 


THE BUREAU OF MINES recently is- 
sued a revised forecast for 1955's 
domestic oil demand and predicted 
distillates will be up 7.1% reflecting 
continued substitutions of No. 1 dis- 
tillate for kerosene, demand for which 
will be off 3.2% this year. 

The Bureau predicts that the over- 
all gain for domestic oil demand will 
be 6.5%. Gasoline demand will be up 
5.8% compared with 2.7% last year; 
residual will be 5'% higher, recovering 
from 6.8% drop in 1954, 

Other products will be up 12.3% 
with gains of 36% in jet fuel; 13% 
for LP-GAS and coke, 9% for lubes 
and 7% for asphalt and still gas. U. S. 
crude output for 1955 was forecast 
at 6,731,000 B/D, up 6.1%. August 
domestic crude demand was estimated 
at 6,630,000 B/D, compared with 6, 
300,100 B/D in August, 1954. 


No. 2 Heating Oil (Including No. 3 & PS200) 


Price per gallon as of August 15, 1955 
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Tank Tank Tank Tank 
Car Wagon Car Wagon 
Portland, Me. 10.5+ 14.17 Richmond 10.77 13.97 
Boston 10.4+ 14.17 Charleston, S. C. 10.47 13.67 
Providence 10.407 14.17 Chicago 1057 = 14.1 
| Springfield, Mass. ee oe Detroit 11.65* 14.9 
Hartford 10.657 14.2+ Cleveland 11.3 * 13.7 
| New Haven 10.307 13.97 Minneapolis 10.125 13.8 
Syracuse 11.307 14.47 St. Louis LOS % 13.9 
Albany 10.607 13.97 Indianapolis 111257 14.6 
New York 10.307 14.17 Milwaukee 12:0-* 15.0 
Newark 10.307 13.8} Des Moines nye 13.8 
Philadelphia 10.307 13.77 San Francisco 10.45 13.0 
Harrisburg me 14.3¢ Portland, Ore. 11.05 13.6 
Baltimore 10.30+ 13.97 Seattle 10.95 13.6 
Wilmington, N. C. 10.40+ 13.77 Spokane 13.45 16.0 
Washington hi 14.357 Los Angeles 9.95 12.5 
*Delivered. 
Tank wagon prices shown are for maximum one-time delivery discounts. 
}Prices subject to .50¢ voluntary allowance. 
Distillate Fueloils 
PRIMARY STOCKS* SECONDARY STOCKS** 
(Thousands of Barrels) (Thousands of Barrels) 
East of Rockies June 30 June 30 
Aug. 12 Aug. 13 1955 1954 
1955 1954 East Coast 7,712 7,208 
East Coast 44,551 37,505 Midwest “4,417 4,630 
Midwest 39,439 35,202 Gulf Coast 674 621 
Gulf Coast 23,430 19,961 Mountain 462 493 
Pacific 1,051 1,094 
Total 107,420 92,668 ee 
Total * 14,316 14,046 
*American Petroleum Institute. **Bureau of the Census. 
September 
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Burner-Mounted 5555 D-2 PerfXray 


yr ti, 
7 aprons, xen 
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Adaptable to pressure burners. Everything on 
the burner itself—including the revolutionary 
PerfXray flame detector—eliminating installa- 
tion problems of stack-mounting. Easily serviced 
and replaced. Simple electromagnetic circuit, no 
tubes. Unaffected by soot or age, vibration or 
excessive heat. Factory installed and tested for 
perfect performance. Engineering available for 
particular applications. 





And now...this performance-proved line is backed by 


General Controls famed field service organization 


5 plants geared to produce top quality in high 

volume to satisfy your production schedules. 
LT 

7 regional warehouses strategically located to meet 

your emergency needs with immediate delivery. 


Perfey 40 branch offices placing top-caliber control 


counsel and assistance near at hand at all times. 


Primaries 4 G ri }) GENERAL CONTROLS 


MANUFACTURERS OF AUTOMATIC CONTROLS FOR HOME, INDUSTRY AND THE MILITARY 


= FIVE PLANTS. IRON MOUNTAIN, MICHIGAN »* 
GENERAL CONTROLS «+ Penrex controis GLENDALE, CALIFORNIA * BURBANK, CALIFORNIA + 


40 FACTORY BRANCH OFFICES SERVING THE UNITED STATES AND CANADA SKOKIE, ILLINOIS * GUELPH, CANADA 





by 
Milburn Petty 


WASHINGTON — East Coast fueloil 
marketers are blaming the govern- 
ment’s hold-the-line policy on oil im- 
ports for the “tight” supply of residual 
which some predict may become an 
actual shortage this winter. 

Most of the major importers have 
announced that they are complying 
with the Cabinet fuels policy commit- 
tee’s recommendation that the import- 
ers, individually and voluntarily, hold 
down 1955 imports to the 1954 ratio 
with domestic production. If not, the 
government would be forced to take 
“appropriate action,” the report said. 

It has been estimated that, if this 
policy is adhered to by all importers, 
the supply of residual on the East 
Coast may fall short of meeting de- 
mand by as much as 25,000 barrels 
daily during the coming heating 
season. 

Imported residual accounts for as 
much as 100% of the supply of some 
independent marketers. 

This “tight” supply situation has 
been called to the attention of Arthur 
S. Flemming, director of the Office of 
Defense Mobilization, who also heads 
the fuels policy committee. 

Recent residual price increases were 
cited in some of the complaints sent to 
Flemming. 


ODM Weighs Imports Action 


Meanwhile, Flemming as ODM di- 
rector is studying whether or not oil 
imports are now at such a level as to 
threaten national security by “injur- 
ing” domestic producers of oil and 
coal. 

Under the reciprocal trade agree- 
ments law, as extended, if the ODM 
should make such a finding and the 
President concurred then government 
action to limit oil imports would be 
required, such as tariff adjustments, 
import quotas, etc. 

(This section of the trade law was 
inserted in lieu of the Neely Amend- 
ment for import quotas that would 
have sharply reduced the inflow of for- 
eign crude and residual.) 


22 





Government Influences on Fuels : 


Twenty-seven senators — mostly 
from oil and coal states—wrote a joint 
letter to Flemming demanding to 
know what action he planned to limit 
oil imports under the new legislation. 
An answer was promised “soon” by 
Flemming. Flemming’s first step was 
to write 18 importing companies for 
detailed data on their import sched- 
ules and a “statement of policy” that 
each intends to follow as to imports 
of crude, residual and other products 
for the balance of 1955 and the first 
six months of 1956. 


Gas Bill Still Faces Fight 


The Harris Gas Bill, exempting in- 
dependent producers from direct con- 
trol by the Federal Power Commission, 
squeaked through the House, 209 to 
203, but it still faces a bitter battle 
next session in the Senate. 


Right now, the gas bill appears to 
have enough supporters to pass the 
Senate. But, with the elections coming 
on and the opponents growing more 
extravagant in their charges against 
this legislation, it is not safe to predict 
what will happen next year. 


Claims—such as the statement by 
Rep. Reuss (D., Wisconsin), that the 
Harris Bill, if enacted into law, would 
hike gas prices for 20 million custom- 
ers by $800 million a year—will be 
repeated over and over again in the 
Senate. 

Still pending in the House is the 
Harris Resolution for a comprehen- 
sive investigation of all factors enter- 
ing into gas prices paid by the ulti- 
mate consumer. 

Meanwhile, the FPC has pending 
many applications for higher gas 
prices, running into millions of dol- 
lars. 

Still to be decided is whether the 
FPC, as the law now stands, has juris- 
diction over sales by producers, with 
one examiner saying “Yes” and an- 
other, “No.” 


DJ To Probe Oil Compact 


Belatedly, some friends of the In- 
terstate Compact to Conserve Oil and 
Gas are worrying over what kind of 
report on oil-state activities under the 


Compact will be submitted to Con- 
gress by Attorney General Brownell, 

In voting another four-year exten- 
sion of the Compact, Congress tacked 
on—with no objections being raised in 
either the Senate or House—a provi- 
sion to require that the Attorney Gen- 
eral report annually on whether or not 
oil-state activities have been consistent 
with the Compact’s declaration against 
limiting production of oil or gas to 
fix prices. 

Some of the Department of Justice’s 
antitrust lawyers are known to enter- 
tain the view that some state oil pro- 
ration laws are used to maintain prices, 
Whether or not such views will be re- 
flected in Brownell’s report—due next 
January—remains to be seen. 

But no matter what is in the report 
it is calculated to spark a debate over 
oil-state activities under the Compact. 

Meanwhile, the DJ is considering 
sending the FBI to interview members 
of the Texas Railroad Commission and 
other state oil regulatory bodies, pre 
paratory to drafting the report to 
Congress. 


Tax Write-Offs Suspended 


Suspension of accelerated tax amor: 
tization for oil and gas projects found 
172 such projects pending for a total 
cost of nearly $700 million. 

Under this plan to encourage ex’ 
pansion of facilities, companies with 
petroleum storage projects, for ex’ 
ample, were permitted to write of 
40% of the total cost in five years. 

If the final decision is to drop such 
rapid tax write-offs, storage projects 
could be depreciated over 40 years, 
using either the straight line or declin 
ing balance system. 


U. S. Refining Capacity Rises 


U. S. refineries started off 1955 with 
8,420,630 B/D capacity, up 413,733 
B/D from the previous year, with 
146,800 B/D of new capacity under 
construction. In addition, 150,000 
B/D was being replaced. 

The number of plants operating 
was 326 compared with 337 a yeal 
earlier. 

Shutdown capacity totaled 351,57 
B/D of which 34,586 B/D was oO” 
sidered inoperable without much 1 
conditioning. 
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_ The BIGGEST... most COMPLETE... most 
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i Then look to the complete 
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ae profitable to install Luxaire than 
ae THE COMPETITIVE... to compete against it. 
yact. COMPLETE LUXAIRE LINE Luxaire prices are competitive 
ring FOR YEAR ‘ROUND PROFITS with the specially priced, pro- 
bers motional lines of other manufac- 
and 12 MONTHS A YEAR turers. Yet, with Luxaire you can 
pre’ choose the proper type and the 
t to right size unit from the really 
complete line. Because Luxaire 
builds only one line — the best! 
mor’ And performance-wise, Lux- 
ound aire is unexcelled. Luxaire users 
total are satisfied customers — kept 
satisfied for many, extra years 
2 ex’ by trouble-free performance! 
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oa today! 
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HEATING & AIR CONDITIONING UNITS 
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OILHEATING MEN 


make MARKETS 





Officers and directors have their picture taken at 
the 1955 Outing. Standing from left to right are 
Fred Beal, Al Morrill, Kizor Libby, Allan Mapes, 


MAINE group is Young, Strong, 


Maine Oil 
& Htg. Eqpt. 
Dealers’ 
Association 





HE Maine Oil and Heating 
Equipment Dealers’ Association 
(MOHEDA) was organized in May 
1954 as the outgrowth of efforts by 
the Portland Fuel Council to cope 
with a problem affecting every mem- 
ber of the heating industry in Maine. 
A serious problem arose in 1953 
when the Maine Electrical Associates 
successfully promoted a state law re- 
quiring the licensing of everyone do- 
ing electrical work for compensation in 
heating, lighting and power, including 
men installing and servicing controls 
on oilburners. The Portland group was 
the first to discover this new law and 
alerted oilburner men throughout the 
state to file applications for an elec- 
trician’s license under the so-called 
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Grandfather's 


Clause. Licenses 


Donald H. were granted to men 
McGovern, in = —— indus- 
: try for a short peri- 
Executive peg r 
S od of time, but were 
ecretary abruptly halted 


when a ruling from 

the State Attorney 

General’s of fice 
was released to the licensing board, ad- 
vising that if a man’s past experience 
was limited to the installation of oil- 
burners, he did not qualify for an elec- 
trician’s license. The Portland group 
contacted Fred Beckwith of New Eng- 
land OHI retained legal counsel, and 
requested a meeting with the State At- 
torney General to review this ruling. 
At a meeting with the Attorney Gen- 
eral, it was made clear that this ruling 
was discriminatory to the heating in- 
dustry. In addition, it was pointed out 
that general electricians are not neces- 
sarily qualified to do the special work 
required on oilburner controls. As a 
result of this meeting the Attorney 
General reversed his ruling and elec- 
trician’s licenses were granted to in- 


Ninth of a Series 


Maine 


Bill Kilroy and Louis Bail. Seated from left to right 
are Don McGovern, George Musk, Ed Hacker, and 
George Wingate. 


Active 


stallation and servicemen in the heat: 
ing industry. 

The Maine legislature was sched: 
uled to convene next in January 195), 
and Electrical Associates were plan 
ning to seek amendment to the licens 
ing law to control the issuance of 
Master’s licenses. The Portland Fuel 
group met with Electrical Associates 
to work out exemption from their law 
on the basis that it was one industry 
controlling another. It soon became 
evident that a state association of heat’ 
ing men was necessary to work at the 
1955 legislative session to promote and 
protect the best interests of the heat 
ing industry. A representative voice 
from the whole state was a prime ne’ 
cessity. 

A general call to the industry for 4 
meeting in Augusta in May 1954 was 
issued. More than 100 members of the 
heating industry from 32 cities and 
towns attended and heard Fred Beck’ 
with speak on the value of a strong 
association; and Dick Cole, sales eng’ 
neer from Ballard Oil & Equipment 
Company review the problem present 
ly facing the industry. The grouP 
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unanimously voted to form a state as- | 
sociation to speak for the industry. A | 


nominating committee was appointed, 
a slate of 23 directors was presented, 
and they were promptly elected. The 
elected board members met after the 
meeting to elect officers, and persuad- 


Get the full story on Low-Cost 


-ratiant-ray “Baseboard Heating 


T.M. REG. U.S. PAT. OFF. 


ed Edward P. Hacker, president of | 


Ballard Oil and Equipment Company, | 


and a man of exceptional organiza- 
tional ability, to accept the presidency 
of the newly formed Maine Oil and 
Heating Equipment Dealers’ Associa- 
tion. Other officers are: George M. 
Wingate, F. S. Wingate, Inc.; George 
Musk, The Gibbons Company; and 
Gard Twaddle, Jr., Twaddle-Mitchell, 
Inc. 

Under the able leadership of Ed. 
Hacker and a hardworking Board, 
MOHEDA went to the 1955 legisla- 
tive session to see what could be done 
to get the oilburner heating industry 
out from under the Electrician’s 
Licensing Law. After many meetings 
with Electrical Associates and the 
Maine Fire Chief’s Association, it was 
apparent to all that to get relief from 
the Electrical Licensing Law, we would 
have to submit an alternative to the 
legislative committee. The officers and 
directors worked arduously to contact 
the membership and get their approval 
for the drafting of an Oilburner Li- 
censing Law. The Maine legislature 
passed this licensing law in April 1955, 
and it was signed by Governor Muskie 
who, two years before, was the legis- 
lative sponsor of the Electrician’s bill. 
The law has just become effective, and 
MOHEDA has submitted to Governor 
Muskie the names of men who are 
qualified to serve on the three-man li- 
censing board. Thus, through ccllec- 
tive action our industry has promoted 
legislative action under which we can 
successfully operate. 

There is a lot of work still cut out 
for MOHEDA, and with 90 members 
in the short period of one year, we are 
convinced that the industry stands 
firmly behind our officers and direc’ 
tors, and the program of work thus far 
submitted. MOHEDA has many oth- 
& programs and problems that are 
“‘Mhusts” for the best interests of the 
industry. If the work accomplished by 
the present officers can be used as a 
yardstick, watch MOHEDA grow! 








the Most Beautiful 


Baseboard in America 
LOW IN COST 


You'll find the new low prices of Radiant-Ray (with UAF*) make 
it easy for you to compete successfully on every type of resi- 
dential job—small and large homes, and tightly-budgeted proj- 
ects. Radiant-Ray is rated and priced to help you sell in volume. 


EASY TO INSTALL 


You'll actually make more money installing Radiant-Ray than 
conventional-type baseboard, because of the basic design of 
this modern radiation. The elements, enclosure, corner and end 
pieces are designed to be fitted together quickly and snugly. 


BEAUTIFUL APPEARANCE 


The sweeping horizontal lines of Radiant-Ray actually make the 
room seem longer and wider. Its subtle, unobtrusive design fits 
equally well into a traditional or modern setting. Highly praised 
by architects and decorators, the clean, beautiful design of 
Radiant-Ray is an important plus-factor in the sale. 


TOP PERFORMANCE 


IBR-rated, Radiant-Ray is unusually efficient, has a high rating 
per lineal foot. Design insures that walls will stay free of dirt 
patterns. Curtains and drapes may safely be hung directly 
REG. U.8. PAT. OFF. over this radiation. Air turbulence is minimized. 
BASEBOARD RATING CODE *Unrestricted Air Flow. 


TESTED & APPROVED UNDER 












Easy Estimator booklet shows quick, 
simple method for estimating and in- 
stalling Radiant-Ray. Contains book- 
let of tables showing IBR a 
Ratings, handy radiation calculation 
sheets, cost sheets, product iliustra- 
tions and prices, and layout of series 
loop system. A valuable guide. Thou- 
sands in use. 


RADIATION IG = ral Se le 
PO. ter = Falant-ray - 


Newington, Conn. 
ie ee! eS 2 ee 


Please send me your ‘EASY ESTIMATOR” free of charge, and full information 
on Radiant-Ray baseboard Heating. 
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...-the industry’s most complete 
s"£—-T fol Ui ale Me li Meotolaloiidrelaliale mii al— 


Duct Type 
Cooling Unit Assure yourself profits 365 days a year. Offer your customers a choice of 


more than 140 heating and cooling units . . . all featuring the most modern 
developments and design . . . to fit any type or size house. 



















Get your furnaces, fittings and cooling units a// from one source under one 
brand name... WILLIAMSON. Let us show you in detail how compari- 
son proves WILLIAMSON selling superiority all year ’round. 





COMPLETE HEATING LINE... 


e GASAVER and OILSAVER Deluxe Furnaces. . . Ist really 
new feature in warm air heating in last quarter century. 
Lo-Boy, Hi-Boy, Gravity 


e@ FLO-WARM Gas, Oil and Coal Furnaces . . . highest 
quality at price unmatched for value per dollar. Lo-Boy, Hi- 
Boy, Counter-Flow, Horizontal 










Space 
Cocling Unit e ASSEMBLED Gas and Oil Furnaces . . . WILLIAMSON 
quality at competitive prices—factory assembled, wired and 
tested. Lo-Boy, Hi-Boy, Counter-Flow, Horizontal. 





Compressor 
Unit Counter-Flow 


Heating and 
Cooling Unit COMPLETE COOLING LINE... 


ah . ( e ... WATERLESS AlRefrigeration with unsurpassed ¢ff- 
5 ciency—featuring exclusive Counter-Flow or Duct Evapora 
tor cooling that requires no additional floor space in a slab 


perimeter or basement house. 









THE WILLIAMSON HEATER co. ; e ...WATER-COOLED Units that need only 2.7 sq. ft. of 
3582 MADISON ROAD, CINCINNATI 9, OHIO floor space. 
e DUCT, PIPE AND FITTINGS for any Heating or Cooling 






Gentlemen: Rush me details on WILLIAMSON System . . . die-cut, pre-fabricated. 
year ‘round profits. 
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Gasaver Lo-Boy 


Assembled 
Gas Horizontal 


SON 


Assembled 
Gas Lo-Boy 


Gas Flo-Warm Lo-Boy 


Assembled 
Oil Lo-Boy 


Assembled 
Oil Hi-Boy 


Coal Flo-Warm 


Oilsaver Lo-Boy 


Assembled Oil 
Counter-Flow 


Gasaver Gravity 


Assembled 
Gas Hi-Boy 


Oil Flo-Warm 
Hi-Boy 








 eareey of Oil Progress Week, 
October 9 through 15 will be 
sparked by the introduction of a new 
motion picture, “Barrel Number One.” 
The week is sponsored by the Ameri- 
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Promotion--Oil Progress Week 


can Petroleum Institute through its 
Oil Industry Information Committee. 
The motion picture, made by the In- 
stitute, will not be released for public 
showings until October 9. 


i ve know our” 
local businessmen we i 
neighbors well enough to predict what kinds 


emergency. AS 
jeos they want. 

products and serviees they - ; 

g) ee is the watchword of ag artnaral 

titive, progreselve oil industry. a — 

: ai this commanity i oUF -~ 

a is your assurance that we'll con 


. This 
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It dramatizes the endless search for 
oil and in sequence fashion follows the 
first barrel from a new well through 
pipelines to the refinery, thence to the 
distribution centers where it is mar 
keted and consumed. “Barrel Number 
One” was photographed on location 


in various sections of the country and 
features a story line told by the vari- 
ous people who work in oil. 


Of particular interest to fueloil 
dealers is a group of advertisements, 
prepared by Api for use during Oil 
Progress Week. Mats of any or all of 
the ads are available without charge 
and, as can be seen, from the group 
reproduced on these pages, each has a 
spot where the dealer can insert his 
name and address. Also, while pointed 
at Oil Progress Week, the theme of 
each is such that by eliminating the 
reference to the week, the ads can be 
used at other times in a regular ad 
vertising program. 

All of the available mats are con 
tained in a proofbook, obtainable from 
the Institute at 50 West 50th St. 
New York 20, N. Y. They range in 
size from one to eight columns in size, 
are ready for use as is and cover vit’ 
tually all phases of petroleum in one 
or more of the advertisements. 

Editorial materials for Oil Progress 
Week also are offered for publica 
tions planning special editions and 
sections or they can be adapted by 
dealers for their own local publicity. 
The kit contains feature articles, fill 
material, editorials and illustrations. 

A helpful booklet, available from 
ouc district offices throughout the 
country, entitled “Take a Bow,” con’ 
tains hints on making this year’s Oil 
Progress Week a success. Written 
primarily for ouc members, the ma 
terial it contains can be used by oil 
men anywhere. 

The booklet urges participation by 
all in the week’s activities and notes 
that a nation-wide Tv show will 
inaugurate the proceedings. The show, 
scheduled for 4:30 P.M. New York 
time on Sunday, October 9 over the 
NBC network, will be repeated later 
that day for the West Coast audience. 
The show’s theme will be a look ahead 
at life in the United States in 197° 
the 200th anniversary of the Amer 
can Republic. 
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BUT OURS CAN! You see. in Amer- venience. are delivered to your community 


ica’s highly competitive oil industry, every in any weather—in any emergency, 
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oilman has a special job, As an oil transport 
company our job is to see that gasoline for 
your car. fuel oil for your home and other 


oil products that bring you comfort and con- 
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4 fasy Ways to Save 
Maney—Save Fuel Oil 





Here’s our pledge that, come rap or shine, 
our drivers and teucks will keep heading 
your way—bringing the comforts and con- 


veniences of Oil Progress to your comnvunity. 


YOUR NAME HERE 


On < 
PROGRESS 
WEEK 

OCT. 9th-15th 


YOUR NAME 
HERE 





@ Winter never catches a ~quicrel with ou cumpty 
nest ~-becanse the syuirred instinctively starts 
plinuing aheud, at the first signs of fall. 

That's good advice for you, too, Now ix the 
time to get yone home ready for winter. And our 
fuel olf trucks are ready right now to bring wine 


ter heating comfort -traight to your door, 


it's our job in America’s competitive aud pro- 
gressive oil industry to sve that vo one in this 
comumnity is left “out in the cold”! Our auto- 
matic delivery system helps us do this job. So call 
us today! We're ence your call will pay off-in 
heating comfort for you and your family — off 
winter long 


YOUR NAME HERE 
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Model 450 


Sskurile 


UNIVERSAL HUMIDIFIER 
Witt BPAPOGLAS PLATES 


Only Skuttle is mounted outside heating plant 


casing. Easily installed. Saves time, 


Up to 460 square in. evaporating area with Vapo- 


glas plates. Means more efficiency. 


Maintains lower pan temperatures. Less lime in 


water and less clog. 


Skuttle’s exclusive plate design allows unrestricted 


Yoabersjeqslossel 


For further information, write to: 


hee i ‘ig 


io MANUFACTURING COMPANY 
Milford, Michigan 








There's a Skuttle humidifier for every type heating plant 
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Westinghouse completing 
Purchase of Olsen Company 


A PROPOSAL of Westinghouse Electric 
Corp. to purchase the assets of C. A. 
Olsen Mfg. Co., Elyria, Ohio, was 
presented to a special meeting of the 
stockholders of the latter company on 
September 7. Previously, the transac- 
tion had been approved by the boards 
of both Westinghouse and Olsen. 
Westinghouse is to acquire the OL 
sen company on the basis of one share 
of Westinghouse common stock for 
every three shares of Olsen common, 


Olsen, which makes a complete line 
of Luxaire gas and oilfired furnaces, 
and a subsidiary company, The Henry 
Furnace Co., producers of the Mon- 
crief line of warm air heating units, 
is to be operated as a wholly-owned 
subsidiary of Westinghouse. To be 
known as The C. A. Olsen Mfg. Co., 
it will function under the same man- 
agement as before the merger and will 
continue to make and market both lines 
of furnaces, plus Westinghouse cool- 
ing equipment. It was emphasized that 
no changes are contemplated in per: 
sonnel or operating policies. 

C. A. Olsen, president of the orig- 
inal company and who is continuing, 
along with E. P. Hayes and other key 
people, in the same capacity under the 
new setup, explains the transaction: 

“The tremendous current interest 
in combination heating and cooling 
equipment for residential use and the 
potential demand for such combination 
equipment make it desirable and even 
necessary that furnace manufacturers 
go into the cooling equipment business 
and that cooling equipment manufac 
turers go into the furnace business. 
Any manufacturer of equipment 
limited to one of such purposes is at 4 
substantial and growing competjtive 
disadvantage in relation to manufac’ 
turers of both types of equipment.” 

Westinghouse, in its announcement, 
stated for the first’ time it now had 
manufacturing facilities to produce 
both heating and cooling equipment 
and the broad distribution facilities 
required to market it. 

The Olsen company, with its Henry 
Furnace subsidiary, employs about 800 
people and last year had net sales of 
$18,605,418. 
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Here’s how Chrysler Airtemp’s “helping hand’’ policy can 
ease your way to profitable heating-cooling business 


You’ll find Airtemp experience in residential cooling and 
heating makes a dealer’s job easier in lots of ways. 


Equipment is designed for easier installation. 

Training courses are brief, yet cover everything you need 
to know. 

Merchandising helps are the result of years of experience. 
You learn residential air conditioning from a company 
which knows and understands the business. Everything 
has been done to make it easier for you to sell and profit 
with Airtemp, but the “helping hand”’ is close by should 
you need it. For complete details, write to Airtemp Divi- 
sion, Chrysler Corporation, Dayton 1, Ohio. 


“‘the line 
that pays”” 





CLOSET “SPACESAVER” Cooling coils can 
be ordered separately for quick in- 
stallation on Airtemp furnaces (or 
most other makes) or Airtemp fur- 
naces. may be ordered with coils 
factory-mounted. 


BASEMENT “SPACESAVER” 2, 3, 5 and 
7% H.P. capacities in waterless and 
water-cooled condensing units. New 
Airtemp dual furnace units provide 
extra-high air handling capacity for 
5 and 7% H.P. cooling and up to 
240,000 BTU heating output. 


DIVISION OF CHRYSLER 


HEATING e AIR CONDITIONING FOR HOMES, BUSINESS AND INDUSTRY 














Fuel oil distributors now successfully 
use new RCA 2-Way Radio to boost 
speed and efficiency of service. 

An operations supervisor says, “When 
a customer calls for service or fuel de- 
livery, we dispatch a service represent- 
ative or driver by 2-way radio. The 
nearest truck handles the call and our 
customer gets service in a matter of 
minutes.” 

A vice-president says, “It was our 
aim to use RCA 2-Way Radio to im- 
prove service by reducing waste time 
and by increasing production time. We 
intended to effect some savings in fleet 


: Fuel Dealers Report: 


RCA Engineering Products, Communications Equipment 
Dept. W-252. Building 15-1, Camden, New Jersey 


Without obligation on my part, please send me your 
reprint, “RApIo SPEEDS DELIVERY AND SERVICE.” 





As soon as calls are received, centra\ 
office radio-dispatches service and de- 
livery trucks in a matter of minutes — 
reduces waste mileage, improves effi- 
ciency of service. 






Faster oil deliveries 
and burner service 
—more calls 

per truck 

With RCA 2-Way Radio 


operation, but we also expected that 
the radio system would be used as a 
sales tool to obtain new business. We 
are satisfied with the results in both 
instances.” 

RCA 2-Way Radio can bring new 
revenue and savings to your operation— 
by slashing telephone expenses, routing 
and rerouting trucks faster, reducing 
waste mileage, eliminating back-track- 
ing, obtaining new customers, co- 
ordinating servicemen in the field. 
Write today for full details of RCA 
2-way radio equipment—you incur no 
obligation. 


a)” RADIO CORPORATION of AMERICA 


COMMUNICATIONS EQUIPMENT 


CAMDEN, N. J. 
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OHI ‘Builders Clinic’ 
scheduled at Rutgers 


A “BUILDERS CLINIC” Conference will 
be the first of a series of management 
conferences sponsored by the Oil-Heat 
Institute of America, Inc., New York. 
Leading builders will be lecturers and 
conference leaders of the meeting 
planned for Sept. 22 at Rutgers Uni 
versity, New Brunswick, N. J. 

The meeting is being held to assess 
and develop oilheating’s place in the 
national new home construction field. 
Sessions and conferences will last the 
entire day. 

Among the scheduled speakers are 
Irwin Jalonack, formerly vice-presi- 
dent and chief mechanical engineer, 
Levitt & Sons, Inc., and Claude Ber- 
man. 

Topics to be discussed include how 
oilheating’s future can be expanded; 
how to sell and deal with builders; 
what builders want and expect from 
the oilheating industry; and how to 
analyze and sell the custom-built home 
market, the small home market, the 
medium volume and mass volume 
home market. 

Other discussions will cover how 
builders feel about installation stand- 
ards; how to encourage builders to 
promote oilheating to the public; how 
to work with the builder and his per’ 
sonnel and how to estimate the job 
for profit. 

Attendance will be limited to 7). 
Requests for registration should be 
made by letter to OHI, 500 Fifth Ave., 
New York 36. Included in the tuition 
fee of $22 will be luncheon and 
dinner. 


>, 
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Tank Truck fire safety 


Standards are revised 


REVISED FIRE safety standards apply’ 
ing to tank trucks for flammable 
liquids have been published by the 
National Fire Protection Association, 
60 Batterymarch St., Boston. 

Issued as number 385 the standard 
is entitled, “Recommended Regulatory 
Standards for Tank Vehicles for 
Flammable Liquids,” and is available, 
on request, for 35¢ from the associa’ 
tion. 
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CAST-IRON 


RADIANT . - Bary 
BASEBOARD ) SERAY :j 
Now it’s easy to provide correct | — RADIANT BASEBOARD 


BASE-RAY*®* radiation on all jobs! Just use 
the new No. 9 where wall space is limited 
or heat losses are great, the No. 7 on nor- 
mal jobs. Both have the same Burnham 
streamlined design so appealing to women. 
Both are made by the pioneers of Radiant 
Baseboard heating. Make your customers 


friends for life with a BASE-RAY installa- BASE-RAY wears like iron 
tion! *Reg. U.S. Pat. Off. .-- because it’s made of iron 


















TOPS FOR BEAUTY AND QUIET! BASE-RAY’s at- EASY TO INSTALL! No FULLY WATER-BACKED 
tractive streamlined design appeals strongly to extra tools or know-how are FOR EVEN HEAT! BASE- 


: - - * needed. No special piping RAY is filled with water from 
home owners. It is as inconspicuous as ordinary layout necessary. Conven- top to bottom .. . gives off 
wood baseboard and can be painted to blend with tional practice is followed in heat long after burner is shut 
any decor. It’s quiet too. Develops no expansion either modernization or new off! Avoids the discomfort of 
enter os We : jobs. No system requires less “all-on” — “all-off” types of 

Sor pings” in operation. installation labor. heating. 














First in the Burnham Corporation FO-95 
manufacture of Irvington, New York 

baseboard heating Please send me full data on BASE-RAY and copy of 

‘ your new ratings and installation guide. 
0th Anniversary ~~ Me re ee er Ie eye 
1945— 1955 DIED hs honing 8 4 ed Rp ROAR bee cvcsen 
BURNHAM CORPORATION a il ce a Spee : 
Sivtngelaabitabat AMER Om coin ragiibteteasiees nes scene stems shane nenansaeil 








“THE PRINCIPLE OF THEATHING” 
MEANS ANYTHING} 


HELP MAKE 
ROPERS 
DEPENDABLE 


Liquid ent Is carried between ‘orced into 
the pump the teeth discharge line 





SMOOTH AND QUIET FLOW... 
EQUAL EFFICIENCY IN EITHER DIRECTION 


HOW IT OPERATES — The unmeshing of the gears produces a 
vacuum, drawing the liquid into the tooth spaces. The liquid is 
carried between the teeth and case to the opposite side of the 
pump. The meshing of the gears forces the liquid into the dis- 
charge line. This is a positive displacement pump. The Roper 
principle is simple in design. It has only two moving parts — 
equal size pumping gears — operating in a case with proper 
amount of clearance to promote high efficiency and long life. 


GEO. D. ROPER CORPORATION 769 Blackhawk Park Ave., Rockford, Ill. 






Send for helpful handbook 
“HOW TO SOLVE PUMPING PROBLEMS” 
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July Contract Awards set 
new High: Dodge Reports 


CONTRACT AWARDS for future con- 
struction in the 37 states east of the 
Rockies during July totaled $2,271, 
537,000 up 24% from July 1954 ac 


_ cording to Dodge Reports issued by 


the F. W. Dodge Corp., New York. 

The first seven months set a new 
high for that period, $14,254,308,000, 
up 29% over 1954. Nonresidential led 
in percentage gains with $892,629, 
000, up 39%. Residential totals were 
up 29% with $959,020,000. Public 
and private works and utilities totaled 
$419,888,000, down 7%. 

Seven month totals are as follows: 
Nonresidential, $5,025,142,000, up 
24% over the same period last year; 
residential, $6,415,750,000, up 36%; 
public and private works and utilities, 
$2,813,416,000, up 22%. 


7 
“9 


New Name is announced 


for ASHAE heating Show 


INTERNATIONAL Heating & Air-Con- 
ditioning Exposition is the new name 
of the International Heating & Venti 
lating Exposition. The American So’ 
ciety of Heating & Air-Conditioning 
Engineers (this title was also recently 
changed) sponsors the show. 

The 1957 exposition will be held 
at International Amphitheatre, Chi 
cago, February 25 to March 1. 
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Hupp-Perfection Merger 
approved by Directors 


DIRECTORS of Hupp Corp., New York, 
and Perfection Industries, Inc., Cleve’ 
land, in separate meetings recently 
approved an agreement for the merger 
of the two companies. A joint state 
ment from Don H. Gearheart, presi’ 
dent, Hupp, and Donald S. Smith, 
president, Perfection, announced the 
agreement. ; 

Preferred and common stock 0 
Hupp will be issued in exchange for 
Perfection’s common stock. The merg’ 
er will result in the combined comp’ 
nies having-a substantial diversity 0 
products and markets. % 

Hupp has plants in Detroit and Car 
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market analysis 


equipment & storage 
maintenance 


management 
problems 


cost control 


product 
information 


degree day 
deliveries 


budget plan 


Promotional 
activities 


TERMINALS AT: 


Providence, R. I. 
New Haven, Conn. 
Albany, N. Y. 
Binghamton, N. Y. 
Buffalo, N. Y, 
Elmira, N. Y. 
Rochester, N. Y. 
Syracuse, N. Y. 
Wayland, N. Y. 
Newark, N. J. 
Trenton, N. J. 
Gloucester, N. J. 
Bridgeton, N. J. 
Boston, Mass. 


Akron, Ohio 
Allentown, Pa. 
Altoona, Pa. 

Exton, Pa. 
Greensburg, Pa. 
Johnstown, Pa. 
Lebanon, Pa. 
Mechanicsburg, Pa. 
Northumberland, Pa. 
Philadelphia, Pa. 
Pittsburgh, Pa. 
Reading, Pa. 
Williamsport, Pa. 
Wilmington, Del. 


TA 
































Baltimore, Md. 
Salisbury, Md. 
Richmond, Va. 
Charlotte, N. C. 
Greensboro, N. C. 
Wilmington, N. C. 
Spartanburg, S. C. 
Albany, Ga. 
Atlanta, Ga. 
Griffin, Ga. 
Macon, Ga. 
Savannah, Ga. 
Jacksonville, Fla. 


you can check 
your problems 


with us 


Even the most successful distributor cannot pos- 
sibly be expected to overcome all of these prob- 
lems by himself. That’s why we offer the practical 
advice of experts. 


These are experts in all phases of sales and 
distribution. They are ready to check your prob- 
lems, to help you meet and solve them. 


Atlantic has been in retail marketing for some 
84 years. All of this accumulated experience is 
yours for the asking. It’s yours when you need it, 
where you need it. It’s a regular part of the staff 
assistance available to every Atlantic Heating Oil 
distributor. 


Atlantic Heating Oil is triple-refined by a special 
process that assures maximum conversion to heat 
and cleaner burning. That means lower customer 
service costs. And Atlantic Heating Oils are 
available at conveniently located pipe line or 
water terminals. That means continuous, de- 
pendable supply. It’s worth looking into! 


HEATING OILS 








There’s Modern Beauty 
Plus Greater Utility in This 


New Round Thermostat 





QUALITY 
THERMOSTAT 
MODEL TR125 





Vi 
y 
y 
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LEI EOLA EEN 


e Easy-to-read double dial 
e Adjustable heat anticipation 
e Easy lever adjustment 
e Enclosed snap action switch 
e No leveling necessary 


The new Crise Round Thermostat has graceful contours 
and a removable cover that can be painted to match 
any room setting. Separate scales are provided for both 
room temperature and temperature setting. A com- 
pletely enclosed precision snap action switch makes or 
breaks the circuit—requires no leveling to install. The 
TR125 Crise Round Thermostat is designed for use on 
24 volt and millivolt circuits. For additional information 
and price schedule write us. 


CRISE CONTROLS DIVISION 


CRO 


MANUFACTUR 
COLUMBUS 146, OHIO 








Distributed in Canada by Leland Electric Canada, 
Ltd., Guelph, Ontario 
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cago and is presently terminating the 
operations of its Globe Stamping Divi- 
sion in Cleveland. Perfection has a 
plant in Cleveland and is establishing 
a facility in Waynesboro, Ga. 

The business of Perfection will be 
continued as a division of Hupp under 
the direction of thé present officers 
of the firm. 

At Perfection’s board meeting, Man- 
ning E.’Case, Jr., was elected a menm- 
ber. He has been secretary and treas- 
urer and general counsel for the com 
pany. 
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New Oregon service School 
Termed outstanding Success 


A NEW TECHNICIAN training school for 
oilburner service men sponsored by the 
Oil Heat Institute of Oregon has been 
termed a “terrific success” by Charles 
R. Holloway, Jr., chairman of the 
board and past president of the organi: 
zation. 

Citing the favorable reaction to the 
school by both members and _ non 
members, Holloway continued by not: 
ing that “Already we are getting in 
quiries from interested persons who 
want to know when the next course 
begins.” 

‘Purposes of the training school are 
two-fold,” said Holloway, “One, to 
upgrade the quality of oilburner serv 
ice work now being done in the field 
here in the Pacific Northwest; and two, 
to develop a source of highly-trained 
service technicians for our industry.” 

Holloway remarked that his group 
will hold another class probably next 
summer, and possibly another one this 
fall or winter if inquiries continue to 
come in. 

The curriculum for the course was 
developed by an Oregon OHI commit 
tee working with John S. Griffith, prey 
ident of Portland’s Multnomah Col’ 
lege, and at present 16 service men afe 
enrolled. 

Instructor for the seven-hour-a-day, 
five-day a week course is Walter H. 
Brunner, who has had considerable ex 
perience in the heating field. Accord 
ing to Brunner, at the completion of 
the course, the students will be quali 
fied to service any type of oilheating 
equipment, and will be issued certify 
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Here’s a special 


plop package 
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the American-Standard “Package” Arcoliner 
Oil-Fired Hot Water Heating Unit 


HIS is a real dollars and sense deal for all 

heating retailers. It’s a complete “‘package’”’ 
which includes all major components you need 
to make an oil-fired Arcoliner residential hot 
water heating installation. And the package costs 
you considerably less than would all the com- 
ponents bought separately. 






















































What’s in it? The popular, quality-built 
Arcoliner boiler for small and medium sized 
homes. And... 


* Arcoflame burner — specially designed by 
American-Standard for the Arcoliner; coordi- 
nated for top fuel-saving performance. 


* Detroit controls—for quiet, dependable opera- 
tion. 


* Built-in tankless heater and barometric draft 
stabilizer. 


* Accessories in conven- 
ient fiber-board box — cir- 
culator, angle-type flow 
control valve, flow regu- 
lating valve and ASME re- 
lief valve (either Bell & 
Gossett or Taco products 
may be ordered). 


It all adds up to BIGGER PROFITS. In addi- 
tion to big savings in the purchase price, you’ll 
save time in ordering, handling and installation. 
And you'll reduce storage and inventory costs. 

Here’s a first-rate opportunity to stimulate 
sales and to boost profits. See your wholesale 
distributor today for details. 


American-Stardard 


HOT WATER HEATING 


Plumbing and Heating Division 


eloil 


American Radiator & Standard Sanitary Corporation, P. O. Box 1226, Pittsburgh 30, Pa. 

















The Ideal Oil Valve 
For the PRICE 


and PROJECT 


Market 


No. 1230 
Manual 


No. F1I230 
Fusible 


Guardian presents a NEW Cast Brass Valve in 


meet highest quality standards. 


Only Guardian valves incorporate these out- 


standing features: 


e Metal-to-metal seat. 
e Oil-proof packing. 


e Brass bar stock adjustable 
packing nut. 


© True one-piece design. 


Guardian Cast Valves join our superior Yellow 
Brass line giving the Oil Heat Industry the most 
complete line for every type of installation. All 
valves available for shipments from stock. Write 
for catalogs, descriptive literature and prices. 


There are over 4,000,000 Guardian 
Couplings in original equipment. A 
complete line of replacement cou- 


quirements of your customers. 


PTO, 


PRODUCTS uardian 


VALVE DIVISION 
Dept. F-95, 1231 E. Second Street 
Michigan City, Indiana 
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plings is available to meet the re- 


| 
both Manual and Fusible design specifically | 
tailored for the price market but engineered to | 








cates as “Qualified Oil Burner Service 
Technicians.” 

A feature of the course is a series of 
field trips to such factories as the Iron 
Fireman Manufacturing plant where 
the group studied the assembly and 
manufacture of the control system on 
furnaces, and the Montag plant in 
Portland where the students will watch 
oil furnaces being assembled. 
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Warm Air Convention 


to be in New York 


FOR THE FIRST TIME, the National 
Warm Air Heating and Air Condi- 
tioning Association has chosen New 
York City as the site for its 42nd 
annual convention. The Hotel Statler 
will serve as headquarters during the 
November 30-December 1 meeting. 

In anticipation of a large turn-out, 
the Association appointed the largest 
program committee it has ever assem- 
bled. The unit is made up of 37 mem- 
bers from the various segments of 
the industry including representatives 
from manufacturers, wholesalers, deal- 
ers, trade associations and the trade 
press. 

Initial programming plans antici- 
pate subjects dealing with the present 
and future of the warm air heating 
and airconditioning business. Sales, 
along with technical aspects of the 
business in residential as well as non- 
residential markets, will be discussed. 

Featured at this year’s meeting will 
be an analysis and discussion of the 
consumer who buys the industry’s 
products, and what his motivations or 
restraints are when he purchases a 
heating system. 

Of interest to the dealer is a portion 
of the program with the dealers, them- 
selves, describing problems, proce- 
dures and programs of successful deal- 
er and dealer-group operations. 
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Marron of Coastal Oil begins 
second Phase of Study 


THE SECOND PHASE of the combined 
Lou Marron-University of Miami 
South American Pacific Expedition 
for Billfish Research commenced re- 


cently under the direction of the Ma- 
rine Laboratory of the University of 
Miami. 

Location for the project in which 
Marron, board chairman of the Coastal 
Oil Co., Newark, N. J., is now en- 
gaged, is the ocean area off Panama 
and Colombia. 

Aimed at the development of new 
food sources to help supply the world’s 
growing population, it is anticipated 
that the entire program of research 
will extend over five years. Last year’s 
work took place off the shores of Chile, 
Peru and Ecuador. 


\/ 
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Farm Magazine, API survey 
Southern Fuel Preferences 


A RECENT SURVEY made by The Pro- 
gressive Farmer in cooperation with 
the Market Research Committee, 
American Petroleum Institute, showed 
that 17% of rural families in 15 south- 
ern states have furnaces. Heating 
stoves, space heaters or circulating 
heaters provide warmth for 82%. 
Fueloil is burned in 28% of the 
furnaces; coal or wood in 26%; LP 
GAS in 20%; and gas in 26%. Among 
families whose homes were equipped 
with space heaters oil was the fuel 
14% of the time; coal and wood, 
48%; LP-GAS, 32'%; gas, 9%; electric’ 
ity, 6%. Multiple answers caused the 
percentage to total more than 100%. 
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Defense materials Booklet 
issued by Commerce Dept. 


THE BUSINESS and Defense Services 
Administration, U. S. Department of 
Commerce, has issued a 41 page book: 
let titled “The Defense Materials Sys’ 
tem in Our American Industry.” 

In the foreword Sinclair Weeks, 
Secretary of Commerce, stresses the 
need for a “functioning material con 
trol system designed to permit rapid 
industrial mobilization in case of wat.” 

The handbook explains to contrac’ 
tors and suppliers the general rules 
applicable to each type of defense com 
tract operation. All contractors to the 
Department of Defense are required to 
agree that they will follow the pro 
visions of rules and regulations of the 
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READY TO INSTALL 




























The P-OB15 comes ready for 
nN immediate installation— 
jacket is assembled in place 
na at the factory. The complete 
unit is enclosed in a sturdy 
crate and is easily spotted in 
W vee using pipes as rollers. 
1's nit is ready to fire after 
power line is connected to 
ed junction box and thermostat 
ch to relay. 
r’s 
le, y. COMPLETELY EQUIPPED 
g New Weil-McLain Type A” Burner—re-designed 
Z air delivery parts for trouble-free burning of 
4 “cat” oils. 
: Light weight refractory combustion chamber— 
a heats and cools rapidly, eliminating over-ride at 
cy | boiler. Round in shape to fit the flame. 
"| Mg Complete controls. Wired and tested at the fac- 
4 tory. Low voltage thermostat of new round design. 
"0" Fibre glass insulation (not illustrated). Fits snug- 
. ly around the entire boiler. 
vith 
tee, 
wed 
ith. ee 93 
ne CAST IRON “PACKAGE” UNIT 
INCLUDES EVERYTHING 
the 
LP- 
ce FOR A FORCED HOT WATER HEATING SYSTEM 
»ped 


fuel 
‘ood, a 
tric’ 





| the 
0% EXTRA VALUE P-OB15 OIL BOILER 
Assembled and tested at the factory—ready for fast, 
et inexpensive installation! A complete unit for forced hot 
t water heating systems up to 525 sq. ft. .. . a compact 
; “package” of Weil-McLain economy and long-life fea- 
vices tures, enclosed in an attractive hammerloid jacket. 
nt of Cast iron sections — not face-ground—resist rust and 
book’ corrosion. Heating efficiency is assured by back-and- 
; Sys forth flue travel through deep finned passages. In addi- 
e Ne, tion, water travel through the boiler is principally 
ie eine enue iat through vertical passages, accelerating the natural up- 
: a 7. 0815 io available with e ward movement of the heated water. 


built-in tankless water heater, The special spring-activated puff-out door opens im- Fe an effective advertising and 

oe. capacity. Controls are mediately if excess pressure develops in the combus- promotion program use the 

Siieeee. heater plate for instant tion chamber then closes to its sealed position. The FREE WEIL-McLAIN 
burner is a Weil-McLain Type ‘‘A’’, time-tested, effi- SALES TOOL KIT 


cient and trouble-free. For your Kit, see your Weil- 


Send for complete information now! Meiate Gtetthater today. 


WEIL: McLAIN WEIL-McLAIN COMPANY 


BOILERS: RADIATORS MICHIGAN CITY, INDIANA 








Address literature requests to Dept. B-95 


THE 


New 








YORKER 


HORIZONTAL BOILER) 


... offers you top 
efficiency and economy! 





The NEW YORKER 
horizontal tube boiler provides 
top heating efficiency because 


by heat-absorbing surfaces. 
Beautifully jacketed in blue- 
and-gray hammertone finish. 





@ Oversize, large capacity 
tankless water heater. 


@ Fire-tubes of extra heavy 
gauge steel. 


@ Pre-cast combustion cham- 
ber withstands temperatures 
up to 3200° F. 


@ Fire-tubes easily accessible. 


\ Send coupon NOW! 
a 










New Yorker Steel Boiler Co., Inc. 
i Colmer, Penna. 
| Gentlemen: 

Please rush me full information and prices 
on the New Yorker horizontal tube boiler! 
| Nome eeeeee eeeeee e@eeeeeeoeeeeeeeeeeee 

ree eeeneeeeve eeeeeeeeeeeeeeeeeeeeee 
; Street 
| City ...... cocccccccce SHAE cocccccce 
' Type of Business ........seeeeee onbvee 
44 












of its scientific "three-pass" de- 
sign, offering maximum heat trans- 
fer and lowest stack temperature. 
All heat passages are surrounded 


| 
| 
| 
! 
1 
mS 


| UNDERWRITERS’ 


Business and Defense Service Admin- 
istration in the procurement and use 
of materials required for the perform- 
ance of their contracts. 

The handbook is now on sale by the 
Superintendent of Documents, Gov- 
ernment Printing Office, and the De- 
partment of Commerce Field Offices 
at 25¢ a copy. 
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Oilfired water heater 


Standards issued by UL 


Laboratories, Inc., 
have issued the June 1955 standard 
for oilfired water heaters. All water 
heaters labeled after July 15, 1956, 


will be expected to conform to the 


| standard. 


The Laboratories’ staff, with the as- 
sistance of the members of the Labora- 
tories’ Industry Advisory Conference 
for Oilburners and for Commercial- 


| Industrial Combustion Equipment and 
_ other committees representing manu- 


| facturers, prepared the Standards. 


Copies are available from Under- 


writers’ Laboratories, Inc., North- 
_ brook, II. 
So 
Ohio Farm Market fuel 










Preferences surveyed 


OHIO FARMERS answering a question- 
naire sent out by The Ohio Farmer 
burn wood or coal in 69% of their 
furnaces. Fueloil is burned by 22%; 
LP-GAS by 1%; gas by 7% and other 
fuels 1%. 

A little over 67% of the rural, fam- 


| ilies have furnaces; 35% have heating 


stoves, space heaters or circulating 
heaters; and 6% have other heating 


| equipment. Heater fuel divided as fol- 


lows: coal or wood, 57%; LP-GAS, 
3%; gas, 12%; oil, 36%; and electric- 


_ ity, 5%. Multiple answers to the ques- 
| tions caused the percentages to equal 


Cae) RD AN Si Gene ESR SSEET Ewe REE EOE oer mee 


'more than 100%. 
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Safety Standards revised 
by Fire Protection Assn. 


MORE THAN 400 new or revised fire 


| safety standards were acted upon by 


members of the National Fire Protec- 


tion Association when they met in Cin- 
cinnati, May 16-20. 

There were ten major sessions dur- 
ing the five-day program and indus- 
trialists, fire department and fire off- 
cials, military fire protection and safe- 
ty engineers were among those attend- 
ing. 

Safety standards revisions on oil 
stoves and oilburners, fire extinguish- 
ers, flammable gases, fire detection and 
alarm systems and_ airconditioning 
were considered. 


2, 
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AT&T’s ‘Amanda’ answers 
Winkler dealers’ Phone 


FACING THE SAME PROBLEM that many 
dealers have, Bill Dix and Ed Peterson, 
who have a two-man Winkler dealer 
ship in Morris, Ill., found a unique 
solution, according to a story in “Sur 
vey,” house organ of U. S. Machine 
Div. 

They needed someone to handle tele- 
phone calls while they were out on in 
stallation or service calls. Minimum 
pay for a girl to do the job would be 
$25 a week, and more likely $30 to $35 
a week. 

They solved the dilemma by hiring 
“Amanda,” whose salary is only $12.50 
a month. Amanda is Bell Telephone 
Company’s automatic recording serv 
ice machine. The store owner records 
a 12 second message telling the caller 
that it is a recording. The caller gives 
his name, address or phone number 
and the purpose of the call. 

The first day the tape recorder was 
in operation Dix-Peterson received 12 
calls, three from heating equipment 
prospects. Business that might have 
been lost because of their absence dur’ 
ing the first week included the sale of 
two units and a thermostat plus some 
service work. They estimate that 
Amanda paid her own rental fee for 
two years during the first week of 
operation. 
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Book expands Information 
on heating Applications 
THE THIRD EDITION of “Mechanical 


and Electrical Equipment for Build 
ings” has recently been published aad 
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HAVE YOU ORDERED 
YOUR COPY OF 
“FUNDAMENTALS OF 
OILBURNER CONTROLS"? 


Here’s a manual every Oilburner 
Dealer, Serviceman, and other 
Oilheating men can use profit- 
ably and effectively. Thousands 
have been ordered and are used 


profitably. 


Fundamentals of Oilburner Con- 
trols consists of a series of arti- 
cles by John W. Schulz on 
oilburner controls, published 
by Fuetom & Om Heat. The 
series describes the principal 
makes of control panels, also 
gives practical instruction for in- 
stalling and servicing them and 
understanding their internal and 
external wiring circuits. Three 
of the articles cover electrical 
principles as applied to oil burn- 


er wiring: 


Electrical ABC’s of Burner Jobs 
—Facts on voltage drops and 
wire sizes—Safety Control of 


Fundamentals. 


The remaining articles in the 
series discuss specific makes and 
incorporate descriptions of eight: 
Crise, Detroit, General Electric, 
Honeywell, Mercoid, Penn, Per- 
fex and White-Rodgers. 


Size is 8% x 11—64 pages. Price 
only $1.00 postpaid. Please mail 


remittance with order. 


FUELOIL & OIL HEAT 
2 West 45th Street 
New York 36, New York 
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oil 


| contains additional material on heating 
| applications and an entirely new chap- | 
| ter on radiant heating. 
| It contains information on pumps, | 
baseboard and forced warm air heat- | 
| ing, zoning systems and controls for | 
| hot water heating, and the Metro sys- | 


tem of steam heating. 


Written by Charles M. Gay, 
Charles De Van Faweett, and William 
J. McGuinness, the book has been pub- 
| lished by John Wiley & Sons, New 
York. It contains 564 pages and is | 

priced at $8.50. 
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June Big Burner Shipments 
are up 5% over June ’54 


SHIPMENTS of commercial-industrial 


equipment for June are above 5% 
above June last year when 2,556 burn- 
ers were shipped as compared to 2,683 
this year. 


Six month totals for the year thus 


far shows shipments running behind 
the same period in 1954. According to 
the Market Research Department, Oil- 
Heat Institute of America, 14,215 big 
burners were shipped this year; 14,344 
during the first six months of last year. 

A breakdown of shipments is as 
follows: 


Oil Oil-Gas 
burners Burners 
HORIZONTAL ROTARIES 


2Y and under 47 15 
Over 24 to 8 23 10 
Over 8 to 30 473 15 
Over 30 to 100 383 39 
Over 100 82 7 
Total Shipments 1,008 86 
GUN BURNERS 
Over 5 to 30 1,397 59 
Over 30 50 5 
Total Shipments 1,447 64 
MECHANICAL ATOMIZING 
| 30 and over 54 24 
Total, all types 2,509 174 
ey, 
“9 


J. H. Loomis recently was named 
manager of the St. Louis office of the 
Worthington Corp., Harrison, N. J. 
He replaces P. A. Mack, appointed 
special representative to devote full 
time to the development of business 
through special customers and assign- 


| ments. Prior to his promotion, Loomis | 
| had been serving as general line sales- 


man and compressor specialist at the 
Worthington district office in Chicago. 











Wm. H. ELDRIDGE can 


change all that for you— 


take ob the presowee 


Streamlined 
FUEL OIL 
BUDGET PLAN 


More than 1000 DEALERS are 
using our complete service! 
We include everything from a 
presentation to your customer 
down to the Agreement Forms 
and those Coupon Remittance 
Packets that make it so easy 
and convenient for your fuel 
oil customers to mail their 
‘Regular’ payments. 


A complete, reasonably 
priced, package deal. 
Cuts office details - - 
Saves time and trouble. 


25 YEARS PROMOTING 
OUR OIL HEAT INDUSTRY 


WM. H. ELDRIDGE 
a Advertising Sewice 


NEW ROCHELLE 
NEW YORK 








OIL-FIRED MODELS 


A Complete, Fast-Selling Line made by 
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New YEAR ’ROUND AIR CONDITIONERS 
Designed and Priced to Sell Fast 
Ask your distributor for full details on this all-new circuit in case the owner wants the summer air con- 
iain 
unit which provides effective cooling and efficient ditioning added at a later date. The 100% hermet- 
heating under a single jacket and in minimum floor ically sealed refrigerant circuit slides in or out of EVE 
Mr ¢ 
space. It offers a choice of 2 hp or 3 hp summer cool- the unit easily without dismantling the jacket, and ' 
arr 
ing with either 85,000 or 112,000 Btu winter heat- is covered by the Five Year Protection Plan of the Sum 
ing output at bonnet. Also, it’s available less cooling American-Standard Air Conditioning Division. ps 
ect 


September 
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48 





5| AND SIZES TO CHOOSE FROM! 


American-Standard Air Conditioning Division 


Model 1400-08. Counterflow Winter 
Air Conditioner for perimeter heating 
installations. This compact unit is ideal 
for new homes where space is impor- 
tant—can be installed in alcove or 
closet. Three sizes: 79,000, 96,000 and 
102,000 Btu capacity ot bonnet. Addi- 


Model 1200-08. Utility Winter Air 
Conditioner occupies as little as 2 by 2 
feet of floor space; can be installed in 
small alcove or closet. Three sizes are 
offered: 79,000, 96,000 and 102,000 
Btu capacity at bonnet. American- 
Standard summer cooling can be 


added whenever the owner wants all- 
year air conditioning. 


tion of American-Standard summer 
cooling is provided for in the design. 


Model HS. Horizontal Winter Air Conditioner 
can be suspended under the floor in crawl 
space, mounted in the attic, or installed in 
other out-of-the-way locations. A companion 
cooling unit made by American-Standard can 
be added on any time. Three sizes: 93,900, 
105,000 and 115,000 Btu capacity at bonnet. 


Model 1300. This compact, 
low-boy basement winter air 
conditioner, with optional 
jacket extension, is gaining 
more and more popularity 
among owners and builders 
of small homes. Each of the 
three sizes — 78,000, 93,900 
and 112,900 Btu capacity at 
bonnet — permits easy addi- 
tion of an American- 
Standard summer cooling 
unit. 


Model 1310. Winter Air 
Conditioner for basement 
installation, has the trim ap- 
pearance and compactness 
home owners want. Three 
sizes—130,000, 159,400 and 
196,500 Btu capacity at 
bonnet—each complete with 
automatic controls. An 
American-Standard cooling 
unit can be added at any 
time for complete year 
‘round air conditioning. 





Model B-1100. Winter Air Conditioners (not illustrated) are available in four sizes—235,000, 
282,000, 335,000 and 388,000 Btu capacity at bonnet. Complete with automatic controls, they're 
de luxe through and through, an excellent choice for medium size and large homes. 


For Full Details See Your American-Standard Warm Air Heating and Air Conditioning Distributor 


Aminican- Standard 


EVERYTHING for 
air conditioned comfort 


= 
AIM HEATING 


a0 BEN 
. 'o \ 


American-Standard 


AIR CONDITIONING DIVISION 


ELYRIA, OHIO 
American Radiator & Standard Sanitary Corporation 


Warm Air Heating 
Summer Cooling 
Year’round Units 
Electrostatic Air Filters 


AiR COOLING 








AIR CONDITIONING 
DIVISION 











Switch to - - 





COMPLETE LINE 


—size ranges from 75,000 to 180,000 
B.T.U. output at bonnet. 


COMPLETE PACKAGE UNITS 


—factory assembled and tested— 
ready to install. 


10 YEAR WARRANTY 


—on both the combustion chamber 
and heat exchanger. 


MAXIMUM HEAT TRANSFER 
—assured by high efficiency 12 


gauge steel heat exchanger. 


FULLY U/L APPROVED 


—and acceptable by both F.H.A. and 
V.A, 


COMPETITIVELY PRICED 


—every unit priced to meet today's 
competitive market. 





Exclusive distributor and dealer franchises 
are available in certain desirable areas. 
Inquiries are invited. 











WRITE FOR FULL INFORMATION 


LINCOLN FURNACE Co., Ine. 


MANUFACTURERS OF GAS & OIL FURNACES AIR CONDITIONERS 


232 Goffle Road © Hawthorne, N. J. 
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Industry Grouyas 


Activities of local and national in- 
dustry associations are reported month- 
ly in this department. Secretaries are 
invited to send reports of their Group's 


activities to the editor by the Sth. 


Connecticut Oil Management 
Institute set for Sept. 27 


A THREE DAY Oil Management Insti- 


tute will be held at the University of | 


Connecticut, Storrs, Conn., Sept. 27, 
28 and 29. The sponsor is the Con- 
necticut Petroleum Association, New 
Britain. 

Fred Meeder, Richfield Oil Co., and 
Martin Hine, Pennsylvania Oil Job- 


| bers Association, will start the confer- 
| ence with a joint presentation, “What 
the Supplier expects of the Jobber— 
'and What the Jobber expects of the 


Supplier.” 
Wednesday’s session will include 


Bulkplant Operations, sales promotion | 


methods for increasing retail business, 
getting more efficiency and business 








out of your telephone, and getting | 


more out of advertising dollars. 

Thursday’s sessions will be devoted 
largely to truck operations including 
preventative maintenance, truck sizes, 
incentive plans and safety training. 
There will also be a discussion of em- 
ployers’ rights under labor laws and 
insurance coverage and costs for your 
business. 

Members of the University staff 
along with industry leaders will cover 
the topics. Sixty dollars per participant 
covers all expenses (lodging, food, 
gratuities and supplies). Registration 
will be limited to 60. 


OHI of Oregon organizes new 


Idaho, Nevada OHI Chapters 


TWO NEW CHAPTERS of the Distribu- 
tion Division, Oil-Heat Institute of 
America, New York 36, N. Y., have 
been organized with the help of the 
OHI of Oregon, according to Charles 


| Burkhardt, national secretary of the 
| Division. 


Following a series of meetings con- 
ducted by Dale Josephson, executive 


_ secretary of the Oregon OHI, fueloil 


September 
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PERIMETER 
HEATING 
MADE EASY... 


With DUC-PAC, it’s a snap to in 
| stall modern, customer-pleasing peri- 


meter heating. Neat appearing 5” x 
344,” duct provides large capacity. 
DUC-PAC’s famous unassembled 


| “press-together”’ fittmgs, speedy drive 
cleat and S-lock fitting-to-fitting con- 7 


nections mean faster installations at 
lower cost. 





Neatly boxed Duc-Pac unas 
sembled fittings are quickly, 
easily loaded and unloaded 
. . can’t become battered 
on the way to the job. 


For complete Information a 
_ DUC-PAC perimeter and conven 


DIVISION OF SWETT BROS. 


78 ISLAND POND ROAD 
SPRINGFIELD © MASSACHUSET'S 
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PROFIT PLAN THAT MAKES CUSTOMERS 
© \1T’s ALMOST UNBELIEVABLE! 
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g Con- 
ons at , 
Incidentally, the biggest 
help to us has been that 
in hundreds of spray jobs 
so far, every single cus- 
tomer has been happy with 
the results. We have you 
to thank for this along 
with all the cooperation 
you have given us since we 
took your product. 


BoyLe BROTHERS, 
Philadelphia, Pa. 
(en a ne a 


Our gross income for the 
months of May and June 
fom FERTILENE was 
$2,825.50. Our advertising 
consisted mainly of direct 
mail and house-to-house 
canvassing, as well as 
newspaper advertising. 
le Gustason’s Oi Co., 
St. Paul, Minn. 


rrr ee 
We have made a fot of 
new friends in Eau Claire, 
and it has helped me pick 
up new fuel oil accounts 





1c unas for the coming year. 

vickly, WILLIAM Larson, 
leaded Eau Claire, Wisc. 
pattered 


READ WHAT FUEL OIL DEALERS WRITE ABOUT FERTILENE 


All in all, we feel that 
FERTILENE is an excel- 
lent product, and we feel 
confident we can triple our 
business next year. 
LaKEWoop O1L COMPANY, 
Lakewood, N. Jd. 


I just wanted to take this 
opportunity to thank you 
for the cooperation that 
you have given to me in 
helping to sell FERTI- 
LENE. 

THe Cuas. R. Brome 

& Son Om & Gas Co., 

Suffield, Conn. 


This summer we are oper- 
ating one truck and keep- 
ing it busy. Next year, I 
feel we will need three. 
I’m fully convinced that 
we are on the threshold of 
a new profitable business, 
and am convinced that 
with FERTILENE, we 
chose a product with the 
greatest public acceptance. 


BERKLEY O1L CoMPANY, 
Berkley, Mich. 


which is under the direction 
of the Department of Interior, 
is using FERTILENE Liquid 
Fertilizer on the 250,000 





GUARAN TEE al | square feet of lawn on Bed- 
’. loe’s Island, the home of the 
: , Bye | ADVERTISED IN STATUE OF LIBERTY. This is 


~~ 








the same product made avail- 
able to the home owners 
through his FERTILENE FUEL 
OlL DEALER. 
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NESTOR 110" ot MORTH FAIRVIEW AVE. 
SAINT PAUL 4, MINNESOTA |. 
July 11, 1955 Fert), 
Fertilene Corporation of America, on, ttene Cor ; 
Mr. Frank, President Wt Central Park yAmerica, April 23, 1955 
Gentlemen: Ppog York City est, a 
We are happy to inform you that we are well sat- €ntlemen ; 













isfied with the results of the treatment of our cus- 
tomers’ lawns with Fertilene. 

We went into this new type of business with some 
misgivings, but from the reports of the folks 
whose lawns we have treated we now know that 
we need have no fear of damaging our fuel oil 
business by this addition to the services we offer. 
We anticipate continuing the handling of Fer- 
tilene, and we are looking forward to an increased 
acceptance of it by our customers. Recent in- 
quiries have led us to believe this will be true. 
We are looking forward to your increased na- 
tional advertising and further helps to your 
dealers. We feel sure these will aid us all. _ 
Looking forward to our advancing with you in 
this field, we are 
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Very truly yours, 
ROYAL OIL COMPANY 


By 





ery truly 
SOUTHWr, yours, 
Ww Wilb ST ICE & ryy 
me’ ur Kooienga, © FUEL co,, 
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" NOW IS THE TIME TO GET SET FOR BIG PROFITS IN 1956 


Spring 1956. 


Obligation... 












: If you have not yet gone into the 
9 spraying of liquid fertilizer, now is 
the time to set yourself up for the big 
money than can be made come early 


let us send you all the details — tell 
you how you can make up to $400 a 
Week per truck... . You are under no 








FERTILENE Corp. of America 
Fuel Oil Division 
251 Central Park West * New York City 


Gentlemen: I’m interested. Send me full particulars. 


COUPON 







FIRM .. 
NOW ADDRESS 
CITY... ; STATE . 
You! Se: TITLE 
Mighty Glad a vininaner. sal 


You Did! 
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Mt. Hawley G-8 
Oil Burner 


You'll land more big-profit com- 
mercial jobs when you can talk about 
the owner-appeal values of the two 
biggest Mt. Hawley Oil Burners... 
and at a price up to 20% lower than 
competitive models of similar capac- 
ity. And you can handle any job from 
5 gph. to 20 gph. with the Mt. Haw- 
ley G-6B or G-8. 


SELL BY POINTING OUT: 


rugged Marathon motor (2 h.p. on 
G-8) 
big capacity Sundstrand pump 


efficient, safe dual nozzle and ignition 
system 

whisper-quiet operation through 
close-tolerance machining of all 
parts 

sturdy cast aluminum housing 


eee 
o — Get combustion 
\ We chamber layouts for 
- the asking. Send ratings and 
dimensions of boiler to be used. 


MT. HAWLEY MFG. CO, PEORIA, ILLINOIS 


FREE! 


MT. HAWLEY MFG. CO. 

Dept. F-9, Routes 88 and 174, Peoria, Ill. 
| want to know all about your G-6B and 

G-8 oil burners. Rush facts at no obligation. 





Firm 





Address 
City. 
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. Industry Groups 





Joseph Maffi, president of the newly- 
organized Oil Heat Institute of North- 
ern Nevada, completes an application 
for chapter charter in OHI of Amer- 
ica’s Distribution Division. Seated, 
left, is Bert Caton, treasurer of the 
group and, right, Dale Josephson, ex- 
ecutive secretary of the OHI of Oregon 
who helped organize the association. 
Looking on are Ed A. Miranda, secre- 
tary and George Basta, vice-president. 


distributors in the Reno area of Ne- 
vada, which will comprise the nucleus 


'of the new chapter, elected Joseph 


Mafh, Lyons and Mafh, Signal Oil Dis- 
tributor, as president. George Basta, 
National Coal Co., was named vice 
president; Ed A. Miranda, Union Ice 
Co. of Nevada, Inc., secretary; and 


| Bert Caton, Reno Press Brick Co., 


treasurer. Official name of the new 
unit is the OHI of Northern Nevada. 
Other areas of Nevada will be in- 
cluded as the association’s program 
develops. 

Last May, the Oil Heat Institute of 
Scuthern Idaho was organized when 
Josephson and Charles R. Holloway, 
Jr., former president of the Oregon 


| OHI, went to Boise, to assist distribu- 


tors in organizing a chapter for the 


| Southern Idaho-Eastern Oregon mar- 


ket. 


Both organizations will sponsor sales 


| promotion and advertising programs, 
| and it is anticipated that they will have 
| representation on the OHI Northwest 





Regional Advisory Committee, the 
controlling body responsible for plan- 
ning and guidance of the Oil Heat 
Public Relations and Advertising pro- 
grams in the Northwest. 


NHAW Region 4 meeting 
defines 10 Trading Areas 


AMONG THE high points of the recent 
Region 4 meeting (Michigan-Ohio) 





of the National Heating & Aircondi- 
tioning Wholesalers at Toledo, Ohio 
was the defining of ten Trading areas 
for the two state region, and the elec. 
tion of a Trustee Advisor for each 
Trading area. 


It was established that there was no 
real need for arriving at specific 
boundary lines for each local group, 
since there would be considerable over- 
lapping of some of the Trading areas, 


Other results of the meeting includ- 
ed the election of Harold Squire, presi- 
dent, Squire Heating Supply Co., Co. 
lumbus, O., as trustee for Region 4, 
and the endorsement, by unanimous 
acclamation, of the proposal to estab- 
lish through the group’s headquarters 
a testing program for the selection of 
qualified heating and airconditioning 
salesmen. 

Named as Trustee Advisors, with 
their trading areas, are the following: 
Ohio—Bill Fox, Heating Trades Sup- 
plies, Inc., (Toledo - Lima - Tiffin): 
Chester Raynak, Barry Furnace © 
Supply Co., (Cincinnati-Hamilton); 
Robert Woodward, Palmer-Donavin 
Mfg. Co., (Columbus-Zanesville) ; R. 
P. May, Youngstown Furnace Co., 
(Youngstown - East Liverpool - Niles- 
Warren); Mike Gibbons, The M. J. 
Gibbons Supply Co., (Dayton-Spring: 
field) ; Amil Oeffinger, Irwin Steel Co., 
(Canton - Akron - Alliance - Many 
field); J. J. Klein, Kinsner Supply Co. 
(Cleveland-Lorain). In Michigan — 
Gordon J. Andrews, W. T. Andrews 
Co., (Detroit); George L. Smith, Tr’ 
angle Supply Co., (Northern Mich: 
igan) ; Robert A. Friestad, Grand Fur 
nace Co., (Western Michigan). 


New England OHI sponsors 


eleventh service School 


SPONSORED by the Oil Heat Institute 
of New England and local oil heat 
industry committees, the Eleventh Ar 
nual Oil Heat Service School will open 
this year in Salem, Mass., on Septem 
ber 12. 

Pointing out that “We feel that the 
presentation of this School is a serv 
ice not only to the industry, but t 
the consumer,” Ivan C. Sutherland, 
director of the group’s Department 0 
Education, adds that “We feel we 4” 
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“f I were designing an oil burner... 
nothing but WEBSTER fuel-units 
and transformers would be 


_ bb] 
con sider e said Paul A. Talbot, owner, Dual Burner Service, Seattle, Washington 


“In over 26 years in the heating business, both as a serviceman and an owner, I’ve 
found that WEBSTER equipment has always been engineered to meet changing condi- 
tions and to provide the utmost in reliable, trouble-free operation. 


“All of our 11 oil burner and installation servicemen tell the same story—easy 
installation, easy servicing, and no complaints with WEBSTER equipment. Therefore, 
we specify WEBSTER fuel-units and transformers on all new burners we install, and we 
use them for all replacements. 


“We particularly like the adaptability of WEBSTER fuel-units and transformers. For 
example, we find that with one or two styles of transformers, with terminals in the end 
and in the base, we are able to meet practically any requirements for a replacement 
installation. This enables us to keep our inventory down.” 


; Write today for WEBSTER 
You too can eliminate troublesome “bounce calls,” save Bulletin E2A2 which includes 
installation time and reduce inventory by specifying complete replacement data 
WEBSTER equipment to the manufacturer for new instal- on nearly every fuel-unit 
lations and by using it for all replacements. and transformer made in 
the last 12 years 
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HEAT RECLAIMER 
DOES THE 
JOB! 














Here’s a heat exchanger more and more 
fuel men are endorsing and installing 


for their customers. Fuel men like the 
Ro-An Heat Reclaimer because they 
know it always works at full efficiency 
and has an absolute minimum of service 
problems. 


NO SOOT OR DRAFT INTERFERENCE 
The Ro-An is guaranteed never to collect 
soot or change the draft. This is accom- 
plished by an exclusive automatic De- 
Sooter* that keeps the tubes free of soot 
summer and winter—ASSURING PEAK 
EFFICIENCY AT ALL TIMES. 


EXTRA HEAT FOR EXTRA ROOMS 
It pays to show your customers how to 
increase the efficiency of their heating 
systems. The Ro-An Heat Reclaimer 
pulls back all waste heat that now goes 
up the chimney. A perfect tool to heat 
basements, attics or extra rooms. 

‘The Ro-An is a necessity for boilers that 
have become overloaded. 

PROFIT TWO WAYS WITH RO-AN 
Home owners are fast realizing the need 
for heat exchangers. Be sure your cus- 
tomer gets the right one. 

Install the Ro-An Heat Reclaimer. You 
will profit twice—at the installation and 
all during the year because of the mini- 
mum attention needed to fulfill the 
service contract. 


FoAn *Pat. Pending 


RO-AN MFG. CO. 


2786 Merrick Road 
Bellmore, N. Y. 
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. . « Industry Groups 


instruct, keep up-to-date and upgrade 
the men who attend this school tend- 
ing to give better service and installa- 
tion as well as to better meet competi- 
tion.” 

Utilizing three separate groups, this 
year’s program will be made up of 
subjects requested by the students in 
last year’s school, namely, servicing of 
Mercoid, General Perfex, Penn, G. E. 
controls; servicing and installing Shell- 
head burners; trouble shooting wet 
heat equipment, including accessories; 
servicing wall flame and rotary burn- 
ers and servicing General Electric 
heating equipment. Lectures on the 
above subjects will be made by repre- 
sentatives from the plants of the vari- 


| ous companies. 





Operating ten nights in each of the 
locations, the first group at Salem will 
meet at the Young Men’s Catholic 
Temperance Hall, 10 Boston St.; 
Keene, Fire Department Headquar- 
ters, Central Fire Station, Vernon 
St.; Concord, N. H., Central Fire 
Station, 44 Warren St.; Waterville, 
Me., Central Fire Station, 5 College 
Ave.; and Dover, N. H., Municipal 
Court Room, City Hall. 

Schedule for the three groups is as 


| follows: 


First Group (starting September 
12): Salem on Mondays; Keene, 
N. H., Tuesdays; Concord, N. H., 
Wednesdays; Waterville, Me., Thurs- 
days; and Dover, N. H., Fridays. 

Second Group: Providence, R. I, 


| starts January 9; Hyannis, Mass., 


January 10; Brockton, Mass., Janu- 
ary 11; Malden, Mass., January 12; 
and Framingham, Mass., January 13. 
Third Group: Pittsfield, Mass., 
starts March 26; New Britain, Conn., 
March 27; Hartford, Conn., March 
28; New Haven, Conn., March 29; 
and Bridgeport, Conn., March 30. 


Robert B. Anderson addresses 
Desk and Derrick Convention 


MAJOR SPEAKER at the Association of 
Desk and Derrick Club of North 
America’s annual convention at the 
Hotel Commodore, New York, N. Y., 
on September 3, was Robert B. Ander- 
son, former secretary of the Navy 
and deputy secretary of Defense. 
With more than a thousand women 





in attendance, the two day conven- 
tion also heard Mrs. Sybil Sureck, vice 
president and secretary of the Union 
Oil Co. of Oklahoma, Oklahoma City; 
Admiral H. B. Miller, executive di- 
rector of the Oil Industry Informa- 
tion Committee, N. Y., delivering the 
welcome on behalf of the oil industry; 
and Mrs. Irene Stimson Cox, of San 
Antonio, Texas, immediate past presi- 
dent of the ADDC, who made the 
keynote speech. 

In addition, Mrs. Helen Valentine, 
editor-in-chief of Charm magazine, 
spoke at the Friday luncheon meeting 
which was followed by a fashion show, 
Main speaker at the Saturday, Sep- 
tember 3 meeting was David A. Shep- 
ard of New York, a director of the 
Standard Oil Co. (N. J.). 


Indiana Contractors attend 
Lake County district Meeting 


THREE MAJOR speakers were the fea’ 
ture of the recent Lake County dis- 
trict meeting of the Sheet Metal and 
Warm Air Heating Contractor’s Ay 
sociation of Indiana, held at the Hotel 
Gary, Gary, Indiana. 

William E. Garber, Jr., past presi- 
dent, Building Congress of Indiana 
and chairman of the State Association 
Legislative Committee, gave a short 
outline of work done by the group in 
securing equality of taxation through 
the correction of the State’s Gross In’ 
come Tax law. Explaining the various 
provisions of the new law, Garber also 
reviewed a new simplified method of 
pricing and preparing returns. 

An extemporaneous talk on profes 
sional responsibility was given by J. D. 
Wilder, executive secretary of the 
Sheet Metal Contractors’ national Ay 
sociation, who felt this responsibility 
could only be maximized through 
greater education of the industry. 

“Time-Payment Selling of Heating 
and Airconditioning Installation” was 
explained by John DiMatteo, Chicago 
manager, First Bancredit Corp. Dr 
Matteo pointed out to the group that 
one of the major factors in the pros 
perity of the nation lay in the utiliza’ 
tion of extended payment plans. 

Woodruff Goodyear, president of 
the Lake County Association, gavé 
the welcoming talk, and Don Mc’ 
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_...» Industry Groups 


Closky, state first vice president intro- 
duced the speakers. Entertainment 
which included The Dunesmen Quar- 
tet, was under the direction of Ben 
Flock. 

The fall district meeting of the group 
has been scheduled for Friday, Sep- 
tember 30, 1955 at the Hotel Roberts, 
Muacie, Ind. 

The 38th Annual Convention for 
the Contractors will be held February 
2-3, at the Hotel Severin, Indianapolis, 
Ind., and is under the direction of 
Chris Sorensen, chairman, and Charles 
H. Buck and Harold D. Boyd. 


IBR holds annual short Course 
at the University of Illinois 


CHIEF INTEREST at the recent Ninth 
Annual Short Course held by the In- 
stitute of Boiler and Radiator Manu- 
facturers at the University of Illinois 
centered around the design and in- 
stallation of chilled water cooling. 


The 80-man student body, made up 
of engineers, installers and wholesalers 
from 13 states, reported an increasing 
demand for chilled water cooling sys- 
tems in their respective areas, and 
along this line salesmanship and im- 
proved methods of selling both hot 
water heating and cooling were dra- 
matized during the sessions by a par- 
ticipation skit called “On the Spot.” 

Other topics discussed included de- 
sign of a year-round liquid heating- 
cooling system for a motel and ad- 
vanced procedures for reducing sizes 
of equipment and amounts of mate- 
rials needed for installations. 


Following the conclusion of the skit, 
a critique was held in which members 
of the class pointed out weaknesses 
in the demonstrations, and suggested 
improved selling methods. 


National Petroleum Council 


Meeting called for Oct. 8 


WALTER S. HALLANAN, chairman of 
the National Petroleum Council, has 
called a meeting of the group on Oc- 
tober 20 in Washington, D. C. 


At that time reports from the com- 
mittees on tank truck transportation 
4nd on oil and gas industries man- 
Power will be made. 


oilheat, 


ASME to sponsor Power Show 
in Chicago during the Fall 


AS PART of its Diamond Jubilee annual 
meeting, the American Society of Me- 
chanical Engineers is sponsoring an 
Exposition of Power and Mechanical 
Engineering to be held in Chicago on 
November 14 to 18. 


Covering every phase of power gen- 
eration and industrial use, exhibits for 
which space already has been allotted 
cover such widely assorted equipment 
as electric motors, oil purifiers, vibra- 





tion control systems, electrical testing | 
instruments and instruments for auto- | 


matic control, etc. 


For the power plant itself, there are 
exhibits of package boilers, dust col- 
lectors, insulation, refractories, feed 
water heaters and regulators, pumps, 
liquid level controls, condenser tubes 
and water treatment. Also included 
will be recent developments in heat 
exchangers and steam separators as 
well as a variety of valves and fittings, 
flexible couplings, piping and pipe 
hangers. 

In addition, a special section will be 
devoted to the utilization of Atomic 
energy. 


Under the management of the Inter- 
national Exposition Company, E. K. 


due to the increased demand for space, 
it appears that facilities in the new 
area of the Chicago Coliseum may be 
required to meet the demand. 


Maryland OHA holds Outing, 


changes meeting Schedule 


THE FIFTH ANNUAL OUTING of the Oil 
Heat Association of Maryland was 
held August 2 at the Country Club of 
Maryland, Baltimore, with around 200 
members in attendance. 


It was announced that to avoid con- 
flict with the various holiday seasons 
of the year, the board has decided that 
the regular open luncheon meetings 
beginning in September would be held 
on the second Tuesday of each month, 
rather than the third. 

The board also approved the rental 
of a booth at the National Home Week 
Exposition in Baltimore, September 
18-25 to explain to homeowners the 
advantages of oilheating. 
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SAVE TIME 
ON THE JOB 


SAVE FUEL 
| @) am £010): 


CUSTOMERS 


Jnsall 


NU STANDARD KOLBKAST 
COMBUSTION CHAMBERS 





Here's why you'll save time on the job, 
fuel for your customers when you install 
NU STANDARD Kolbkast Combustion 
Chambers: 


@ there are only six pieces to assemble 
@ tongue and groove construction fits 
together quickly, snugly 


E Sn | the as- 
Stevens is the exposition manager, and | © geivenized stee! bands draw the 


sembly tight——prevent gas loss and im- 
prove combustion efficiency 

@ the base, recessed /4”, provides an oir 
space that gives better insulation to 
the floor 

e@ millions of cir cells in the structure 
of the chamber itself retard the trans- 
fer of heat through chamber walls 

e insulating properties are equal to in- 
sulating brick 


The NU STANDARD can be used with 
high or low pressure burners and it is 
available in five sizes to meet all your 


| requirements. Shipped complete with 


steelbands and scientifically packed 
to prevent breakage. Shipping weights 
are low. 
Get full details today 
on these low cost chambers. 


KOLB REFRACTORIES CO. 


MEADOW & JACKSON STREETS 
PHILA. 48, PA. 


KOLBKAST 
INSULATED 





CHAMBERS 
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NEW G-E STACK SWITCH INSTALLS EASILY with the adapta- 
ble stack-mounting flange provided. No adjustment or 
leveling is necessary. Safe, automatic recycling after tem- 
porary flame failure eliminates nuisance lockouts, saves 
time on callbacks. 


Save Time on Callbacks, Specify 


EASY INSTALLATION of the new G-E oil burner controls 
keeps on-the-job time at a minimum; man-hours saved 
mean profit to you. The new G-E controls are designed to 
interchange easily with all other makes of controls—makes 
conversion a simple operation. Each control has ample 
wiring space and clearly indicated wiring connections. All 
controls are shipped to you ready-to-mount in any posi- 
tion. No leveling is necessary. 


EASY SERVICING of the new G-E oil burner controls is 
another important benefit. Fewer moving parts in these 
simply designed controls mean less possibility for trouble. 
All moving parts are totally enclosed to reduce dust 
accumulation, easily removable covers provide complete 
accessibility. 


DEPENDABLE PERFORMANCE of G.E.’s complete line of oil 
burner controls lets you give your customers the depend- 
able service they demand. Designed for top performance 
by leading engineers, G-E controls combine simple, 
attractive design with sturdy construction. Priced com- 
petitively, the new G-E stack switch, room thermostat, 


and fan and limit control will take care of every normal ail 
burner installation. The flame detector, master control, 
temperature limit control, water immersion temperatut 
control and steam pressure control round out the superior 
line that performs all oil burner control duties. 


IMPORTANT EXTRAS offered by G.E. are extremely benef 
cial to you. The G-E Exchange Plan enables the dealer to 
exchange an inoperative heating control of any make for 
a factory reconditioned G-E control of similar function 
In addition, the finest pocket-size service manual in the 
industry is available through G-E control servicing distrib: 
utors. A network of G-E heating control servicing distrib: 
utors are franchised across the nation, with more being 
constantly added, to help you give your customers the 
finest service possible. Write for bulletin GEC-1030, Section 
740-55, General Electric Company, Schenectady 5, N. Y. 


WATCH FOR THE G-E SERVICE SCHOOL SPONSORED 8! 
YOUR G-E HEATING CONTROL SERVICING DISTRIBUTOR 








fe) x 





early marked terminal board are provided 
bn the new stack-mounted G-E Master Con- 
fol. A rubber-grommeted opening at the top 
its entry of the thermostat wires and two 
onduit openings at the bottom are provided 
or the line voltage cables. A nickle-plated 
diation shield protects the control from the 
ack heat. 














madi | ATTEND THE G-E SERVICE SCHOOL 

2 The G-E service school is a popular take-apart product 

uperior liscussion of the entire line of G-E heating controls—in- 
‘luding a 20-minute sound moving picture trip through 

me he G-E control factory. This demonstration puts a com- 

sales to jlete set of G-E heating controls in front of each dealer to 

ve fot “sure thorough familiarization. A general question and 

nction. “iswer period after each school assures that all questions 

in the & answered satisfactorily by a G-E application sales en- 

distrib: Peer. Watch for announcement at your G-E heating 

distrib- #™trol Servicing Distributor. 

e being 

ers the 

Section 

N.Y. 
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NTY OF WIRING SPACE and a convenient, 


PRESET AT FACTORY, thermal timer on new 
G-E stack switch is independent of flame de- 
tector action—never needs adjusting on-the- 
job. Timer is not affected by ambient temper- 
ature variations outside the control. A timed 
scavenging period purges the combustion 
chamber of gases and fumes after each shut 
down. Permanently fixed timing is provided 
by the ignition and lockout timers. 


the New G-E Oil Burner Controls 








UNIT TYPE ASSEMBLY ‘iicludes new 
combination transformer relay. Since 
all adjustments are factory sealed, 
the possibility of trouble is decreased. 
Simplified construction and reduced 
number of parts means less Weight 
and decreased strain on stack. No 
lubrication of parts is required. A 
snap-on cover is easily removed. 





Progress /s Our Most /mportant Product 


GENERAL @@ ELECTRIC 





















































To get 160% 


efficiency, 
baseboard diffusers 
must cover 


AT LEAST 


OF OUTSIDE 
WALLS! 


Thermo-Base pioneered the develop- 
ment of baseboard diffusers and has 
always made units of 8, 5, and 3 
foot lengths to insure proper widths 
for any installation. 


It is impossible to get enough air 
into a room through small base- 
boards or floor or wall registers 
without causing uncomfortable drafts. 
Thermo-Base, and only Thermo-Base, 
takes the forced air “feel” out of the 
forced air system! 


It is flattering to us that many have 
tried to copy Thermo-Base. But it 
could be harmful to the reputation 
of dealers and builders to get a 
poor substitute instead of genuine 
Thermo-Base. 


Are you taking advantage of 
the extra sales value offered 
only by genuine Thermo-Base? 





Write TODAY for this new 
FREE SALES CATALOG 


We'd like to show you more im- 
portant reasons why there is no 
economical substitute for genuine 
Thermo-Base. Send today for this 
new FREE Catalog that contains a 
revolutionary new method for figur- 
ing installations. It is extremely 
simplified and completely safe for 
figuring heating in residential jobs. 


GERWIN INDUSTRIES, Inc. 
Dept. 5 
Michigan City, Indiaria 
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North Carolina group Polls 
Members on fueloil Problems 


THE FUELOIL COMMITTEE of the North 
Carolina Jobbers Association, under 
the direction of Herb F. Dumaresgq, 


recently polled its members. 


Results of the survey showed that 
in the North Carolina area supplier- 
jobber relations, on the whole, had im- 
proved substantially over the past 
year, with the suppliers providing a 
better margin in addition to helping 
the dealer more extensively. In addi- 
tion, the tabulation showed that the 
majority of distributors felt that their 
product had been improved, although 
a majority also agreed that competi- 
tion from new operations was on the 
up-swing. 

The specific question “Have you 


| had more tank trouble this year than 


last?”’ revealed that 29% of those re- 
porting had more trouble, 68.4°% had 
less, and 2.6% were undecided. An- 
other question asked “Do you offer 
burner service,” and if so was it a help 
in holding customers? 22.4% of the 
group does offer burner service, and 
were unanimous in stating that it did 
help to hold customers, 77.6% did not 
offer service. 

Concerning extra charges for small 
deliveries, 71.1% of the distributors 
added some charge, 26.3'% did not 
charge additionally, while 2.6% were 


undecided. Of the group that did 


place an extra charge, the following 
statistics are of interest: 33.8% charge 
1-cent above tank wagon for less than 
100 gals.; 18.5% charge 1-cent above 
tank wagon for less than 75 gals.; 
16.9% charge 1-cent above tank wag- 
on for less than 50 gals., while 30.8% 
charge 2-cents above tank wagon for 
less than 50 gallons. 

Another questionnaire dealt with 


| the fueloil distributors interested in 
_the curing of tobacco supporting an 


advertising program on this subject. 


|The analysis showed overwhelming 
support for the advertising program. 


An analysis of the returns, as a mat- 
ter of fact, led to the recommenda- 
tion that a committee be appointed to 


| look into state-wide advertising. Media 


most favored by the group included 
television and newspapers, with the 


| weekly-type program receiving the 
| most support. 





Dealer Aids now available 
from Humidifier Association 


THE HUMIDIFIER ASSOCIATION, Cleve- 
land, Ohio, recently announced the 
development of three dealer aids to 
help the distributor increase his mar- 
ket for humidifiers. 


Two advertising mats, and an in- 
formation bulletin make up the series, 
along with a set of instructions con- 
cerning mailing procedures. 


The bulletin discusses the various 
benefits to be gained from home hu 
midifying, while the advertising mats 
provide similar information. Mat 
sizes are four column inches by one 
column wide and three column inches 
be two columns wide. 

Without charge, the dealer aids are 
available from the Association’s head- 


quarters at 2300 Payne Ave., Cleve- 
land 14, Ohio. 


Connecticut Petroleum Group 


holds Clambake, golf Outing 


THE EDGEWOOD Country Club, Crom- 
well, Conn., was the scene of the 
Connecticut Petroleum Association’s 
annual clambake and golf outing on 
August 18. The golfing section of the 
outing was under the direction of Ted 
Torrant, while the special events com: 
mittee was made up of W. D. Roth, 
chairman; Franklin L. Kundahl, Irvin 
A. Shiner, Joseph Singer and Harry 
Goldfarb. 


ACRI Exposition to be 
largest ever staged 


PLANNED to he the largest ever held, 
the Air Conditioning and Refrigera’ 
tion Institute’s ninth annual exposi’ 
tion will take place in the Auditorium, 
Atlantic City, N. J., from Novem 
ber 28 through December 1. 

Prior to public announcement, sales 
of exhibit space became so heavy, that 
plans for the show had to be revised. 
At present, more than 200 companies 
already have contracted for exhibit 
space, and indications are that the ex’ 
position will be one third larger than 
the last previous show in Cleveland 
in 1953. 

Five national groups have planned 
to hold their conventions concurrently 
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.... Industry Groups 


with the show. These include the Re- 
frigeration Service Engineers Society, 
Air Conditioning and Refrigeration 
Wholesalers, National Commercial 
Refrigeration Sales Assn., American 
Society of Refrigerating Engineers, 
and Refrigeration and Air Condition- 
ing Contractors Assn. 

Chairman of the exposition com- 
mittee is F. G. Coggin, assistant gen- 
eral sales manager, Detroit Controls 
Co., Detroit. ® 


Heating, Piping Group reveals 
Change in organization Name 


THE SIXTY-SIX YEAR OLD Heating, Pip- 
ing and Air Conditioning Contractors 
National Association has changed its 
name to the Mechanical Contractors 
Association of America. 


Named as new president of MCA 
was Edward Jungbert, Louisville, Ky., 
while George Hall, president of Hy- 
land, Hall and Co., Inc., Madison, 
Wis., was elected vice president. Mov- 
ing into Hall’s previous position as 
treasurer is Joseph H. Spitzley, R. L. 
Spitzley Heating Co., Detroit, Mich. 


Four new Members elected 


to API Board of Directors 


RECENTLY four new members were 
elected to the Board of Directors of 
the American Petroleum Institute, 
New York, to fill existing vacancies. 

E. H. McCollough, Amerada Petro- 
leum Corp., Tulsa, succeeds E. A. 
Landreth, Fort Worth. Thomas E. 
Sunderland, Standard Oil Co. (Ind.), 
replaces A. W. Peake of the same 
company; J. E. Roth, Tide Water As- 
sociated Oil Co., Tulsa, succeeds E. H. 
Salrin, also of Tide Water. John F. 
Daley, Organic Chemical Dept., Du- 
Pont, will take the place of the late 
Ray E. Miller, DuPont. 


Northwest Association issues 
Chart outlining Organization 


A CHART, designed to show the organ- 
ization’s place in petroleum industry 
Picture, has been issued by the North- 
west Petroleum Association, Minne- 
apolis, Minn., and is aimed at increas- 


eloil 


ing the group’s membership. 
Listing the advantages of belonging 
to the Association, the chart includes 


testimonials from various members 
concerning the value they have re- 
ceived from membership in the group, 
along with the unit’s activities in the 


petroleum field. 


New Jersey fueloil Group 
holds annual Outing at Deal 


THE DEAL Golf and Country Club, 





Deal, N. J., was chosen this year for | 
the fifth annual outing of the Fuel | 


Oil Distributors Association of New 
Jersey on July 28. 

Following a steak dinner, both doer 
and golf prizes were awarded. Com- 
mittee for the euting included Willard 
Hagerman, Donald Lawes and Robert 
Hamilton. 


Heating Engineers have 3-Day 
Conference in San Francisco 


TECHNICAL SESSIONS highlighted the | 


semi-annual meeting of the American 
Society of Heating and Air-Condition- 


ing Engineers, New York, in San | 


Francisco, June 27-29. 

John E. Haines, president, opened 
the conference at which 10 technical 
papers were presented. A panel of 
heating and airconditioning engineers 
conducted a symposium on the evap- 
orative cooling method of aircondi- 
tioning. 

More than 800 engineers attended 
the meeting. Committees met the pre- 
vious weekend to conduct the business 
of the organization. 


NPA annual Meeting scheduled 
for Atlantic City, Sept. 14-16 


THE HOTEL TRAYMORE, Atlantic City, 
N. J., will be the site of the 53rd an- 
nual meeting of the National Petro- 
leum Association, Washington, D. C. 


Union County Group hears 
Matachinskas on Combustion 


HIGHLIGHT of the final regular meet- 
ing of the Union County (N. J.) Oil- 


| 
| 








RECTORSEAL No. 2 


Available in 
1 oz. TUBES 





Now you can get this famous thread- 
sealing compound in 142 oz. tubes 
with a nozzle tip. Each tube indi- 
vidually packed in a sturdy cylindri- 
cal screw top fibreboard carton—pro- 
tects tube against damage in truck or 
tool box. Just squeeze out the amount 
of Rectorseal #2 needed on your 
threaded connections and you have 
a leak-proof installation. No expen- 
sive call-backs, no disgruntled cus- 
tomers. 


Thin in the container, Rectorseal #2 
spreads smoothly over the threads 
without waste—in the joint it thick- 
ens to a plastic elasticity that posi- 
tively seals against leaks. 


There’s no finer 
or more depend- 
able seal for your 
heating _installa- 
tions than Rector- 
seal #2. It is 
also available in 
4 pt., % pt. and 
1 pt. brush-top 
cans. 


The new tubes 
are packed 72 per 
case. Order a 
case today from 
your jobber. 





If you haven't tried Rectorseal #2 
Write us for FREE SAMPLE— 
giving name of your dealer or jobber. 


RECTORSEAL, Dept. O 
2215 Commerce St., Houston 2, Texas 
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BURROUGHS SENSIMATIC accounting machine 
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DEGREE DAY RECORD 











# 
WHEREVER THERE’S BUSINESS THERE’S Burroughs 













POSTS ALL THIS fuel accounting 
data AUTOMATICALLY! 


A very special and specific need in fuel-business accounting 
is answered by -the Burroughs Sensimatic Accounting 
Machine. For example, both Degree-Day Delivery Rec- 
ords and Accounts Receivable are automatically posted in 
one operation by the versatile Sensimatic. Your operator 
touches the keys only once for each kind of entry (type of 
fuel, quantity delivered, invoice number and charge). The 
figures print automatically in the proper position on the 
Degree-Day Record, Customer Ledger, and Statement. 








Multiple charges may be posted in the same run, the Sensi- 
matic automatically extending and printing the balances— 
and in addition, accumulating them for proof of accuracy. 
The information from the Degree-Day Record and the 
Current Day Chart is indexed on the Sensimatic; the next 
delivery degree day is automatically computed and printed! 


Our representative will show you many variations of these 
systems to fit your particular needs. Whichever system 
you adopt, Sensimatic’s ease and speed of operation, ac- 
curacy and economy, will provide you with up-to-the 
minute records for profitmaking decisions! Phone our local 
office for a demonstration, or write direct to Burroughs 
Corporation, Detroit 32, Michigan. 


“Burroughs” and “Sensimatic” are trade-marks 
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Fast!... Safel... Automatiel... 


50% LESS INVENTORY 
é INSTALLED EASIER 
FILLS FASTER 
LOWER COST. 
FOOLPROOF 






















Patented in Canada — U.S. Patent Pending 





Model "A"'—(for threaded connections}—A one-piece Reducing & 
Bushing and Vent Signal combined. Each signal designed to fit 
two openings. Made of high grade grey-iron casting, rustproofed 











ing and attractively finished. Sizes for all requirements. Easy to install. 
ing 
ec- Model "C"'—(for non-threaded connections}—A leakproof Com- 
in pression fitting combined with a one-piece Reducing Bushing and 
es Vent Signal. Compression fitting consists of Nut, Oilproofed Rub- 
*he ber Gasket and dome-shaped Steel Washer. Made of high grade 
the grey iron casting, rustproofed and attractively finished. Sizes for 
nt. all requirements. Simple and easy to install . . . use only a wrench. 
Asi- 
= SAFE FUEL OIL LEVEL 
na PRE-SET PERMANENTLY AT FACTORY 
. MODELS FOR EVERY TANK — OLD OR NEW 
ese 
em "A" MODEL "C’ 
ac- ™ — i This device whistles while tank is being filled. © Two.4N-ONS 
he- FITTING When tank is full whistle automatically shuts off. FITTING 
cal It is — positively foolproof — unconditionally 
ghs guaranteed against defective workmanship and 
materials. 











A.B. CARLSON & COMPANY INC. 


349 WOODLAWN AVE. MANUFACTURERS OF THE POPULAR AURORA 6, ILL. 


ECHO—OIL BURNER ACCESSORIES 
Licensed for Manufacture Under Scully Patents Nos. 2, 143, 706 and Reissue No. 22,391. 
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CUTS COST IN 
DRILLING ANY 
MASONRY MATERIAL 


Choose from the only COMPLETE 
LINE. Cyclo-twist and Cyclo-Core 
for Rotary Drilling — Thunder-twist 
and Thunder-Core for Hammer Drill- 
ing. Drill ANY KIND OF MASONRY, 
soft, medium, hard or abrasive; 
ANY SIZE OF HOLE from 1%” to 
6”; ANY DEPTH OF HOLE UP TO 
36”; for ANY TYPE OF DRILL, Elec- 
tric Rotary Drill or Power Hammer. 
DO THE JOB QUICKER, EASIER AND 
MORE ECONOMICALLY. 


SEND TODAY FOR YOUR 
FREE ‘‘What and How" 
Manual of Masonry Drill- 
ing. Helps you to choose 
the right bit for every 
job. 


New England | 
CARBIDE TOOL co., INC. | 
60 Brookline Street, Cambridge 39, Mass. 

Please send me my FREE ‘‘What and How'' Manual. 
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Heat Association for the 1954-55 
heating season was a talk by Joe Mata- 
chinskas, General Electric Co., Bloom- 
field, N. J., on the fundamentals of 
combustion. 

Utilizing a series of slide films to 
illustrate his talk, Matachinskas also 
discussed the various aspects of oil vs. 
gas heating. Attendance numbered 
around 50 for the meeting which was 
under the direction of Robert M. 
Crane, the group’s president. 


>, 
%° 


Calendar of coming Events 


SEPTEMBER 


8- 9—Michigan Petroleum Assn,, (an- 
nual meeting), Pantlind Hotel, 
Grand Raipds, Mich. 
8—- 9—American Petroleum Institute, 
oc Meeting, Conrad Hilten 
Hotel, Chicage, Ill. 
12—Delaware Valley Oil Heat Assn., 
Buck Hotel, Feasterville, Pa. 
13—South Jersey Fuel Merchants 
Assn., Silver Lake Inn, Clemen- 
ton, N. J. 
14—Richmond Oil Heat Assn., Wil- 
liam Byrd Hotel, Richmond, Va. 
14-16—National Petroleum Association 
(53rd Annual Meeting), Tray- 
more, Hotel, Atlantic City, N. J. 
15—-Atlantic Heating & Cooling Assn., 
Penn-Atlantic Hotel, Atlantic 
City, N. J. 


15—16—Florida Petroleum Marketers Assn., 
Daytona Plaza, Daytona, Beach. 
17~-21—-American Institute of Wholesale 


Plumbing and Heating Supply 
Assns., (annual convention), 
Waldorf-Astoria, New York. 
19—Rockford Fuel Oil Dealers Assn.., 
Lafayette ‘Hotel, Rockford. Ill. 
19—Fuel Oil Dealers of B. C., Hotel 
Georgia, Vancouver, B. C. 
20—OHI of Greater Washington, 
D. C., Dupont Plaza Hotel, 
Washington. D. C. 

-American Petroleum _ Institute, 
(executive committee meeting), 
Greenbrier Hotel, White Sul- 
phur Springs, W. Va.. 

—Kentucky Petroleum Marketers 
Assn., Phoenix Hotel, Lexing- 
ton, Ky. 

—Mid-Continent Oil & Gas Assn. 
(La.-Ark. Division annual meet- 
ing), Roosevelt Hotel, New 
Orleans, La. 

—American Society of Mechanical 
Engineers, 10th Annual Pe- 
troleum Mechanical Engineer- 
ing Conference, Roosevelt 
Hotel, New Orleans, La. 

Independent Oil Compounders 
Assn. (Annual Meeting), Ho- 
tel Bismark, Chicago. III. 

27—Central Suffolk Fuel Oil Dealers 

Assn.; Peaks Tavern, St. James, 
i ae Be 
Ohio Petroleum Marketers Assn.. 
Inc. (Fall Conference & Golf 
Tournament). Netherland Plaza 
& Maketewah Country Club, 
Cincinnati, Ohio. 
28—Oil Heat Assn. of Gary, Indiana, 
Hotel Gary, Gary, Ind. 
29—Wisconsin Oil Heat Assn., Wis- 
consin Hotel, Milwaukee, Wisc. 


20-21 


wr 
Nw 
nN 
w 


29-30—Oil-Heat Institute of America 
Board of Directors Meeting, 
Chalfonte-Haddon Hall Hotel, 
Atlantic City, N. J. 


OCTOBER 


3— 4—Texas Mid-Continent Oil & Gas 
Assn., (36th annual meeting), 
Baker Hotel, Dallas, Tex. 
5- 6—San Joaquin Valley Oil Industry 
Safety Conference, Bakersfield 
Hotel, Bakersfield, Calif. 
9-15—Oil Progress Week. 
12—-13—-Indiana Independent Oil Men’s 
Assn., (annual meeting), Hotel 
Severin, Indianapolis, Ind. 
12-13—South Dakota Independent Ojl 
Men's Assn., Merchants Hotel, 
Mitchell, S. D. 
16-20—Canadian Institute of Plumbing’ 
and Heating, (annual meeting), 
The Seigniory Club, Monte- 
bello, P. Q. 
18-19—Nebraska Petroleum Marketing 
Assn., (annual meeting), Pax- 
ton Hotel, Omaha, Neb. 
19-21—Petroleum Marketers of Texas, 
(annual meeting), Adolphus 
Hotel, Dallas, Tex. 
19-20—American Institute of Electrical 
Engineers (Conf. on Applica 
tion of Motors to Space Heat: 
ing & Cooling Equipment, Chase 
Hotel, St. Louis, Mo. 
19-21—Central Supply Assn. Annual 
Meeting, 2 ll House, Chicago. 
20—West Virginia Petroleum Assn., 
annual meeting, Daniel Boone 
Hotel, Charleston, W. Va. 
20—Plumbing and Heating Industries 
Bureau, (annual meeting), 
Palmer House, Chicago, Ill. 
23-25—-Pennsylvania Petroleum  Assn., 
(annual meeting), Pocono 
Manor Inn, Pocono Manor, Pa. 
23—25—National Assn. of Oil Equipment 
Jobbers, (5th annual meeting), 
Hotel President, Kansas City. 
24—-26—American Standards Assn., (An 
nual meeting), Sheraton Park 
Hotel, Washington, D. C. 
26—-28—Refrigeration and Air Condition: 
ing Contractors Assn., Atlantic 
City, N. J. 
27—Virginia Petroleum Jobbers Assn., 
Roanoke Hotel, Roanoke, Va. 


NOVEMBER 
2— 4—National Oil Jobbers Counail, 
Sherman Hotel, Chicago, Ill. 
14-18—American Society of Mechanical 
Engineers, (Exposition of Pow 
er and Mechanical Engineering 
in conjunction with Diamond 
Jubilee meeting), Chicago Coli 
seum, Hilton and _ Blackstone 
Hotels, Chicago, Ill. 
14-17—American Petroleum _ Institute, 
(35th Annual convention), 
Mark Hopkins, Fairmont, St. 
Francis and Palace Hotels, San 
Francisco, Calif. 
26—-28—Refrigeration & Air Conditioning 
Contractors Assn., (Annual 
convention), Atlantic City. N. J. 
27-29—National Heating and Aircondi 
tioning Wholesalers, Inc., (Na: 
tional convention), Governor 
Clinton Hotel, New York, N.Y. 
28-Dec. 1—National Warm Air Heating 
and Air Conditioning Assn., 
(42nd Annual convention), Ho 
tel Statler, New York, N. Y. 
28-Dec. 1—Air Conditioning &@ Refrigera’ 
tion Institute, (9th Air Condi 
tioning and Refrigeratine Ex 
position), Atlantic City, N. J: 
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Fueloil still grows 


In the Face of drastic Competition most Markets are larger this Year 


by 
Robert Gray 


wu THE OILHEATING INDUSTRY 
gets more vigorous competition 
each year from other automatic fuels 
it continues to make nice gains in the 
country as a whole. There are areas, 
of course, where new installations have 
dropped low and there are a few spots 
where the total volume of distillate 
fueloil actually is shrinking. In those 
markets the fueloil distributors need 
help. They are beginning to get it in 
stronger recognition from their sup- 
plying companies and in joint promo- 
tional programs with the costs shared 
by the suppliers. 

On the whole though, the fueloil 
and oilheating industry had a fine sea- 
son in 1953-1954, It would have little 
to worry about if it were not that nat- 
ural gas, and in some few markets elec- 
tric heating, are growing faster than 
we are. 

The coldest winter in six years and 
the best average margins in the history 
of the industry accounted for good 
profits for the vast majority of fueloil 
companies. 

This is the second time that our 
fueloil management and statistical 
study has appeared in the September 
issue. For many years prior to 1954 it 
was a part of the January number. 
The change was made to better match 
the seasonal nature of fueloil distribu- 
tion, basing the calculations on the 
fall-to-spring season rather than calen- 
dar years. 

The several hundred oil men who 
helped in this analysis by sending their 
operating figures have done the indus- 
try a real service. Many of the same 
companies help year after year and it 
is a source of real gratification to us 
to encounter such a fine public spirit. 

We at the magazine are often asked 
if the cooperating companies that sup- 
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ply most of our figures are truly repre- 
sentative of the industry as a whole. 
On a straight statistical basis they are 
not, yet we think it’s much better that 
way. If we had to get the true propor- 
tion of one-truck operators to repre- 
sent a market like Boston, for exam- 
ple, someone would spend months try- 
ing to catch up with them. Most would 
be too busy to study the analysis sheets 
and send them in to us. 

The actual make-up of the sample 
is shown several ways in TABLE }. The 
geographic balance to the market is 
quite good. We are a little strong in 
the Mid-Atlantic and Pacific regions, 
a bit light in the others. 

It’s in the average size of compa- 
nies that we run too high to be abso- 
lutely representative. Only 34% of 
our companies are in the “under 500 
customers” bracket, which means that 
they operate one or two fueloil trucks. 


TABLE 1 
Coverage balances Market Well 


—VOLUME PERCENT—- 
Cooperating Actual 


Companies Market 
New England 18% 17% 
Metrop. New York 13 18 
Other Mid-Atlantic 26 - 23 
South 5 6 
Midwest 26 27 
Pacific 12 9 
100% 100% 
SIZE OF COOPERATING COMPANIES 
Number of Percent Percent 
Customers of of Total 
No. 2 Oil Companies Volume 
Under 500 34% 6% 
500 to 999 ae ld 
1.000 to 1,999 19 19 
2,000 and over 25 64 
100% 100% 


THIS PERCENT 
OF COMPANIES 


Sells No. 2 Fueloil 100% 
Kerosene, No. 1 53 
Sells #4 or #5 Residual 33 
#6 Residual 13 
Sells Gasoline 30 
Coal 27 
Oilheating Equipment 60 


Some cities are known to have a con- 
siderably larger percent of these small 
operators. 

The average of all companies in this 
study sold in the past season just over 
2Y million gallons of No. 2 fuel. But 
we had a few big ones that pulled this 
average up. If we separate those firms 
having more than 10,000 customers 
each they represent only 2% of the 
total companies but 20% of the vol- 
ume. That would drop the remainder 
down to around two million gallons in 
annual sales for an average . . . an ex: 
cellent size to count on for help. 


In the lower portion of this table we 
see that 30% of the companies also are 
in the gasoline business but when we 
come to TABLE 5 we'll find that this 
product accounts for only 11% of their 
dollar volume. In a way that is for 
tunate because we have been noticing 
in the cost studies of the National Oil 


TABLE 2 


Fueloil Distributors 
Sell and Service Oilburners 
Aver Per: 
Per- age cent 
cent Num- Who 
Who ber Serv 


Sell Burn- ice 
Burn- ers Burn 
ers Sold ers 
New England 73% 105 5% 
Met. New York 83 68 97 
Other Mid-Atl. 65 63 81 
South Atlantic 37 21 63 
Midwest 43 52 60 
Pacific N. W. 38 272 33 
ALL SECTIONS 60% 84 12% 
TABLE 3 
Sectional vitality in oilheating sales 
Average Ratio 
Burner to their 
sales per fueloil 
company customers 
New England 105 1-13 
Metrop. New York 68 4 
Other Mid-Atlantic 63 ~ 
* South 21 i 
Midwest 52 13 
Pacific Northwest 272 18 
ALL SECTIONS 84 127 
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Jobbers Council that profits to the mar- 
keter are considerably higher with 
fueloil. 

Fueloil companies rendering oil- 
burner service score very well in TABLE 
2. Their oilheating equipment sales are 
not as high as we would like to see 
them for the good of the industry. We 
find, though, that citmen are increas 
ing their share of the equipment mar- 
ket. The large figure shown for aver- 
age oilheating sales in the Pacific 
Northwest reflects the local situation 
where most of the combination oil and 
burner companies are large. 


The smaller fueloil firms in that area 
have been willing to let the typical fur- 
nace dealer sell the equipment. This 
is practical as long as there is no gas 
competition. But when natural gas ar- 
rives some time next year many of the 
heating men will push gas equipment. 
It’s cheaper to install and will get a 
lot of publicity. Then more oil men 
will sell oilheating equipment or the 
sales won’t hold up. 


A new kind of analysis of this sub- 
ject is seen in TABLE 3. Here we take 
the average burner sales for the com- 
pany and show a ratio of these sales 
to the total fueloil customers of those 
companies. For example in New Eng- 
land where the average fueloil distrib- 
utor also in the burner business shows 
105 installations, this number is 
equivalent to 1/13 of his total fueloil 
customers. In other words, those New 
England companies selling oilheating 
equipment have an average of 1,365 
fueloil customers. 

In the Pacific Northwest we see the 
greatest sales vitality among those 
companies handling oilheating sales. 
These companies sold one installation 
to each eight fueloil customers, which 
means that they averaged just under 
2,200 oil accounts. 


The weakest showing on this point 
isin the South Atlantic area where the 
oil company also in the burner business 
sold one new installation for each 60 
Present oil customers. 


Incidentally, the number of oilheat- 
ing equipment sales in this table, and 
any other tables throughout the study, 
list sales within the heating season and 
not the calendar year. In other words, 
they cover the period from June to 
June. Some of the companies start 





” PABLE 4 


How large are the Companies? 
NUMBER OF CUSTOMERS OF REPORTING COMPANIES 


New Metrop. Mid- Mid- Pac. All 

Eng. Pee. Atl. South West N. W. Sec. 
No. 2 Residential 1,096 1,413 1,570 975 1,710 1,774 1,482 
No. 2 Com’l-Apt. 27 130 78 61 77 63 76 
Kero., No. 1 273 39 271 1,312 405 1,511 457 
No. 4-5 Residual 7 29 46 27 17 71 30 
No. 6 Residual 10 130 74 6 50 7 57 
Large Medium Small All 
Cities Cities Cities Cities 

No. 2 Residential 2,845 1,261 481 1,482 
No. 2 Com’l-Apt. 117 66 23 76 
Kero., No. 1 502 451 247 457 
No. 4-5 Residual 42 40 10 30 
No. 6 Residual 86 19 5 57 





FUELO/L DOMINATES THEIR SALES 


















COMPOSITE D@ELAR VOLUME 


FUELOIL— 68% 


OILHEATING 
& SERVICE -12% 


GASOLINE —11% 
COAL - 6% 


OTHER - 3% 





TABLE 5 


Fueloil Distributors Are Specialists 
They sell only a sixth as much Gasoline 
PERCENT OF TOTAL DOLLAR VOLUME 


Fuel- Heating Burner Gaso- 
oil Eqpt. Service line Coal Other 
NEW ENGLAND 
Large Cities 69 21 9 l oe 
Medium Cities 66 1] 4 a 18 1 
Small Cities 68 6 3 17 3 3 
All Cities 68 14 6 4 7 l 
MID-ATLANTIG 
Met. New York 79 9 6 F 3 3 
Other Large 73 6 5 2 13 l 
Medium Cities 54 10 3 12 7 14 
Small Cities 48 7 y 33 6 4 
All Cities 67 8 4 10 6 5 
SOUTH ATLANTIC 
Large C ties 63 4 4 ae 29 
Medium Cities 60 8 4 11 17 
Small Cities 37 hg 3 53 7 
All Cities 58 6 4 13 19 
MIDWEST 
Large Cities 71 6 3 8 6 6 
Medium Cities 48 6 1 35 5 5 
Small Cities 47 4 I 42 2 4 
All Cities 62 6 2 19 5 6 
PAC. NORTHWEST 
Large C ties 76 13 2 oy 3 6 
Medium Cities 79 5 1 6 8 1 
Small Cities 44 5 2 38 7 4 
All Cities TS 9 iz 5 5 4 
U. S. ALL CITIES 68% 9% 3% 11% 6% 3% 




















their fiscal year June 1 and some of 
them July 1. 

In TABLE 4, we get an idea of the 
size of the typical companies that assist 
in a study of this kind. Firms of this 
size are well representative of the 
weight and major significance of the 
industry. The largest average compa- 
nies working with us in the analysis 
are from the Midwest and the Pacific 
Northwest. 

In the Northwest, these large com- 
panies are fairly typical, not of all mar- 
keters in those states, but rather are 


fewer than 25,000 
inhabitants. 

The growth rate 
of fueloil distribu- 
tors is shown in 
TABLE 6. For the 
country as a whole, 
the volume of busi- 
ness rose 10% dur- 
ing the 1954-55 sea- 
son. This is the same growth rate en- 
countered in the previous season. This 


Metro. New York 
South Atlantic 


Pacific Northwest 


ALL’ SECTIONS 


year more of the growth was due to the 
weather and less to new customers. 


New England 
Other Mid-Atlantic 
Midwest 


TABLE 6 


Large 
Cities 
6% 
10 
10 
11 
8 


10 


. » « « Fueloil still grows 


Growth Rate holds at Ten Percent 


Me- — ALL CITIES ~ 
dium Small 1954- 1953. 
Cities Cities 55 54 
1% 13% 10% 13% 
a te 10 v7) 
14 13 12 12 
> s ‘os 10 10 
6 5 8 7 
11 10 11 4 
9 10 10 ) 
TABLE 7 


Major Branding vs. Direct Sales 
BRAND SELLING IS OFF A LITTLE 






















Percent Their 
typical of the fact that companies out The industry served only 8% more Showing Share 
there do run larger. The reason is ob- customers last season, while there had sath Pe 8 | 
or There are only Seven = eight been a gain of 11% of customers in New England 35% 35% ( 
principal supplying companies for the 1953-54 season over the previous Metrop. New — 43 4] 
ee . , at Other Mid-Atlantic 47 46 
Washington and Oregon, and their one. Thus we see that when the growth South 32 6 t 
distributors all show the brands and sate slows down. nature comes along Midwest 46 55 ( 
nes seainietieeala te entes sar : : si Pacific Northwest 90 94 
have geographic franchises. This fa- and gives us a colder winter to offset 1955 “Al Satiins 600 51% ( 
cilitates large companies. it. 1954 All Sections 53 56 ¢ 
Where we show in the table the The Midwest has not been living up inte en eee Fs . f 
number of customers selling kerosene to jts reputation in the past two sea- BY CITY SIZES t 
and residual fuels these figures apply sons. In most of the years following Ma a — v 
; ee el ' edium Cities 
only to the specific companies engaged World War 0 that area has shown the Small Cities 67 74 c 
in those activities. strongest growth rate in the country. 7 
. ' . 
ee maton Al intend rs' Direct Sales are u ; 
(ee oe The major oil companies in the past Majors s P S 
ae heating season increased their share of Percent of Total 
It always is interesting to sce the ¢ ’ No. 2 Fueloil 
; > aoe direct sales in the heating oil markets Sold at Retell bv tl 
measure in which fueloil distributors ssfisigagiaie old at Retail by 
PAE SEM to 25% of the total volume. This was Major Companies 
engage in other ac es. s is se ’ vases —_" 
Bage oe cig up from 22% the season before. It had New England 12% u 
forth in TABLE 5. We see that 2/3 of Metrop. New York 17 
“a been 29% back at the time the war Other M'd-Atlantic 28 st 
their total dollar volume is in fueloil ; ease : 
pag iss he started in 1941. Sout 21 m 
and the other 1/3 divided principally T ii ee Midwest 43 | 
é ; ; ,; > C crease ajors acific N 1es 0 
between oilheating equipment, gasoline ; 10: Per a pi on Se ck Pacific Northwest 6 
and coal. The oilheating equipment de- tg i ° - tot wn oS " % prt Oe. eee — 
partment—both installation and serv- alesse ™ ar ’ _ - me ne . . id 1954 All Sections 22 ag 
ice—represents 12% and _ gascline rai et ditiiasn Sti ———”, a 941 All S 19 . 
; , aC 4 7 as ] d Sections a 
comes third at 11%. ict that one major company has é Ir 
The combination fueloil and gaso- be 
line company shows up strongest in TABLE 8 th 
the small cities. In those smaller mar- Colder Winter raised average Consumption 
kets gasoline accounts for 34% of total Other : 
volume and fueloil drops to 50%. This AVERAGE GALLONS New Metro. 07 — Mid- fie } 
a a °] pd TS - ~~ . ° ° . st ad . : 4 Ww 
is understandable because many of the shag ttabaiacaseak ies a ee : ine sae 
we es co les hte : Residential, No. 2 Oil 1,509 2,142 1,395 1,160 1,408 L247 in 
small city operaters are the conven’ Ras: » a « 184 
nial 1 ice: all 9 Com’l-Apart., No.2 Oil 6,294 5,848 6,336 «93,717 = 4,054 = 3,178 ty 
ene Geer. pees Siemon Shae Comb. Types, No.2 Oil 1,624 2,480 1.629 1,311 :1,522—-1,284 
what we call fueloil distributors. Ton Ma. 401 908 1.339 764 779 995 625 M4 M 
The sale of oilheating equipment by No. 4-5 Residual 19,591 15,160 42,340 20,829 12,562 25.” 
oil companies is correspondingly weak- 
er in the small cities and it drops to TABLE 9 
5%. ersely i > large cities . 
af Conversely in the large ae No. 2 Oil Customers’ Tanks average 398 Gallons 
equipment sales move up to 10%. 
see Other 
When we talk about large, medium New Metro. Mid- South Mid Pac. A 
and small cities we are using the same Eng. N.Y. Atl. Adal. west N.W. YF 
identification as in former years. A PERCENT OF ALL TANKS 
: . . - m > 5 ¢ 
large city is one with more than 250,- 220-275 Gallons 90 ie me - 2 ie 19 
000 population. A medium city has “er See % fe - " me ” 
150 ‘ P vee i by ia 1,000 or Larger 4 14 7 7 9 6 Bi p 
25,000 to 250,000 and a small city has AVERAGE CAPACITY PER USER 325 476 363 407 395 475 3 = 
September 
ms 1955 
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bought several of the larger fueloil 
distributors. 

On the other hand, we find that 
brand selling is off a little. The num- 
ber of companies showing major 
brands during the past season dropped 
from 53% to 48% and the total cus- 
tomers served by these branded distrib- 
utors now stands at 51% of all cus- 
tomers. 


Major brand Identification 


When we add the 25% of retail 
business that the majors sell direct to 
51% of customers that buy from 
branded distributors, we find a total 
of 76% of all customers burning a 
product identified by major brands. In 
the previous season, we added 22% 
direct business to the 56% who were 
customers of branded distributors and 
got a total of 78% of customers using 
fueloil identified with major brands 
through one of the two methods. Thus 
we see, that major company identifi- 
cation on the streets declined from 
78% to 76% between the two heating 
seasons. 

A brand program is most popular in 
the smaller cities as the table shows. 
Here we find 2/3 of the companies 
using a major brand and they are sub- 
stantially the larger companies in those 
markets because they account for %4 
of the volume. 

We notice in TABLE 8 that the aver- 
age consumer of No. 2 heating oil used 
1,702 gallons in the 1954-55 season. 
In the previous winter the average had 
been 1,658 gallons. In each instance 
this figure includes not only the resi- 


TABLE 10 


Two-fifths give quantity Discounts 
where Tanks are larger than 275 Gal. 


Percent of 


Companies 
allowing Discount 
New England 29% 
Metropolitan New York 60 
Other Mid-Atlantic 24 
South Atlantic 0 
Midwset 33 
Pacific Northwest 100 
ALL SECTIONS 39% 
TABLE 
More than three-fourths 
New Metro. 
Eng. WN. YT. 
Percent Companies using 
ni automatic systems 90 97 
ercent all fueloil users served 79 86 





dential user, but also the small com- 
mercial or apartment user of No. 2 oil 
where a typical domestic oilburner is 
the firing unit. 

If we think of residences only, the 
average amount consumed last season 
was 1,522 gallons compared with 1,433 
gallons the year before. It’s interesting 
to recall that not so many years ago 
the average was around 2,100 gallons. 
The great postwar development of the 
GI-FHA type of homes, plus the much 
wider use of insulation in older homes 
has dropped the average consumption 
nearly 20% in the past 15 years. The 
down trend from these causes, how- 
ever, has about run its course. The new 
homes today are swinging back to 
larger sizes. 

Next we see in TABLE 9 that the 
average customer for No. 2 oil has at 
his home a tank capacity of 398 gal- 
lons. The average in the previous year 
was 399 gallons. In the table we see 
that the two sections of the country 
with the largest average size tanks are 
Metropolitan New York and the Pa- 
cific Northwest. 


Average tank Capacity 


It would be fine if we could say 
that these large average capacities are 
the result of price differentials where- 
in the customer saves a half cent a gal- 
lon with a large tank. Unfortunately 
that has not been the major cause. The 
Metropolitan New York area is heavily 
influenced by northern New Jersey 
where the average tank capacity is 583 
gallons and where only 26% of the 
tanks are of the 275 gallon size. This 
area does not use price differentials. 
Rather the large tank is an industry 
habit. 

In the early years of oilheating Esso 
was the predominant seller of oilburn- 
ers in that area. This company in- 
stalled 550 gallon tanks in practically 
all of its jobs and at a very favorable 
price because it was going to save a 
lot of money on oil deliveries in the 
years ahead. In those years some of 


11 
served automatically 
Other 
Mid- Mid- Pac. All 
Atl. South West N.W. Sec 
97 79 719 86 &9 
89 55 71 73 78 





the competitors were unhappy about 
this, but those same people will bless 
ESsO today for having fostered the 
large tank which influenced the rest 
of the market to follow the pattern. 


In the portion of the New York 
Metropolitan area that falls within 
New York state the use of price dis- 
counts for larger drops is almost uni- 
versal, yet we find that 60% of their 
tanks are of the 275 gallon size which 
is not too much better than the na- 
tional average. 

When we look at the Pacific North- 
west, with its 475 gallon capacity of 
the average user, we again see a market 
that has universal price discounts for 
larger tanks or larger deliveries. At 
the same time, the biggest influence in 
this larger capacity is the fact that in 
some cities, notably Portland, there are 
unrealistic restrictions against suitable 
indoor storage. The result is, using 
Portland as an example, that 74% of 
the tanks have a capacity of 675 gal- 
lons or larger. 


It would be highly desirable if we 
could demonstrate that price differen- 
tials materially increase the average 
storage capacity. That would be hard 
to do. The Midwest average for in- 
stance, is almost identical with the na- 
tional average yet in the Chicago 
Metropolitan area they have used price 
differentials for many years. 

In TABLE 10 we see the extent of 
quantity discount practices by sections 
of the country. The composite shows 
that about 2/5 of all the reporting 
companies allow the discounts. 


Automatic Deliveries 


There has been some improvement 
in the penetration of automatic deliv- 
ery systems throughout the industry 
(TABLE 11). In the study this year, 
we find 89% of the companies using 
automatic deliveries and 78% of all 
fueloil users being served by such a 
system. In the previous season, we had 
only 82% of the companies using this 
system and 73% of all the customers 
getting the benefit. The highest devel- 
opment of automatic delivery is found 
in the Mid-Atlantic areas including 
Metropolitan New York. This is all 
pretty important in our competition 
with natural gas which claims to have 
the only truly automatic fuel supply. 
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TABLE 12 One of the most important segments 
Profit before Income Tax .99¢ per Gallon; last year .83¢ of this whole analysis is the profit 
+ a NY. “— com Mid- ae a study. The average of all companies 
ng. ie tl. tl. west .W. ec. . 1954- 
Bulkplant Cost  .32¢ .17¢ .32¢ «.19¢ Ss .24¢ 24 26 ¢ earned in the 1954-55 season .99¢ per 
Delivery Cost 1.00 1.08 1.04 .84 1.04 1.09 1.03 gallon on No. 2 oil before income tax. 
Selling Cost .32 46 49 51 43 136 .40 Thi ith .83¢ i 
General Overhead 84 .74 56 96 .73 99 73 hie: commpanes sli: B26 -in: the: 
Total Cost 2.48 2.45 2.37 2.50 2.44 2.68 2.42 vious season and with .77¢ in the sec- ¢ 
MARGIN WITH BULKPLANT 3.65 3.95 3.28 3.36 3.38 3.64 3.41 ond season back. Average margins ; 
PROFIT 1.20 1.10 4 .86 .94 .96 99 Lsiiee aniel r . 
MARGIN WITHOUT BULKPLANT 3.56 3.50 3.05 soe: (SO 3S 2 went up progressively during the past \ 
PROFIT 1.40 1.22 ~~ 1.00 $8 109 1.05 three seasons from 3.24¢ to 3.32¢ and ‘ 
then to 3.41¢ in the season just ended. t 
MARGINS ARE UP: SO ARE PROFITS The margin increase this time was 0 
THREE SIZES OF CITIES— COMPANIES WITH BULKPLANTS .09¢; the profit increase was .16¢; thu: J 
the operating cost was down .07¢. 
3.52¢ : 
3.41¢ Y, 3.41¢ We have been talking about the a 
YY Yy Yff 3.32¢ fueloil distributor with his own bulk 1 
Vy; Y . 
MARGIN YY yy Yy plant. If he did not have a bulk plant ti 
Ys Y Y his average margin during this past la 
PROFIT 539 season was 3.21¢ and his average profit 51 
BEFORE before income tax was 1.05¢. In some D 
INCOME ts of th t in fact in all 
TAX parts of the country .. . in fact ina n 
parts except the South and Midwest— f 
it was more profitable to operate with- af 
out a bulk plant. The details of cost tc 
GENERAL and profit in TABLE 12 
OVERHEAD and pronts are 1n . al 
ye 
sacs [en Fueloil Margins th 
TA SS Then in TABLE 13 we have a mar 
Lp A gin study showing different sections to 
RETAIL WI KIGY of the country and particularly show: in 
DELIVERY or Ww ing the differences between cities in ag 
COSTS WX WY. Yr different size groups. Generally speak: we 
VK Ne YA ing, the larger the city, the higher the pa 
BULK- ANS WIGW WIJ KKGH margin. The only exception to thi se! 
cee EEN HE EE EE TES | oe ces vice epics wits J 
bulk plants in small cities. 126 
CITIES CITIES CITIES 1955 1954 : . nae h t 
UNDER 25,000 OVER AVERAGE OF There is a fair deviation from the ca 
25,000 250,000 250,000 ALL COMPANIES normal or average margins in quite 
few of the cities. A fueloil distributor an 
TABLE 13 having access to pipeline deliveries cat an 
Fueloil Margins No. 2 Oil in Cents Per Gallon often gain a full emt: ayee the marke ye 
—— WITH BULKPLANT —— | — WITHOUT BULKPLANT —- average, particularly if he has large qu 
Large Medium Small Large Medium Small enough storage to run a batch throug! tio 
Cities Cities Cities Cities Cities Cities the line on his own. Again there at cit 
New England 3.66 3.81 3.37 3.68 3.60 3.20 : ; the : 
Metropolitan New York 355 a ay 3.50 oe es situations where a company on Ms i 
Other Mid-Atlantic 3.51 3.02 3.09 3.10 2.86 3.20 fringe of a marketing area may have he 
South Atlantic a 3.36 - ew iin ve . his bulk h 
Midwest 3.48 3.50 2.96 2.90 i He excessive transport costs to his Dl" ™ 
Pacific Northwest 3.44 4.22 3.25 3.55 3.49 ie plant, which serve to reduce his mar’ to 
ALL SECTIONS 3.52 3.41 3.13 3.27 3.13 3.20 gin substantially below his friends in sor 
TABLE 14 town. | 
Three-fourths have Bulkplants While on the subject of margins an¢ 
ir Denon. si a gk All storage we see in TABLE 14 that 71% 
= Eng. N.Y. Atl. South West N.W. Sec. of the companies from all sections have 
pig yn their own bulk plants for No. 2 
No. 2 Oil 75 33 71 100 94 67 72 and a lesser number has storage capa’ 
ge Pe “ - = a < i ‘ ity for other types of fueloil. We »” 
AVERAGE PLANT CAPACITY tice again, that the average bulk plant 
Thousand Gallons capacity for No. 2 fueloil is 161,00 
No. 2 Oil 79 256 211 59 170 37 161 . @ size 
Kero., No. 1 34 14 31 83 122 24 56 gallons with the largest averag' 
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occurring in Metropolitan New York. 
Only 1/3 of the fueloil distributors in 
that area have their own bulk plants, 
but when they do have one, it’s very 
large. 

A number of details of fueloil truck 
characteristics are in the series of tables 
starting with No. 15. In this first one 
we see that the average fueloil distrib- 
utor participating in the study had 6.1 
trucks of all types, including those who 
operated over-the-road transports. For 
No. 2 oil only, they average 4.4 trucks. 


The number of customers served 
with No. 2 oil by the average truck 
makes an interesting figure at 330. No- 
tice in the table that this figure is 
largest for the big cities and fairly 
small when you get down to modest 
population. In the big places, you have 
not only a higher concentration of 
fueloil accounts, but also, larger aver- 
age trucks. In the small city the cus- 
tomers are usually more scattered and 
also a number of companies have not 
yet built up the volume per truck that 
they know they eventually must get. 


Many a typical “one truck opera’ 
tor” actually has two trucks to be safe 
in case of a breakdown. This point is 
again brought out in TABLE 16 where 
we see that the more trucks the com- 
pany has, the more customers it will 
serve with the average truck. The man 
with two trucks probably doesn’t util- 
ize them fully but often feels that he 
cannot be safe with only. one. 

The companies co-operating in this 
annual analysis, delivered last season 
an average of 562,000 gallons per 
truck. This again is an index of the 
quality of management in a cross sec- 
tion of this level of the market. In the 
cities surveyed in the co-operative ad- 
vertising organization, known as Oil- 
heating Market Reports, New York, 
the average deliveries per truck come 
to just about 400,000 gallons in a sea- 
son. 

Those market surveys made by that 


TABLE 16 


More customers per truck 
with larger companies 


Average customers 


Companies with per truck 
1 truck 250 
2 trucks 259 
3 trucks 329 
4 trucks 346 
5 or more 350 





organization identify practically every 
truck operating in the area and divide 
the number into the total gallonage. In 
that instance they naturally include a 
lot of trucks of small operators just 
getting started in the business, or pos- 
sibly dropping out of the business. 
Thus we feel that the average in this 
study of 562,000 gallons is more real- 





istic for seasonal accomplishment by 
active companies. 

We keep track of truck sizes from 
year to year primarily as a guide to 
fueloil distributors to show them what 
others are doing. The average size con- 
stantly increases, largely because the 
smallest ones are dropping out. If we 
go back ten years to 1945, we find 





FUELO/L TRUCKS IN USE 





1953 





CAPAC/TIES: 
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15 
Truck Operating Details 


Large Medium Small All 
Cities Cities Cities Cities 
TRUCKS OPERATED 
PER DISTRIBUTOR 
No. 2 Oil 7.0 3.6 y iy 4.4 
Kero., No. 1 Oil 1.8 1.8 12 1.6 
Residual Oil 3:2 Be 1.0 2.2 
Over-the-road Transports 2.7 1.7 2.2 2.1 
All Types 8.8 5.6 3.5 6.1 
CUSTOMERS SERVED PER 
Truck, No. 2 Oil 351 345 230 330 
AVERAGE GALLONS PER DROP 
No. 2 Oil 221 192 217 212 
Kero., No. 1 Oil 119 87 78 101 
No. 4-5 Residual ata te vs 3078 
No. 6 Residual 4104 
TABLE 17 
Truck Sizes by Areas 
Under 1,000- 1,500- 2,500 
1,000 1,400 2,400 & Up 
Gals. Gals. Gals. Gals. Trailers 
New England 8% 26% 38% 25% 3% 
Metrop. New York 3 16 51 24 6 
Other Mid-Atlantic 6 30 52 3 9 
South 20 55 13 3 9 
Midwest 12 35 36 6 11 
Pacific 12 63 14 5 6 
ALL SECTIONS 9% 33% 39% 12% 71% 
83 
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that 59% of all trucks had less than 
1,500 gallon capacity. Those smaller 
sizes represent only 42% today. Ten 
years ago only 6% were over 2,500 
gallons compared with 12% today. If 
we want to go all the way back to a 
pre-war year like 1939 we find that 
86% of the trucks were smaller than 
1,500 gallon size. 

It is rather obvious that the im- 
proved operating costs encountered in 
a year like the past one were influenced 
by the increasing truck sizes. A good 
many operators today feel that a truck 
smaller than 2,000 gallons is too ex- 
pensive to operate although we find 
that a little less than 1/3 of all trucks 
are that large. The tendency towards 
larger truck sizes is very pronounced 
in the New England and Metropolitan 
New York regions where we also have 
the highest concentrations of oilheat- 
ing. 

There is one exception to that state- 
ment. In the Pacific Northwest the 
large cities in the Puget Sound area 
have quite high saturations of oilheat- 
ing and still use small trucks. Notice 
in the table that almost 2/3 of their 
trucks are in the second size bracket. 
They call them “thirty barrel trucks” 
handling 1,260 gallons. 


One of the significant developments 
in recent years in delivery methods has 
been the adoption of two-way radio 
systems for oil and service trucks. This 
is set forth in the figures of TABLE 18. 
We had been of the impression that 
far more service trucks than oil trucks 
were equipped with this facility, but 
actually the difference is not great. 
The combined total as of this summer 
shows approximately 4,366 trucks with 
radio equipment for talking to the of- 
fice. Obviously most of these are in 
small systems of the Telephone Com- 
pany type but there is a growing ac- 
ceptance of entirely private systems of 
the RCA, GE or Motorola varieties. 


Notice that the great concentration, 
or 63% of all radio operated trucks, 
is in the Metropolitan New York and 
Mid-Atlantic areas. This is a facility 
that will continue to grow for some 
time. The installation cost of the small- 
er systems is quite modest and the ad- 
vantage to the oilheating customer is 
very significant in a period of increas- 
ing gas competition. 
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In common with all other indus- 
tries our wage rates continue to rise as 
shown in TABLE 19, where we note 
what the truck drivers are being paid. 
There is an important difference based 
on the size of cities and, of course, 
this again is reflected in the margin 
differentials. Back in TABLE 13 we saw 
that the typical small city margin for 
bulk plant companies was 3.13¢ and 
now in TABLE 19 we see that his driver 
wage rate this past season was $1.64 
per hour. Since there is a definite rela- 
tionship between the driver wage rate 
and the total operating costs we use 
the wage rate as an index to costs. 


For large cities, we found the aver- 
age margin to be 3.52¢ and we find the 
driver wage rate of $2.03. The small 
town operator had a better chance to 
make a profit. His margin was 1.91 
times his driver wage rate while with 
the big city operator we found that 
the margin was only 1.73 times the 
driver wage rate. Of course, this is 
only a theoretical calculation because 
you have to forget about the location 
of the decimals, but it does show that 
small city margins were better in rela- 
tion to operating costs than were the 


. « « « Fueloil still grows 


big city margins. 

Of course we saw back in the chart 
under TABLE 12 that the fueloil dis 
tributor in the medium city made the 
most money. Now his margin of 3.41¢ 
is 1.92 times his wage rate of $1.78 s 
he has the favorable margin situation 
of the small town operator, plus the 
big city advantages in output per truck 
that we saw in TABLE 15. The finest 
combination of circumstances for profit 
normally are to be found in the me- 
dium size city. 

The question of holding on to fuel- 
oil truck drivers has been a perpetual 
one through all the years of the indus 
try. In TABLE 20 we see that 22% of 
the companies are able to keep all of 
their drivers throughout the year and 


TABLE 18 


Two-Way Radio Trucks Growing 
in Popularity 


NUMBER IN USE 


Oil Service 
New England 214 150 
Metro. New York 114 600 
Mid-Atlantic 639 1,390 
South Atlantic 354 71 
Midwest 226 90 
Pacific Northwest 421 97 
TOTAL 1,968 2.398 


TABLE 19 


Truck Driver Wages are Up 


Average of all reporting Distributors 


LARGE CITIES 


Best Low- 
Men est 
New England $1.91 $1.88 


Metrop. New York 2.29 2.23 
Other Mid-Atlantic 2.03 1.68 


South 1.35 1.07 

Midwest 2.03 1.93 

Pacific Northwest B21 2:21 

1955 All Sections 2.03 1.89 

1954 All Sections 1.91 By ie) 

1953 All Sections 1.97 1.80 

1952 All Sections 1.76 1.47 
TABLE 20 


Nearly half of Drivers have 
year-round Jobs 


MEDIUM CITIES SMALL CITIES 


Best Low- Best Low 
Men est Men est 
$1.61 $1.46 $1.49 $1.32 
1.74 1.46 1.64 1.80 
1.29 1:83 1.38 1,25 
1.98 1-72 1.66 1.35 
1.98 1.91 2.09 2.07 
1.78 1.55 1.64 1.47 
1.70 1.49 1.65 1.3¢ 
1.75 1.65 Py 1.62 
1.53 1.37 1.58 1.49 
TABLE 21 


Budget payment still lags 


Percent 
Percent Percent of Oil Percent 
of com- of all Companies of 
panies drivers offering their 
keep year- Budget Customers 
all men round Plans Using 
New England 27% 51% New England 65% 18% 
Metro. New York 16 42 hikes’ “Mee Cec ae 6 
Other Mid-Atl. 20 38 necaegial 2 
South Atlantic Zo, 53 Other Mid-Atlantic 69 7 
Midwest 22 49 South 53 " 
Pac. Northwest 27 48 Midwest 64 ? 
Pacific Northwest 83 13 
All Large Cities 13 34 r 2 
All Medium Cities 23 49 1955 All Sections 69% 15% 
All Small Cities 42 74 
All Cities 22% 46% 1954 All Sections 66% 15% 
September 
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TABLE 22 


42%, of companies show service profits 


COMPANIES WITH 


SERVICE PROFITS 


COMPANIES WITH 
SERVICE LOSSES 


Cus- Average Average Cus- Average Average 
tomers _ Billing _— Profit tomers Billing Loss 
New England 542 $21.85 $2.90 1957 $18.84 $2.32 
Metrop. New York 1492 23.51 1.56 2075 25.25 4.66 
Other Mid-Atlantic 1219 16.49 1.64 1191 21.46 5.49 
South “ie ed ap 1150 15.24 LiF 
Midwest 2630 23.65 2.49 1100 15.18 1.70 
U. $. AVERAGE 1589 20.89 RS 1479 19.44 3.32 
TABLE 23 
that 46% of all driv- Lawn Fertilizer Sales 
ers hold their jobs Numb f 955 ——— 
umber of verage Billing 
around the calendar. Companies Customers per 
This is not much Selling per Dealer Customer 
change from other New England 171 51 $33 
4 _ Metropolitan New York 257 36 22 
mcent years, DUS we Other Mid-Atlantic 225 37 18 
want to keep the South Atlantic 142 43 11 
; , Midwest 158 100 6 
subject alive because Pacific Northwest 81 


it is a situation al- 
ways susceptible to 
improvement. 

You will notice that in the small 
cities many more companies hold their 
men. One reason is that a lot of the 
companies themselves are small, having 
perhaps two or three drivers and they 
are able to find work for them in the 
summer. We observed particularly 
back in TABLE 5 that in the small cities 
the fueloil man also is in the gasoline 
business which gives him a 12 month 
activity. 

There is undoubtedly a further rela- 
tionship between the company’s degree 
of activity in selling oilheating and its 
ability to keep all of its drivers, Per- 
haps, in another month we can go back 
through the work sheets on this study 
and isolate the companies to measure 
that relationship. We do know quite 
a few firms able to keep all of their 
drivers by using them in the oilheating 
department. For example, we had a 
story sometime ago about Lex Thom- 
son of Toronto who has some 40 fuel- 
oil truck drivers and uses them all in 
the summer, mostly in making oilheat- 
ing installations. 


Budget plans for monthly payment 
of oil bills are not getting as far as they 
should. We see in TABLE 21 that 69% 
of the companies offer such a plan, but 
they have coaxed only 15% of their 
customers to use them. This activity 
has reached its highest development in 
Metropolitan New York, where more 
than a fourth of fueloil customers are 


ALL SECTIONS 
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1,034 63 $17 


on budgets. Occasionally an individual 
company, like Meenan Oil serving 
Levittown, New York and Pennsyl- 
vania, is able to get more than three- 
fourths of its customers to use budget 
plans. There are so many advantages 
to the oil company in the budget sys- 
tem that surely the idea will grow in 
future faster than it has. 

One very interesting activity in con- 
nection with budget plans is the in- 
clusion of the burner service contract 
in the budget. In this study we find 
that 38% of the companies that offer 
budget plans have done some work 
along this line . . . in other words they 
have some few customers including the 
service contract in the budget pay- 
ments. 

The companies that have tried this 
have, on the average, 6% of all of their 
service customers on a combination oil 
and service budget payment. This is 
an activity that should be blessed and 
fostered, in the opinion of several 
prominent fueloil men, because it 
buries the service cost in the oil price 
and in that way parallels the gas in- 
dustry’s activity. 

While we are talking about service 
look at TABLE 22 where we see that 
2/5 of the participating companies 
make a profit from their service de- 
partments. The table shows the dollar 
characteristics of the profit companies 
alongside of the companies that lose 


money. The figures certainly do not 
tell the whole story. 

In the first place there is not much 
difference in the average size of the 
companies in two groups. We see that 
the profit group had an average service 
department billing of $20.89 per cus- 
tomer and they made a profit of $2.15. 
This indicates that it cost them $18.74 
for the service they rendered. The 
other group had a billing of $19.44 and 
lost $3.32 indicating their cost as 
$22.76. 

The obvious conclusion is that the 
profits and losses were caused more by 
internal operating conditions then they 
were by actual billing prices. If we put 
all of the companies together we find 
that the average billing was $20.05, 
and the average loss was $1.02. That's 
a pretty good picture of the industry 
as a whole, and it is close enough to a 
break-even point to indicate that serv- 
ice departments can be self-supporting 
if they are given enough attention by 
the management. 

One company was telling us that 
their total service cost including all 
parts was 1.05¢ a gallon. If we assume 
the average gallonage in this total 
study of 1,702 per customer, this 
would indicate a cost for the season of 
$17.87 per account, including all parts. 

No phase of the business is more 
important than the service department 
in these days of increasing competition 
from other fuels. In our May issue we 
devoted a large special section to a serv- 
ice management analysis, covering in 
the last instance some 14 pages of fig- 
ures, charts and description of meth- 
ods. This is now an annual event and 
well worth your study if your depart- 
ment is not operating at a profit. 


One of the most interesting activi- 
ties of the industry in the past few 
years has been the development of a 
department to apply liquid fertilizer 
to lawns. TABLE 23 shows that this 
sideline is off to a good start but it 
still has a long way to go before it 
becomes big business. We estimate that 
at least 1,034 fueloil distributors sold 
lawn fertilizer this summer. The difh- 
culty is that they sold an average of 
only 63 customers for an average bill- 
ing of $17 each. 

Of course it was an extra dry and 


(Please turn to page 107) 
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West Coast Seminar 






Washington Oil Heat Institute inaugurates management Course at U. of Washington 


by 
Arthur M. Cannon* 


Cy" OF THE most important and 
interesting developments in both 
business management and higher edu- 
cation has been the growth in recent 
years of the so-called “advanced man- 
agement seminars.” These college-busi- 
ness courses are now being conducted 
on such campuses as Harvard, North 
Carolina, Chicago, Pennsylvania, UC- 
LA and Washington, and among in- 
dustrial institutions sponsoring their 
own are the American Management 
Association, American Telephone and 
Telegraph Company, and the Santa Fe 
Railway. General Electric Company is 
building its own campus and establish- 
ing a faculty of its own for the same 
purpose. Courses run from a few days 
to several months in length. 


Develop Talent 


The objective of such courses is to 
develop “latent executive talent by for- 
mal training of middle and top man- 
agement and. . . continuous upgrad- 
ing of key management personnel . . . 
Because modern business is organized 
on a functional basis, executives on the 
way up obtain highly specialized train- 
ing in one or perhaps several depart- 
ments, but few normally acquire a 
broad over-all understanding of their 
particular company or of business in 
general.” On-campus, full-time execu- 
tive training programs are aimed at 
filling in the gaps in the executive’s 
knowledge of business problems and 
how to handle them, generally by the 
“case” approach in which actual busi- 
ness problems afe discussed. 

Oil Heat Institute of Washington 
this year allied itself with this new de- 
velopment by sponsoring its own Man- 
agement Seminar on the campus of the 
University of Washington in Seattle 
for three days, June 15-16-17. Some 


*Professor of Accounting and Finance, 
University of Washington, College of Busi- 
ness Administration, Seattle 5, Wash. 
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fifty executives from the industry, rep- 
resenting nearly as many different 
companies, were in attendance. “Stu- 
dents” lived and ate together on the 
campus, and attended specially de- 
signed classes, full-time, morning, 
afternoon and evening. A cocktail 
party and banquet with presentation 
of diplomas climaxed the sessions on 
Friday the 17th. 

Arrangements for the management 
seminar were worked out by OHI Man- 
aging Director, Bob Elmslie and his 
assistant, Elgin Pritchard, with Prof. 
Donald F. Hayne of the Business Ad- 
ministration Seminars office at the 
University of Washington. Professors 
for the course, all from the regular 
staff of the university, included Arthur 
M. Cannon, Professor of Accounting 
and Finance; Charles J. Miller, Head 
of the Department of Marketing; and 
Robert Sutermeister, Professor of Per- 
sonnel Administration. Evening dis- 
cussions were conducted by Professor 
Endel J. Kolde of the Bureau of Busi- 
ness Research, and Messrs. Richard 
MacDonald, Robert Beaupre and C. 
M. Berry, all of the Seattle First Na- 
tional Bank. Program for the three-day 
session was as follows: 


8:30 to 10:00 a.m. daily—Professor 
Sutermeister on “Human Relations in Busi- 
ness.” 

10:30 to 12:00 noon daily—Professor 
Cannon on “Accounting and Financial 
Controls.” 

1:30 to 3:00 p.m. daily—Professor 
Miller on “Marketing and Public Rela- 
tions.” 

Wednesday evening—Professor Kolde 
on “The Energy Base of the Pacific North- 
west.” 

Thursday evening—Panel: 
with your Bank.” 


“Relations 


Each “student” received study ma- 
terial on the three courses in advance 
of the first meeting and further ma- 
terial was assigned each day. By all re- 
ports none of the boys had any trouble 
keeping busy. Now let’s look at some 
of the things they studied. 


Human Relations in Business 


The business executive must learn 
how to get things done through other 


people. Thus getting along with peo- 
ple—getting them to do what he wants 
them to do—is a big part of his job. 
Some business men think, with good 
reason, that management problems are 
essentially all personnel problems. 

“Getting along with people” is com. 
monly taught in so-called human rela- 
tions courses by the “case method of 
instruction.” “Cases” are stories. They 
deal with actual situations in actual 
businesses, mostly compiled by a staff 
set up for the purpose by the Gradu- 
ate School of Business at Harvard Uni- 
versity. 

Typical Case 


Most cases of this sort are too long 
for presentation herein, but repro- 
duced in the accompanying history isa 
short one that will show the type of 
problem and approach used: 

A typical “case” reviewed by the 
OHI of Washington's management 
seminar in its consideration of hw 
man relations in business: 

“The Dashman Company was « 
large concern making many types 
of equipment for the armed forces 
of the United States. It had over 
20 plants, located in the central part 
of the country, whose purchasing 
procedures had never been com 
pletely coordinated. In fact, the 
head office of the company had ew 
couraged each of the plant man 
agers to operate with their staffs 4 
separate independent units in most 
matters. Late in 1940, when it began 
to appear that the company would 
face increasing difficulty in secur 
ing certain essential raw materials 
Mr. Manson, the company’s presi 
dent, appointed an experienced 
purchasing executive, Mr. Post, # 
Vice President in charge of pu 
chasing, a position especially cre 
ated for him. Mr. Manson gave Mr. 
Post wide latitude in organizing his 
job, and he assigned Mr. Larson # 
Mr. Post’s assistant. Mr. Larson 
had served the company in 4% 
riety of capacities for many yea", 
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and knew most of the plant execu- 
tives personally. 

“One of Mr. Post's first decisions 
was to begin immediately to cen- 
tralize the company’s purchasing 
procedure. As a first step he decided 
that he would require each of the 
executives who handled purchasing 
in the individual plants to clear with 
the head office all purchase con- 
tracts which they made in excess of 
$10,000. He felt that if the head 
office was to do any coordinating in 
away that would be helpful to each 
plant and to the company as a 
whole, he must be notified that the 
contracts were being prepared at 
least a week before they were to be 
signed. He talked his proposal over 
with Mr. Manson, who presented 
it to his board of directors. They 
approved the plan. 

“Although the company made 
purchases throughout the year, the 
beginning of its peak buying season 
was only three weeks away at the 
time this new plan was adopted. 
Mr. Post prepared a letter to be 
sent to the 20 purchasing executives 
of the company. The letter follows: 


Dear - 
The board of directors of 


OHI classes were held in the Liberal Arts part of the University campus. 
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our company has recently au- 
thorized a change in our pur- 
chasing procedures. Here- 
after, each of the purchasing 
executives in the several 
plants of the company will 
notify the vice-president in 
charge of purchasing of all 
contracts in excess of $10,000 
which they are negotiating at 
least a week in advance of 
the date on which they are 
to be signed. 

I am sure that you will un- 
derstand that this step is nec- 
essary to coordinate the pur- 
chasing requirements of the 
company in these times when 
we are facing increasing dif- 
ficulty in securing essential 
supplies. This procedure 
should give us in the central 
office the information we 
need to see that each plant se- 
cures the optimum supply of 
materials. In this way the in- 
terests of each plant and of 
the company as awhole will 
best be served. 

Yours very truly, 


“Mr. Post showed the letter to 
Mr. Larson and invited his com- 


/ 








ments. Mr. Larson thought the let- 
ter an excellent one but suggested 
that, since Mr. Post had not met 
more than a few of the purchasing 
executives, he might like to visit all 
of them and take the matter up 
with each of them personally. Mr. 
Post dismissed the idea at once be- 
cause, as he said, he had so many 
things to do at the head office that 
he could not get away for a trip. 
Consequently, he had the letters 
sent out over his signatures. 
“During the two following 
weeks replies came in from all ex- 
cept a few plants. Although a few 
executives wrote at greater length, 
the following reply was typical: 


Dear Mr. Post: 

Your recent communica- 
tion in regard to notifying 
the head office a week in ad- 
vance of our intention to sign 
contracts has been received. 
This suggestion seems a most 
practical one. We want to as- 
sure you that you can count 
on our cooperation. 

Yours very truly, 


“During the next six weeks the 
head office received no notices from 












































any plant that contracts were be- 
ing negotiated. Executives in other 
departments who made frequent 
trips to the plants reported that the 
plants were busy, and the usual 
routines for that time of year were 
being followed.” 


Do you get the idea? Can you see 
some of Mr. Post’s problems? Would 
you like to discuss them with other 
business men under the direction of an 
expert in personnel management? 
This is the sort of thing that is taught 
in a human relations course. 

The idea in the first session was to 
give the students a general basic intro- 
duction to accounting. The second ses- 
sion was devoted to reports by 12 
committees appointed from the class 
on areas needing management atten- 
tion in each of 12 companies, as indi- 
cating by the OHI's cost reporting serv- 
ice for the year ended June 30, 1954. 
TABLES | and 2 have been abstracted 
from that report. Other tables showed 
details of selling expense, delivery ex- 
pense, administrative expense, etc., 
forcefully bringing out how much can 
be learned from adequate cost accounts 


when they are presented with some 
kind of a standard of comparison. 

In the third meeting of the cost and 
finance class, attention was turned to 
the relationships between volume of 
business done, and revenues produced 
and the cost thereof, in the fueloil 
business. Here the students discussed 
the difference between fixed and vari- 
able cost—those that are relatively un- 
changing from year to year, and those 
which go up and down with volume. 

The principal cost characteristic of 
the fueloil business is the high per- 
centage of variable costs. The “break- 
even point” was defined and it was de- 
termined how to compute it for a par- 
ticular company. Then the average 
dealer in the OHI cost study was ana- 
lyzed in detail. Here are some figures 
about the average dealer. 

His annual volume is 3,100,000 gal- 
lons. His average sales price is $15.55 
a hundred gallons, so his total 


BRIER ACE ~ 0.5. x's 'soerw'Aledceaheren $482,050 


His variable expenses were 
POIRIER OUINE: oo ao oeee bxede $416,640 


Fixed expenses totaled ....... 37,510 

DOt TABONERS sx cin cence $454,150 
Net Operating Profit 

@ $.90 a hundred gallons .. $ 27,900 


TABLE 1 
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From this information we can com- 
pute that his break-even point is 1, 
800,000 gallons. That is the point at 
which the margin over his variable ex- 
penses ($2.11 a hundred gallons) jg 
exactly equal in dollars to his fixed 
expenses—$37,510. 

Now we examine into the effects 
of price reductions and price increases, 
The class analysis developed the fol- 
lowing requirements: 


To make present profit Gals. 
@ V¢ price decrease ..... 4,100,000 
@ reget WIC oe erclévers 53 3,100,000 
@ '¢ price increase ...... 2.500,000 

To break even 
@ VY¢ price decrease ..... 2,330,000 
@ present price .......... 1,800,000 
@ ¢ price increase ...... 1.400,000 


This further illustrtaes how a busi- 
nessman can use accounting data, and 
the kind of data his accountants should 
be providing him. 


Marketing and public Relations 
The backbone of Professor Miller's 


course was discussion of a survey of 
the Seattle fueloil market which he 
conducted especially for this seminar, 
supplemented by data from an over’ 


Operating Ratios—Year Ended June 30, 1954* 


Average* 1 p2 3 4 5 6 8 9 10 ll 12 
8 ORES eee ee 100% 100% 100% 100% 100% 100% 100% 100% 100% 100% 100% 100% 100% 
Cost of goods sold ..... 714% =«277 70 73 69 69 73 74 70 71 73 72 69 
GrO88 MEANPIN: os esses 284 23 30 27 31 31 BS 26 30 29 27 28 31 
Expenses 
Selling @ ‘Delivery ... 144% 11% 17 10 13 13 8 12 16 164%, 14% «15 16 
Administrative ...... 8 6 11 11 9 10 10 8 84 8 11 7 
ig ss sie 23 114 28 21 22 23 18 20 24 25 a a 
Operating Profit or Loss} 54 5 3 6 9 8 9 6 4 4, 2 8 
TABLE 2 
Condensed Statement of Profit and Loss, 1953-54 
(Dollars per 100 gallons) 
Net Sales 
a ee 17.25 17.00 17.20 a. Ra” Fees ie ~« Sa 1790 vx 49.20. 3m 
POE MON ois sia 14.90 14.50 15.10 1480 15.10 14.85 15.90 14.75 1480 15.15 14.80 14.90 15.00 
PMN ora cep sero slog sow 15.55 15.47 16.10 14.80 16.35 16.00 15.90 14.75 15.30 15.90 14.80 15.00 16.00 
Cost of goods sold 
Stove Oil .... dsiae > PAS: 12490. VTS os Sie, 29550 ae re 1140: “EATS ra 11.80 11.60 
Diesel Oil ....:3,.;- 10.80 11.50 11.00 10.90 10.90 10.70 11.55 10.85 10.65 11.00 10.80 10.80 10.70 
Tol ....:cbase. 11.05 11.89 11.25 1090 11.30 11.10 11.55 10.85. 10.75 11.20 10.80 11.10 11.05 
Gross Margin 
Stove Oil... s5Nes%' 5.50 4.50 5.45 ats ya e315 “e 5.95 5.95 es 5.40 5.95 
Diese. O88 ooo Sis es 4.10 3.00 4.10 3.90 4.20 4.15 4.35 4.15 4.15 4.00 4.10 4.30 
Tl so sec sites... 4.50 3.58 485 3.90 5.05 490 4.35 455 4.10 4.00 3.90 49% 
Expenses 
Selling & Delivery .... 215 iW fv) 2.70 1.50 2.20 2.05 1.30 2.40 2.65 2:45 2.10 2.50 
Administrative, ,...... tas iSO SS iS 601.88 3s 48 1S 1.90 ee 
Total ...cueveti., 3.60 2.70 4.50 3.05 3.65 365 2.95 3.65 4.00 3.30 3.60 3.65 
Operating Profit/r Losst .90 88 35 .90 1.40 125 1.40 .90 .70 .70 30 (1.30 
Total gallons (x000) .... 3100 1800 1900 1500 1700 3000 2900 3100 3100 3400 6800 9500 11100 


*Note: The average above is the median of 15 dealers actually reporting for the period indicated; alsé the individual dealers data 
are actual, although they have been selected, renumbered and disguised for classroom purposes. : e 
fOperating Profit or Loss is before income taxes, interest, and nonoperating items; adjustment has been made for owners salaries 


in unincorporated businesses. 
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yevey conducted annually 
le Times. 
No. 1 was this: “What 


kind of fugl do you use for heating?” 
The answerg: 
= Seattle Times This 
Survey Survey* 
Oil 83.8% 88.0% 
Wood & Coal | 7.0 
Gas 4.1 3.0 
2.6 2.6 


Electricity 


*One home uses sawdust. 


The following questions with their 
answers followed in rapid succession: 

How long have you used oil heat? 

How long have you bought from 
your present company? 


From how many companies have you 
bought oil in Seattle? 

What caused you to buy from this 
company the first time? (i.e., outside 
salesmen, price-cutting, trading stamps, 
telephone selling, budget payment, ad- 
vertising, welcome wagon, good will, 
etc.) 

Why did you change companies? 

Please name the specific acts of any 
fueloil dealer that you do not like. 

While 39 persons (14%) commend 
the “pleasant courteous responsible” 
service received—most of which per- 
haps is engendered by the truck driv- 
er—another 31 (11.5%) are unhappy 
about driver service. 

Other questions were: 

What services would you like to re- 
ceive from your fueloil dealer that you 
do not now get? 

What fueloil dealers’ advertising 
have you seen or heard? Where? 

Then next came: 

What price do you now pay for 
fueloil? 

Professor Miller’s next section was 
headed, ““Competition—let’s face it ra- 
tionally.” He referred to Professor 
Kolde’s study of the area’s energy base 
in the following terms: 

“E. J. Kolde says, ‘With natural 
gas available, the distribution of re- 
gional consumption should approach 
the national pattern: 


Washington 
State uy. S. 
: Pattern Pattern 
Residential 60% 33% 
mmercial 36 10 
Industrial 6 53 


How might this affect your fueloil 
business, if it comes true?” 


Now moviny over into tne area of 
good public relations, here are some 
points that Professor Miller raised for 
discussion. What do you think of 
them? 

Do you agree with the public rela- 
tions expert who says: 

(a) “The more standard the mer- 
chandise, the more likely the personal- 
ity of the personnel is to determine 
where the purchase will be made?’ 
Why? 

(b) “Although advertising . . . can 
contribute to good public relations for 
a retail organization, a far greater con- 
tribution can be made by friendly and 
competent personnel?’ 

(c) “Your personnel is more impor- 
tant than your product?’ 

(d) ‘One “sour-puss” employee can 
destroy or offset all of the good will 
created by advertising, public relations, 
and a good product?’ 

(ec) “Some time ago, an executive 
of a big Chicago utility made an ex- 
tensive investigation to find out what 
their customers thought of the com- 
pany, and why. He reported the fol- 
lowing: 

“In our investigation it was found 
that the impression left by personal 
contact with employees was twice as 
strong as all other factors combined 
in determining the customers’ opinion 
of our service. In other words, the 
impression left by contact with meter 
readers, collectors, fitters, telephone 
clerks, correspondents, counter clerks, 
receivers, and so on, was twice as im- 
portant as the promptness, dependa- 
bility, efficiency and all-around phys- 





ical quality of the service itself. Per- 
sonal impressions made by employees 
outweighed in the customer’s mind the 
quality of the service itself.” 

Professor Miller concluded with 
some study material and discussion of 
communications—business letters and 
also telephone communication. 

ee 

It seems to me in talking to the 
students and the faculty during and 
outside of classes, having lunch with 
them, attending their banquet, and 
talking to some of them later, that their 
reactions were uniformly most favor- 
able. I understand that there is every 
intention of conducting another and a 
longer program next year. The stu- 
dents had no doubt that the faculty 
had outlined a full three days of work 
for them and the faculty was im- 
pressed with how well the students 
covered the work that had been laid 
out. 

The more one reflects on it, the more 
he realizes that a mature and experi- 
enced man can get a great deal more 
out of a college education than a kid 
can, and that he can get a great deal of 
college packed into relatively short pe- 
riods of time if he will put his full 
attention to it. Experience with this 
Oil Heat Management Seminar con- 
firms the experience we have had with 


businessmen generally in programs of 
this type, and the experience that is 
reported from around the country. 

This is a worthwhile development 
for trade association and university 
both, and the oil heat industry is no 
exception to the rule. 





Men's Residence Hall, University of Washington, where OHI students lived. 








New England's 


"flexible" 
Pipeline 


line FRONT COVER ILLUSTRATION 
this month shows one of Merril] 
Transport Company’s International. 
powered fueloil tank trailers taking on 
a load at Portland, Me. As such it is 
symbolic of the “flexible” pipeline 
maintained in Maine and New Hamp- 
shire by this and other trucks in the 
fleet. 

Paul Merrill is the guiding hand be- 
hind this phase of his business, the 
largest of seven enterprises adminis. 
tered from headquarters at 1037 For- 
est Ave., Portland. Merrill Transport 
is one of New England's chief petro- 
leum carriers, utilizing a fleet of 98 
International tractors and 120 tank 
trailers, whose average capacity is 4, 
600 gallons. Reputed to be the largest 
fueloil hauler in the area, Merrill’s 
trucks move more than 100 million gal- 
lons a year. Fueloil, as a matter of fact, 
accounts for approximately 85% of 
the firm’s petroleum products hauling 
volume. 

Some of the larger fueloil accounts 
are industrial plants, such as paper 
mills. To these as many as 45,000 gal- 
lons of fueloil may be delivered in a 
single day. 

Merrill was born at Sunrise Acres 
Farm, Cumberland Center, Maine. 
There, with high school graduation a 
year away, he raised $150 to purchase 
a secondhand truck. He used it to haul 
wood, baled hay and “anything they 
wanted trucked” after school hours. 
With formal schooling completed in 
1931, young Merrill continued his in 
terest in truck transportation by 
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founding a common freight run— 
“Merrill’s Express’—to serve four 
towns in the neighborhood. 


Four years later Merrill sold his first 
business, moved to Portland and took 
over a small concern with statewide 
operating rights. Growth was gradual 
but firm and by 1940 he had decided 
to specialize in the hauling of petro- 
leum products. In years that followed 
Merrill Transport expanded to its cur- 
rent status. 

If there’s a secret to Merrill's suc- 
cess it perhaps can be attributed to 
what has been called his “T” forma- 
tion, blending his knowledge of trucks 
with liberal amounts of tact, an effec- 
tive combination which has put him in 
the forefront and keeps him there. 

The accompanying photographs 
highlight some of the routine operating 
and maintenance procedures practiced 
by Merrill. On the facing page he lit- 
erally “keeps a line” on his tank trucks, 
beginning with the truck washing op- 
eration, which contributes so much to 
maintaining his truck’s “new look,” 
going on to the mileage checks of truck 
engines shown in the scene alongside 
Merrill. 

Along the bottom of the page, from 
left to right, are shown one of the rigid 
maintenance steps which keep the 
trucks in top running order, 2,000- 
mile lubrication schedule followed for 
all Internations and an indication of 
the major emphasis placed on wheel 
balancing. 

Incidentally, these and other photo- 
graphs were used recently in a profile 
of Merrill, in which the oil distribu- 
tion phase of his business was empha- 
sized. The profile was published in In- 


ternational Trail, magazine of the In- 
ternational Harvester Co. “ae 

The other pictures reproduce the in- 
terior of Merrill’s truck dispatching 
office and show drivers, who are hired 
personally by Merrill, filling in some 
of their daily reports. Then there’s a 
view of Sunrise Acres Farm with one 
of the International tractors which fig- 
ure importantly in the operation of 
this farm business operation. 

The farm produces a tidy income in 
the sale of Hereford cattle and Duroc 
Jersey hogs and is one of the other en- 
terprises run by Merrill. There’s also 
Norway Laundry, Inc., Norway, Me., 
founded in 1946 on capital borrowed 
from Merrill and bankrupt six months 
later, now a thriving member of his 
business structure. And, Maine Lum- 
ber Co., Inc., Portland, is Merrill- 
owned and handles as many as 11 mil- 
lion board feet of lumber annually in 
wholesale buying and selling. 

Merrill also owns Pemco Mfg. Co., 
Portland, which builds furniture for 


consumers along the Atlantic Sea- 
board. Next, there’s Commercial Leas- 
ing, Inc., formed in 1949 in the face 
of a great demand for leasing trucks 
required for heavy hauling jobs. 

Finally, Cook & Co., Inc., is the 
seventh enterprise under the Merrill 
aegis. The firm sells transit-mixed con- 
crete and, strangely enough, acquisi- 
tion of this last of several businesses 
rescued from bankruptcy, ties in di- 
rectly with his fueloil transport opera- 
tion. 

Down-time Merrill Transport 
would experience normally each sum- 
mer with seasonal slackening of north- 
ern New England’s fueloil demands 
simply doesn’t exist. Employees of the 
transport company just change uni- 
forms after the heating season ends and 
haul concrete in Cook’s red.and green 
Internationals. : 


It’s not surprising then to realize 
that the name “Merrill” is virtually'a; 
household term, which Maine citizens 
associate with successful business. 
































OILHEATING MARKET REPORTS* 





New York City Market 


1 fend YORK CITY, with its five contiguous 
boroughs of Bronx, Manhattan, 
Brooklyn, Queens and Richmond, is the 
principal oilheating market of the world. 
Occupying less than 1% of the total area 
of the state, its population of 8,050,000 
represents 53.6% of the entire state. 

In 1950 the total number of occupied 
dwelling units in the five boroughs was 
2,357,919, with one- and two-family homes 
comprising only 647,327 units of this total. 
The figure for one- and two-family units 
in the five boroughs, from the 1953 
N.Y.C. Market Analysis, is 676,638, an 
increase of 29,311. 

Considered from the standpoint of homes 
—single, detached dwelling units—the 
number becomes even smaller. There are 
a total of 183,362 such homes in groups 
costing from $7,500 to $14,999 and those 
costing $15,000 and over, divided: Bronx, 
11.759; Brooklyn, 44,884; Manhattan, 
1,109; Queens, 111,760 and Richmond, 
14,120. Current building activity is mostly 
in the $15,000 medium-class, confined pri- 
marily to Brooklyn and Queens. 

Because of a wide disparity between 
Census figures for total dwelling units, 
which include a misleading proportion of 
multiple dwellings served by but one heat- 
ing plant, it is dificult to compile figures 
for heating plant installations according to 
fuels. It is estimated that of the 647,327 
one- and two-family homes listed, about 
612,565 are centrally-heated. In 1950 there 
were probably only 250,000 domestic type 
oilburners in use and of this total at least 
10% represented small commercial installa- 
tions, including small apartments. 


Competitive Fuels 


By the end of 1954 there were an esti- 
mated 687,700 one- and two-family homes 
in the five boroughs, of which 665,771 
were centrally-heated. In the five years since 
the 1950 Census, an approximate quarter- 
of-a-million or 251,059 residential and 
small commercial burners were installed— 
25,357 of them in the small commercial 
- apartment house category using No. 2 
oil. 

Thus, oilheating installations at the end 
of 1954 were estimated to total 501,059— 
450,452 in residences, 50,607 commercial 
jobs. Oilheating users now represent 37.9% 
of the total in the state and 6.6% of the 
mational total. 

In 1950 there were believed to be 163.- 
105 gas burners using manufactured gas 
in one- and two-family houses, with an 
additional 3,000 at most in the small com- 
mércial “<classification. Since then, about 
33,400 gas installations have been made, 
bringing to 199,505 the total of gas heat- 
ing installations in both classes. 

Natural gas was introduced to parts of 
the area in the spring of 1952 and in that 
year approximately 3,500 jobs were sold. 
In 1953 there were 10.000 and in 1954 
15,200 residential installations were made, 
short of the utilities’ goal of 20,000 for 
1954. The 1955 goal is 30,000. 

Total coal heated homes—excluding 
small commercial establishments—in 1950 
were approximately 221,477, but this fuel 
has lost most of its residential and small 
commercial market so that at the end of 
1954 there were only an estimated 22,614 
coal installations remaining. 


*Copyright 1955. Oilheating Market 
Reports, 270 Park Ave., New York, N. Y. 
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Anthracite for hand-firing costs an aver- 
age of $21.50 per ton, figuring out to 8.6¢ 
per therm on the basis of 12,500 Btu/Ib. 
—149% less than the cost of oil. 


In Brooklyn and Queens gas for house 
heating is sold by the Brooklyn Union Gas 
Co., Kings County Lighting Co. and the 
Brooklyn Borough Gas Co. All furnish gas 
service only. The lowest bracket in Brook- 
lyn Union’s step-down rate sells gas for 
house heating at 11.8¢ per therm, when 
gas is used also for cooking, water heating 
or other needs (over 5,000 cf). Where 
gas is used only for heating, its cost is 
14.9¢ per therm. 


Consolidated Edison provides gas and 
electric service in Manhattan and the Bronx 
at a cost of 15.7¢ per therm for all usage 
over 5,100 cf, 49% more than oil. 


On Staten Island gas service is furnished 
by the New York and Richmond Gas and 
Electric Co., where the lowest bracket rate 
for house heating is 14.5¢ per therm. In 
Brooklyn, Kings County Lighting charges 
an equivalent of 14.5¢ per therm and 
Brooklyn Borough, an equivalent of 19.9¢ 
per therm; these costs are 45%, 45% and 
59% more, respectively, than oil on a Btu 
basis. 

No. 2 fueloil at the winter rate of 14¢ 
per gallon costs 10¢ per therm. 


Fueloil Distribution 


Average overall consumption of No. 2 
fueloil in residences and small commercial 
establishments is 2,191 gals., for an indi- 
cated total consumption of 1,097,682,072 
gals. (26,135,000 bbls.). About 17% of 
this is sold direct to the consumer by inte- 
grated oil companies, another 13% by in- 
dependent terminal operators and 70% by 
independent marketers. 

About two-thirds of the gallonage is 
brought into the market by integrated com- 
panies, while a high percentage of inde- 
pendent marketers (77%) buy “under the 
fill.” About 80% of customers’ tanks are 
kept filled automatically, about 74% of 
the tanks are VENTALARM equipped and 
approximately 13% of the customers use 
budget plans. A very small percentage, only 
5%, of the fueloil distributors handle gaso- 
line and only 11% sell coal, in addition to 
heating oil. However, 78% of these com- 
panies sell oilburners. 


Market Concentration 


Nearly half of the retail No. 2 fueloil 
gallonage is sold by 643 smaller companies 
—one- or two-truck operators—who com- 
prise 80% of all the independent market- 
ing companies. A complete count of trucks 
operated by 807 companies serving the five 
boroughs shows delivery fleet size as indi- 
cated in the table. 

The oil marketers are the principal fac- 








tors in the sale and installation of oilheat. 
ing equipment, handling 78% of the vol- 
ume in this field. Coincidentally the figure 
of 78% also represents their share of al] 
burners sold. Plumbing and heating com- 
panies sold 13% and specialized burner 
companies accounted for the remaining 9% 
of oilburner sales. 


Oilheating Service 


In 1954 about 82% of the oilburner 
service load was handled by oil companies, 
while plumbing and heating companies did 
about 8% and burner service companies, 
10%. Then 45% of the burners are cov- 
ered by service contracts and another 24% 
undergo an annual clean-up and overhaul. 


Median cost for service contracts in- 
cluding parts is $21.04; without parts 
$13.36 and annual clean-up, not covered by 
contract, $8.14. Service calls not included 
under contracts are billed at a minimum 
charge rate of $3.87 by the fueloil market- 
ers and at $4.40 by those companies who 
do not market fueloil. 


Advertising Promotion 


The integrated companies have done a 
moderate degree of fueloil advertising over 
their individual company signatures and 
nearly a quarter of the independent mar- 
keters have conducted some sort of oilheat- 
ing promotional activity through the usual 
media channels, spending an average of 
$1.80 per account. Where they budgeted 
this on sales income, the share was 2.4%. 


In 1954, sparked by the energetic leader- 
ship of Fred Heaney, president of New 
York Oil Heating Association, $38,000 was 
raised among local industry men, princi- 
pally from the independent marketer seg: 
ment, for oilheating promotion. While 12% 
of the total number of retail fueloil dealers 
subscribed, 82% of the independent mem- 
ber companies in the association partici- 
pated and they represented 80% of all 
light oil sold in the area. Contributions 
were on the basis of 1/10 of a mill per 
gallon ($100 per million gallons), billed 
on a monthly basis by supplying terminals. 


For 1955 a total expenditure of $250, 
000 is planned, probably to be scheduled 
to cover the 1955-56 heating season. Justi 
fication for the expanded program is based 
on the results achieved through the 1954 
efforts and anticipated increased support 
from a growing number of independent 
marketers as they become aware of these 
results. The target goal of $250,000 does 
not seem too far afield in the light of in- 
creased budgets set up by the gas utilities 
to promote gas for house heating. 

Also the formative Oil Heat Council of 
New York—a proposed co-operative group 
to include New York City, Long Island, 
Staten Island, Bronx, Westchester and New 
Jersey oil heating associations—is intended 
to allow pooling of a portion of the pro- 
motional funds raised by each group. This 
would enable a more efficient utilization of 
the large and expensive New York news 
paper media. 


Number Percent Percent 
Trucks Per of of All Total of All 
Company Companies Companies Trucks Trucks 
20 or more 2 1% 40 2% 
10 to 19 18 2 209 12 
6 to 9 51 6 315 18 
3 to 5 93 11 358 20 
1 or 2 643 80 849 48 
Totals 807 100% 1,171 100% 
September 


1955 
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OILHEATING MARKET REPORTS* 


Duluth, Minn. 


HE DULUTH MARKET as covered in this 
ces includes the city of Duluth, 
Mian., the smaller adjoining city of Su- 
perior, Wisconsin, and a suburban exten- 
sion into St. Louis County, Minn., and 
Douglas County, Wis., forming in all about 
a 30-mile square. The ren at the 
start of this year was about 220,000, di- 
vided roughly into 105,000 in Duluth, 36,- 
000 in Superior, and 79,000 suburban. The 
population has been more or less static with 
little change since the 1950 census. 

A lot of coal comes into Duluth by water, 
more or less as ballast in the returning 
freighters, and this has kept coal as a fuel 
somewhat more popular than would other- 
wise be expected. 


Competitive Fuels 


At the time of the 1945 OPA rations there 
were 2,871 oilburners in centrally-heated 
homes in the two complete counties, which 
is a little larger than the market area that 
we studied. 

The 1950 Census of Housing gave us 
this table: 


Centrally- 
heated 
Dwelling St. LouisCo., Douglas Co., 
Units Minnesota Wisconsin 
Burning coal 25,490 5,800 
Gas 2,860 410 
Oil 7,025 825 
Other 4,795 325 
Total 40,170 7,360 


About 85% of these dwelling units were 
one- and two-family homes, so in the com- 
bined markets we had 6,660 oilheated resi- 
dences and 2,674 gas heated. 

At the start of 1955 the number of oil- 
heating users burning No. 2 oil in the 30- 
mile square of the market was approxi- 
mately 16,941. Gas has stood still or per- 
haps declined in the five years. The local 
oil men estimate fewer than 2,000 gas heat- 
ing customers this year, but they may be 
low. The utility is not looking for new 
business at the moment because its gas- 
producing capacity is loaded and there is 
considerable uncertainty over the best fu- 
ture course. 

Coal is getting about 20% of the new 
home business and oil 80%. So in the five 
recent years coal has gained about 300 new 
homes and lost through conversions to oil 
perhaps 8,000. Thus the present line-up 

etween the principal fuels in residences is: 
Coal 18,000; oil 16,941 and gas 2,000. 


Fuel Costs 


The cost of coal here is in the $20 range 
for good quality Western Penna. and West 
Virginia fuels running 13,500 Btu to the 
pound. This figures 7.4¢ a therm of 100,- 

Btu. Some anthracite is burned in the 
area and at $27.55 for hand-fired sizes and 

18.25 for stoker varieties its equivalent is 
11.0¢ and 7.3¢, respectively, per therm. 
€ gas utility here is owned and oper- 
ated by the municipality and is called the 
Water & Gas Dept., City of Duluth. It 
supplies a straight manufactured gas of 530 
tu per cu. ft. and sells it for house-heat- 
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ing at 54¢ per mcf, plus 75¢ a month serv- 
ice charge. This is only 10.2¢ a therm, plus 
the service charge, which would be a hard 
rate to fight if they wanted business. 

No. 2 fueloil is selling at 15.1¢ a gal- 
lon, or 10.8¢ a therm, the highest priced 
popular fuel in the market but still the one 
making the greatest headway. 


Fueloil Distribution 


In 1954 the official state government 
statistics show that 23,776,648 gallons of 
“furnace oil,” substantially No. 2, were 
brought into the Duluth market. This does 
not include shipments consigned to rail- 
roads or direct to industry. It does include 
12 small operators with less than a hun- 
dred thousand gallons each and to whom 
fueloil selling must be a small sideline. The 
17 companies regularly considered as fuel- 
oil distributors, made up of 11 independ- 
ents and six majors, accounted for 22,- 
887,009 gallons. 

The 1954-55 heating season was 5.3% 
warmer than normal so a little more than a 
million gallons should be added to those 
figures for a weather adjustment. 

Last Winter the 16,941 furnace oil users 
burned on the average 1,351 gallons ac- 
cording to the experience of the group of 
oil men who helped with this study. If it 
had been a normal season, weather-wise, 
they would have averaged 1,427 gallons. 

It is always a surprise to find in these 
northern cities such small average consump- 
tion. Duluth has 9,000 degree-days, com- 
pared with New York’s 5,200 yet its aver- 
age oil consumption is much lower. Of 
course up there they build their homes like 
thermos bottles with insulation. Then one 
of the Duluth oil men mentioned that when 
it stays cold they have less wind and more 
sun. 

In the opinion of the ‘Duluth oil men, 
about 59% of the heating oil coming in 
is brought by major companies and 41% 
by independent suppliers. Minnesota, lo- 
cated near the Dakota and Canadian oil 
fields has several modern refineries run by 
independents and they are active sellers 
around Duluth. 

At the retail level the major companies 
sell 30% of the market's total direct to the 
consumer, which means that the inde- 
pendent fueloil distributors have 70%. 
This is above the national average for ma- 
jors, but not uncommon in Midwestern 
states. 

Virtually all of the oil men in the area 
have their own bulk plants, yet there are 
a handful, perhaps 3% in number, who 
load their trucks at another company’s 
plant . . . and they do about 1% of the 
total gallonage. Basically, however, it’s an 
area that owns its bulk plants. 

Delivery refinements are somewhat be- 
hind the average, with only 64% of the 
customers getting automatic fills without 
ordering. Then only 15% of customers 
have their tanks fitted with fill signals to 
make things fully automatic. 

Monthly budget payment plans, though, 
are above average in number at 23% of 
customers, which is all to the good. 


Market Concentration 


Among the 17 companies that have vir- 
tually all of the business here, and this in- 
cludes six majors, the average has 3.6 trucks 
on fueloil: 


1 Company has 8 trucks. 

3 Companies have 6 trucks. 
2 Companies have 4 trucks. 
7 Companies have 3 trucks. 
2 Companies have 2 trucks. 
2 Companies have 1 truck. 


Their average deliveries per truck last 
season were 380,000 gallons, somewhat be- 
low the customary figure, but they have 
deep snow. 

ne very important point that differen- 
tiates this market from others we have 
studied is that gasoline exerts a strong in- 
fluence on fueloil in Duluth-Superior. 
Among the 17 companies that we have been 
considering, only two sell fueloil exclusive- 
ly. Only four others sell more fueloil than 
they do gasoline. This is more the style of 
the “jobber” market rather than the “fuel- 
oil distributor” market. 

So we find that 88% sell gasoline in ad- 
dition to fueloil. Only 8% sell coal and 
12% sell oilburners. 


Oilheating Equipment Sales 


In the opinion of Duluth oil men about 
20% of the oilburners are being sold by 
them today, while 52% are sold by general 
plumbing or furnace dealers and 28% by 
oilheating specialists who feature burner 
service. Burner selling by oil men is on the 
rise, however, said 17 of the 26 key oil 
men consulted. 


Burner Service Activity 


Oil men look after 25% of the burner 
service and this, too, is on the upgrade. 
Heating men do 40% and service specialty 
companies the remaining 35%. 

About 21% of the homes in this area 
get service under annual fixed-price con- 
tracts. Those including replacement of parts 
cost $22; those without parts come at $13. 
A yearly clean-up and tune-up job with- 
out a contract also costs $13. They must 
have been thinking of about the same op- 
eration to arrive at the same average cost. 
In any event, their contract prices are low. 
Individual call charges are higher than av- 
erage, running $4.95 as a minimum from 
oil companies and $5.79 for the heating 
company average minimum. 


Advertising Promotion 


Major oil companies have done an aver- 
age job here of advertising fueloil and oil- 
heating under their brands, think most of 
the men. They all agree, though, that not 
more than 20% of the emphasis is aimed 
at getting a new user for oil. 

Five of the 11 independent marketers 
have done a strong private advertising job. 
They spend on fueloil about $1.50 an ac- 
count, or some say an average of 1.9% of 
gross sales for advertising. 

This market is off to a fine start. In 1954 
a committee headed by John Bero raised 
$9,500 from the independent oil men only 
and spent it on an exceptionally good bill- 
board program. They had 18 boards, full 
24-sheet size, and seven of them illumi- 
nated, going throughout the year. They 
employed 11 copy themes. 

For 1955 the same amount was pledged 
and at mid-July some $4,000 had been 
spent. This year some of the fund is going 
into newspapers. 

The basis of contributions to the pro- 
gram is 1/20¢ per gallon as disclosed by 
the state’s inshipment figures, or $500 a 
million gallons. 

The oil men know that natural gas will 
get there one day ... . they're fighting a 
delaying action and quite effectively. 
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Range Oil Sales 
By Grades and States 
(Thousands of 42-gallon Barrels) 


NEW ENGLAND STATES 





Kero- No.1 Total 
sene Fuel 1954 1953 
Mass. 10,938 672 11,610 12,107 
Conn. 4,625 232 4,857 4,795 
R. Island 2,439 92 2531. -25362 
Maine 2,956 218 3,174 3005 
N. Hamp. 1,350 82 1,432 1,360 
Vermont 569 42 611 582 
22,877 1,338 24,215 24,411 

MIDDLE ATLANTIC STATES 

Kero- No.1 Total 
sene Fuel 1954 1953 
N. York 7,933 533 8,466 8,467 
N. Jersey 3.782 289 4,071 4,140 
Penna. 2,288 245 2,533 2,469 
Maryland 1,493 56 »=6.1,549 1,401 
Delaware 481 13 494 503 
D. of C. 187 11 198 205 


Illinois 
Michigan 
Wisc. 
Indiana 
Minn. 
Missouri 
Iowa 
Ohio 
Nebraska 
S. Dak. 
Kansas 


N. Dak. 


Colorado 
Montana 
N. Mex. 
Calif. 
Idaho 
Wyo. 
Utah 
Orevon 
Wash. 
Arizona 


Nevada 


N. Caro. 
Texas 

S. Caro. 
Georgia 
Virginia 
Florida 
Tenn. 
Arkansas 
Okla. 
Louisiana 
Alabama 
Kentucky 
M'ss. 

W. Va. 


16,164 1,147 


17,311 17,185 


MIDWESTERN STATES 


Kero- No.1 
sene Fuel 
3,383 2.858 
3.644 2,573 
1,689 1,437 
2,392 873 
1,691 939 
1.650 7156 
1,705 573 
1,619 590 

761 177 

598 131 

723 170 

683 33 


Total 
1954 1953 
6241 6.160 
6.217 9,516 
3.126 3,069 
3.225 3,138 
2.630 2.510 
2,406 2.245 
2278: 23276 
2,209 

938 852 
729 737 
893 880 
716 701 





20,498 11,110 


31,608 30,223 


WESTERN STATES 








Kero- No.1 Total 
sene Fuel 1954 1953 
205 114 319 346 
172 120 292 294 
178 5 193 193 
83 ws 83 71 
28 60 88 72 
77 10 87 90 
12 32 44 41 
7 7 6 
12 12 5 
8 8 9 
s 2 l 
784 351 £435..°1,128 

SOUTHERN STATES 

Kero- No.1 Total 
sene Fuel 1954 1953 
7.922 257 S79: 7.512 
1,603 360 1,963 2.205 
3,263 71 3,334 3.234 
1,895 86 1.981 1,836 
2,326 83 2,409 2,119 
1.823 ! hy f 1,900 1.672 
1,661 71 1,732: 1615 
il 79 830 876 
673 90 763 852 
605 70 675 664 
901 33 934 936 
736 342 1,078 1,073 
518 12 530 533 
224 224 199 
24,901 1,631 26,532 25,326 

TOTAL UNITED STATES 

Kero- No.1 Total 

sene Fuel 1954 1953 


Total 85,224 15,577 100,801 98,273 
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1954 heating oil Sales listed 
by U.S. Bureau of Mines Report 


Sus of fueloil and kerosene in 
1954 have been published in Min- 
eral Market Report No. NMS 2412 
by the Bureau of Mines of the U. S. 
Department of the Interior. 


The market for distillate fueloils in 
1954 continued the upward trend of 
recent years, the report states, while 
sales of residual fueloils showed a de- 
cline and those for kerosene only a 
slight gain. The survey, compiled by 
the Branch of Petroleum Economics, 
Bureau of Mines, tabulates sales of 
distillate grades of fueloil to show an 
8% increase in 1954, compared with a 
2% gain in 1953. 


Residual down 8% 


On the other hand distributors re- 
ported a decline of 8% for residual 
fueloil in contrast to an increase of 2% 
in 1953. A gain of 3% in kerosene 
sales last year compares with a decline 
of 7% in 1953. 


Exports of distillate fueloil were 
lower by a quarter in 1954 and those 
for kerosene by a third. There was a 
small gain (3%) in the foreign de- 
mand for residual fueloils. 


Largest net gain in distillate fueloil 
sales in 1954 was due almost entirely 
to a 14% increase in heating oil re- 
quirements, the result of colder 
weather and a 9% increase in domes- 
tic oilburners in use. A small gain in 
sales of diesel fuel to railroads and the 
expanding use of diesel fuel in on and 


off highway equipment were contrib. 
uting factors. 


Various demands for residual fuel 
oils showed declines in 1954, with the 
exception of that used by oil compa: 
nies. Here a 2% gain resulted largely 
from a big increase in the California 
area, where petroleum refineries made 
a pronounced shift from natural gas 
to oil fuel during 1954. 


There was a sharp decline in the 
amount of residual fueloils sold to rail. 
roads last year, continuing the trend 
of recent years and highlighting the 
switch to diesel equipment and the 
diminishing use of oilburning locomo- 
tives. 


A 17% drop in sales of residual 
fueloils to gas and electric power 
plants in 1954 was due mostly to larger 
use of coal and natural gas and a 19% 
decline in the consumption of heavy 
oils by electric power plants as re 
ported by the Federal Power Commis. 
sion. 

A. T. Coumbe, chief, Section of 
Fuels Distribution and I. F. Avery, 
commodity-industry analyst, Branch 
of Petroleum Economics, Division of 
Petroleum, Bureau of Mines compiled 
the report. Data for Arizona, Cali 
fornia, Nevada, Oregon and Wash 
ington were supplied by E. T. Knud- 
sen, supervising analyst, Petroleum 
Economics, Division of Mineral In 
dustries, Bureau of Mines, San Fran 
cisco. 


Fueloil Sales 1950-1954 by Uses 
(In millions of 42-gallon barrels) 


——_———-DISTILLATE————_- 


1950 1951 1952 1953 1954 
221 250 263 267 305 








RESIDUAL 
1950 1951 1952 1953 va 


Heating 73 7% 79 & 


s 6 6 4 46 No. 1 sold as range ge a 5. 3 
@ 2 3 -.7 Railroads 61 55 40 28 16 
is 4 2... os Vessels 93 107 116 114 10 
a ek ee Utilities 93 71 70 8 Tl 
7-88.22 Industrial 148 157 158 167 160 

6 8 8 8 8 Oil Company Fuel ss 14 34 Mee 

7 8 10 10 9 Armed Forces “Ss. «8 37 122 
35 40 46 47 49 All other uses 5 5 6 6 
395 449 479 489 526 Total United States 554 563 556 565 521 
1 03 . < - Exports ._6 2 86 


408 472 513 521 550 


Grand Total 
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—_—_—_—. — ——_—— 


570 592 584 591 “4 
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Heating Oil Sales 
By Grades and States 
U. S. Bureau of Mines 

(Thousands of 42-gallon barrels) 















































Districts 
ib. Total Distillate 1 Total Residual Grand Total 
No.1 No.2 No.3 No.4 1954 1953 NEW ENGLAND No.5 No.6 1954 1953 1954 1953 
1,280 26028 166 52. 27,526 23,981 Massachusetts 1,937 6,211 8,148 8,231 35,674 32,212 
i 1,021 10,668 41 650 12,380 9,950 Connecticut 1,489 2,629 4,118 4,622 16,498 14,572 
157 3,751 10 ; 3,918 3,584 Rhode Island 362 2,189 2,551 2,616 6,469 6,200 
the 306 3,885 fh co TR. Se Ma'ne 55 405 460 409 4.651 3,770 
pa’ 115 . 32742 : a 3.857 2,974 New Hampshire 67 130 197 196 4,054 3,170 
eo i001 15 .. 1,098 944 Vermont 15 123 138 136 1,236 ~=1,080 
ely 1: ee . Stasi cai 6a ipiepagiiacies “tonalite ‘a 
ak 2.941 49,095 232 702 52,970 44,794 3,925 11,687 15,612 16,210 68,582 61,004 
ade 2 
gas No.1 No.2 No. 3 No. 4 1954 1953 MID-ATLANTIC No.5 No.6 1954 1953 1954 1953 
2,585 43,804 63 2,158 48,610 43,785 New York 2,501 12,628 15,129 16,144 63.739 59.929 
1,277 23038 198 1,736 26,249 23,165 New Jersey 1,988 3.827 5,815 7,316 32.064 30.481 
th 1,793 23,017 467 107 25,384 21,535 Pennsylvania 1,799 2,402 4,201 4,517 29,585 26,052 
9 540 10,960 11 114 11,625 8,962 Maryland 514 1,899 2,413 2,181 14038 11,143 
rail- 302 2,631 9 119 3,061 2841 Dist. of Columbia 308 1,301 1,609 1,601 4.670 4,442 
wad 127 1,928 7 1 2,063 1,595 Delaware 118 227 345 423 2,408 2,018 
the 6,624 105,378 755 4,235 116,992 101,883 7,228 22,284 29,512 32,182 146,504 134,065 
the 3 
m0- No.1 No.2 No.3 No.4 1954 1953 MIDDLE WESTERN No.5 No.6 1954 1953 1954 1953 
2,953 10826 2,824 33 16,636 15,448 Illinois 3,552 3,591 7,143 7,131 23,779 22.579 
4,182 10,576 544 154 15,456 13,252 Michigan 1,096 1,661 2,757 2,993 18213 16.245 
dual 2.053 8975 474 81 11,583 10,863 Minnesota 782 635 1,417 1,428 13000 12,291 
ver 1,949 6,956 594 43 9,542 7,598 Wisconsin 639 362 1,001 848 10,543 8,446 
2,630 4.612 181 337 7,760 6,969 - Ohio 559 423 982 955 8,742 7,924 
ger 2,267 4,709 826 102 7.904 6.728 Indiana 891 631 1,522 1,575 9,426 8,303 
19% 1,892 3,979 222 .. 6,093 5,896 Iowa 408 142 550 592 6,643 6,488 
1,196 3,389 407 50 5,042 4.673 Missouri 1,691 799 2,490 2,486 7,532 7,159 
eavy 666 1,719 189 $ 27 a8 Nebraska 163 42 205 203 2,782 2,546 
<a 285 1,306 32 ~~ 2s 1 North Dakota 13 30 43 36 1.666 1,400 
: 551 1,005 19 we 1575 1,411 South Dakota 22 54 76 83 «1.651 1,494 
ums’ 585 785 p92 a 1,392 1,303 Kansas 453 250 703 663 2,095 1,966 
21,209 58,837: 6,334 803 87,183 77,848 10,269 8,620 18,889 18,993 106,072 93,164 
n 0 
very, 4 
asi No.1 No.2 No.3 No.4 1954 1953 WESTERN No.5 No.6 1954 1953 1954 1953 
— 4,902 oo, <r .. 11,447 10,510 Washington 1,771 1,249 3,020 3,092 14,467 13,602 
yn of 2,069 .. "$483 . 23 oe Oregon 1,171 574 1,745 1,683 7,277 7,043 
piled 1,213 . $1 .. 4315 «49m Cal fornia 1,003 1,980 2,983 3,278 7,298 8016 
; 659 643 175 23 1,500 1,421 Idaho 264 140 404 429 1,904 1,850 
Cali 185 467 183 2 837 773 Montana 99 83 182 171 1.019 944 
Vash: 301 529 169 -: 999 893 Colorado 91 300 391 140 1,390 1,033 
193 a 334 es 527 668 Nevada 69 34 103 140 630 808 
cnud- 283 577 96 96 1,052 945 Utah 221 100 321 295 1,373 1,240 
leum 69 e 209 ies 278 371 Arizona 1 oe 1 69 279 440 
87 328 43 9 467 363 Wyoming 34 16 50 54 517 417 
1 In 32 81 3 a 116 107 New Mexico 1 20 21 19 137 126 
Fra’ — - - . — —L— - — $ mepie 
9,993 2,625 14,322 130 27,070 26,149 4,725 4,496 9,221 9,370 36,291 35,519 
5 
No.l No.2 No.3 No.4 1954 1953 SOUTHERN No.5 No.6 1954 1953 1954 1953 
1,014 5,482 3 58 6,557 5.206 Virginia 151 765 916 764 7,473 5,970 
385 3,409 89 .. 3.883 3.290 North Carolina 68 101 169 120 4.052 3,410 
175 1,348 4 6: 2333 13277 Texas 910 367 1,277 «1,448 2.810 2,775 
ae 120 1,689 50 4 1,863 1,186 Florida 120 912 1,032 549 2.895 1,735 
a 207 154 78 aes 965 Georgia 164 247 411 493 1,450 1,458 
Bes 141 599 bs One ae Tennessee 31135 166 216 906924 
d 207 1,055 20 oo 2 961 South Carolina 53 110 163 113. 1,445 = 1,074 
ee 217 615 19 45 896 872 Kentucky 32 64 96 124 992 999 
8 109 58 553 5 1 617 565 Alabama 53 55 108 114 725 679 
4 "I 75 505 38 10 628 577 Louisiana 200 380 580 686 1,208 1,263 
ae 41321 a ee ee ae West Virginia 43 23 66 73 428 424 
fe 58 352 11+ i 421 350 Oklahoma 69 57 126 162 547 512 
2 40 221 12 = 273 245 Arkansas 42 105 147 204 420 449 
: ~ 35 183 1 12 231 221 Miss‘ssippi 1 1 2 3 233 224 
“oi 2,773 17,086 330 136 20,325 16,824 1,937 3,322 5,259 5,069 25,584 21,893 
i 7 
6 Nisa No. 1 No.2 No.3 No.4 1954 1953 TOTAL UNITED STATES No.5 No.6 1954 1953 1954 1953 
rary, 43.540 233.021 21,973 6.006 304,540 > Total U. S. 1954 28.084 50,409 78,493 .. 383,033 ss 
41,266 200,109 21,434 4,689 .. 267,498 Total U. S. 1953 29,705 52,119 .. $1,824 . 349,322 
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Cheap Gas has its Limitations 


Louisville still adds oilheating against 6¢ competition. 


a Is A STRONG feeling in 
many parts of the industry that 
a cheap automatic fuel will monopolize 
a market. That is particularly notice- 
able in cities of the southwest and even 
in some spots farther north like Kan- 
sas City and Denver. 

It is refreshing to discover some of 
the important mid-western cities where 
this situation doesn’t hold true. We 
are thinking particularly of Louisville, 
Kentucky, and the fine job being done 
there in selling heating oil by a hand- 
ful of the larger marketers. 

It was at a meeting last winter of 
the Kentucky Petroleum Marketers 


Association that we first got acquaint- 


Development homes of the better type in Louisville are 
often equipped with oilheating. The builders can recover 
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ed with Frank Deters. With three 
other members of his family he runs 
Deters Oil Company and sells two 
million gallons of Shell Oil. 

Deters has been in business for 
himself something less than four 
years, but he is one of the best known 
oil men in the market primarily be- 
cause he was twenty-six years with 
Aetna Oil as fueloil manager before 
he pulled out and started his own busi- 
ness in the fall of 1951. 

You might think that in a market 
like Louisville with natural gas selling 
at 6¢ a therm against number two oil 
at 13.7¢ a gallon a new business would 
have to make headway primarily at the 
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expense of the competition. Actually, 
however, among Deters’ seventeen 
hundred fueloil accounts more than 
sixty per cent came to him as new users 
of fueloil. The other forty per cent 
were naturally the result of his many 
years acquaintance in the market. 

There is not much conversion busi- 
ness to be had in Louisville, since coal 
is mostly gone except in a few of the 
oldest sections; gas at 6¢ for the last 
many years has made coal a luxury 
fuel. 

The majority of Deters new ac 
counts have come through new home 
building. Naturally a lot of these new 
homes are suburban where gas is not 
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at least the extra cost because of the higher quality impli 
cation of oilheating in a cheap gas market. 
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available. Some of them are in older 
parts of the city where the gas mains 
in the streets are too small to take ad- 
ditional loads and the local utility feels 
that investment in a larger line 
wouldn’t pay. 

The more surprising part of Deters 
new home business, however, comes 
from builders who could have gas heat 
but prefer oil, because it helps to sell 
the homes. 

It’s an odd quirk in human nature 
that causes some folks to think that a 
product or service is better if it costs 
more. Louisville folks in general know 
that gas is cheap. It has been cheap 
for a good many years going back to 
the days when automatic heating 
equipment was crude and troublesome, 
compared to the modern variety. 

In a home costing $25,000 the add- 
ed cost to the builder for an oilheating 
installation is not serious, yet it carries 
an implication of superior quality to 
the prospective buyer. We drove 
through one new development with 
finer homes, all of them oilheated. 
They were located at the outer edge 
of the city, yet gas was freely avail- 
able, with a main running through the 
principal trafic artery bordering the 
development. 


Repays Builder 


Deters points out that where a build- 
er spends two hundred dollars extra 
for oilheating equipment he can re- 
cover more than that in the price of 
the home because of the quality impli- 
cation. 

Deters with his long fueloil experi- 
ence, has a pretty effective operation. 
At the time of the visit last winter, 
he was handling his 1700 customers 
with three trucks, although he did 
make the point that a fourth unit 
would ease things a bit. He had 98% 
of his accounts on automatic deliveries. 
His remaining few call-in accounts 
would only be served on two days’ 
notice, 

His dispatching operation is based 
On 72 degree normal for degree- 
day calculations. This seems to work 
better, some operators believe, in mild- 
er climates. 

Louisville does have a considerable 
delivery advantage in its large tanks. 





Only about one-fourth of Deters’ cus- 
tomers have 275 gal. storage, the 
others have 550 gal. or larger. 
Louisville has some advanced think- 
ing on service charges. It was away 
back in 1928 that Aetna Oil Com- 
pany offered to include burner service 
in the oil price at one cent a gal. ex- 
tra. At that time, oil was considered 
a luxury fuel and a lot of prospective 
buyers for oilburners were apprehen- 
sive about the mechanical operating 
costs. That system has stayed with the 
market until this day and practically 
all the fueloil companies offer it. Deters 





uses the guaranteed service limit as a 
selling factor. 

To the extent that annual service is 
included in the oil price, the service- 
man’s time is usually more productive. 
One man in Deters’ organization is 
responsible for 800 homes, keeps 
everything running including the an- 
nual tune-ups. 

Louisville is about 75% gas heated. 
Oil has most of the balance. In the 
expansion of the market, oil is doing 
at least as well as gas, partly because 
of the suburban nature of the city’s 
growth. 





The Deters family runs the show. Mrs. Deters manages the office; next to her 

is Frank Deters Jr. who handles sales, then Robert Watson, the son-in-law as 

operations manager. Seated is Frank Deters, with everyone apparently happy 
about something that came in the mail. 


has a few more than 500 of his ac- 
counts on the one-cent service pro- 
gram. This includes an annual clean 
up and overhaul, but does not include 
the replacement of parts. Naturally, 
however, not many new parts are re- 
quired when the burner is well looked 
after. This service plan is only of- 
fered to customers using at least one 
thousand gallons a year. 

There is one exception to this pol- 
icy. That is a builder development 
of 160 Gunnison prefabricated homes 
where the oil requirement is only 900 
gallons. In this instance, the builder 


The situation in Louisville is not too 
different from some other midwestern 
cities where gas has been cheap for a 
long time, so cheap in fact that the 
utility is not especially aggressive in 
pushing the extension of the heating 
load. These utilities are much happier 
when they can add cooking and water 
heating accounts because of the higher 
rate brackets and non-seasonal nature. 
Markets like this offer fresh opportu- 
nities to push oilheating sales, particu- 
larly where they have companies with 
the imagination and promotional flair 
demonstrated by Deters. 
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i ANOTHER feature article in this 
issue is a story of Louisville, where 
gas has been cheap for so many years, 
that it is considered second rate among 
the better families. As a result the fuel- 
oil business is gaining in total volume. 
In Des Moines, Ia., we have a different 
situation. 

Cheap natural gas came to lowa’s 
capital city in 1948. It arrived with 
the typical fanfare and shouting that 
the utilities know so well how to pro- 
mote. To the citizens of Des Moines 
it was offered as the panacea to all the 
ills of home heating, both mechanical 
and economic. What has been the ef- 
fect on the fueloil marketers through 
the early honeymoon years of the new 
cheap fuel? 

To study this situation we stopped 
off for a day in Des Moines with our 
good friend, Merle Campbell of Car- 
bon Coal Co. As vice president and 
general manager, Campbell is the com- 
pany member best known in industry 
circles beyond the local area. 

As the name implies, this was origi- 
nally a coal company and entered the 
fueloil business in 1930. Its owners 
were practically ostracized at that time 
for consorting with the enemy. Today, 
the company does not sell gas fuel ob- 


Initial Impact of Cheap Gas 


Des Moines has lost modest share of Fueloil Volume since 1948 


viously, but does sell some gas heat 
equipment, sort of rolling with the 
punches. 

Today Campbell has 2,600 custom- 
ers for No. 2 oil and 400 for Kerosene 
or No. 1, and also has 100 residual oil 
accounts. There was a time when he 
had more light oil customers. 

It’s interesting to notice that while 
cheap gas hit the market in 1948 oil- 
heating continued to gain, largely be- 
cause of its momentum and favorable 
customer relations. In this particular 
company the No. 2 volume went on 
growing for another three years, reach 
ing a peak in the heating season of 
1951-52. Since that time it has lost 
about five per cent of its light oil vol- 
ume. 

Campbell is still able to add a few 
fueloil accounts, mostly suburban, but 
in general the light oil volume is hard 
to build up. The company does take 
some business from other companies, 
principally by being the largest fueloil 
marketer in the city and aggressive in 
its selling. 

The total number of No. 2 accounts 
lost to gas in seven years has been 
about 200, which would have pulled 
down the volume by about 7% if no 


new business had been added. 








Of course, the great loser in this 
battle of fuels has been coal. The Car- 
bon Co. has dropped two thirds of its 
residential coal tonnage in the past 
eight years. This brings up an inter- 
esting point in connection with Camp- 
bell’s heating department. 

The company sells gas furnaces, but 
only to its own coal users. Last year 
it sold 115 gas jobs and installed only 
ten oil jobs. 

When the company has had a good 
coal account for many years, and the 
customer refuses or hesitates to renew 
his annual coal contract it’s obvious 
something is up. The salesman often 
discovers that this is because the owner 
is thinking of going to gas. Campbell 
reasons that if the folks are quitting 
coal, he has no more chance to sell 
them anything, so he would like to 
make a fair profit out of a gas heating 
installation. More often than not, this 
is possible. The company does not go 
out after gas heating business—other 
than that of its own former customers. 


Heating equipment sales, while 
modest in volume, are of considerable 
help to the service department. They 
provide work in slack periods and, in 
general, hold up the dollar volume. 
A gravity gas furnace sells for about 
$475; and a forced air unit $750. This 
includes new ducts, but the old regis 
ters are used. 

The service department of the com 
pany looks after not only the 2,600 
furnace oil accounts, but also the re’ 
sidual oilburners and quite a lot of 
gas furnaces. The gas industry gen 
erally likes to leave the impression 


Merle Campbell looking serious for 
his picture although normally a very 
cheerful person. Campbell is vice pres 
dent and general manager of the com 
pany, largest fueloil marketer in owas 
capital city. The president of the com 
pany is the widow of the former pres 
dent and is a practicing physician, Dr. 
Grace Doame Pierce. B. C. Holm, one 
of the founders of the business in 1908, 
is still active as a vice president. Kar 
Johansen is secretary and treasurer. 
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that it requires no service, but Camp- 
bell points out that there is a fair 
amount of service income from this 
source. 

The utility may “service the flame” 
without charge—primarily a safety 
measure—but it lets the customer pay 
for other things. Oiling the blower, 
cleaning the humidifier, changing fil- 
ters and occasional control repairs, rep- 
resent the predominate activity in gas 
burner service. 

The typical gas heated home ac- 
counts for eight to ten dollars a year 
for this service. 

Des Moines is often called a free 
service market for oilheating. The Car- 
bon Co. charges for all service except 
one visit in the summer or fall when 
the burner is tuned up for the season. 
The company charges for other calls, 
three dollars an hour or $4.50, nights 
and Sundays. There are no service 
contracts, 

Campbell estimates that there are 
10,000 residential users of oilheating 
in Des Moines. He also estimates that 
more than two-thirds of all oilburners 
in the city are of pre-war vintage. 
His company has long been a dealer 
of Cil-O-Matic burners. 

Out of a total of 45,715 one and 
two-family homes in Des Moines in 
October of last year, gas was heating 
28,300 of these. This included all types 


of gas heating, stoves as well as fur- 
Naces, 


Oil storage capacity is 1,300,000 gal- 
lons for distillate oils and 446,000 gal- 
lons for residual. With this large ca- 
pacity and with access to the Great 
Lakes Pipeline the company can often 
get more favorable prices through buy- 
ing in Texas and sending the oil 
through the line. No oil is per- 
mitted in the line that does not meet 
established quality specifications. 

The pipeline savings are consider- 
able. Des Moines is in the Group 
Three freight rate area and the cost 
to ship No. 2 oil is 2.5¢ a gal. The 
pipeline cost plus local transport is 
only about one cent. Because of this, 
the margin on product through the 
pipeline and privately bought in the 
southwest is around 4.25 ¢. 

While most of the oil is stored above 


























ground the company has seven under- 
ground tanks, each 30,000 gal. capac- 
ity. There is a fairly elaborate system 
for heating these underground tanks 
with coils to maintain uniform viscos- 
ity. Three of these underground tanks 
handle No. 5 oil, three No. 2, and one 
No. 1. The oil is heated to 70°. The 
trucks are out sometimes four or five 
hours in zero weather and when the 
oil is cold it takes too long to pump it. 


Commercial-Industrial oilburning has 
helped sustain the volume of Camp- 
bell’s business. Here we see four 
Waterman Waterbury oilfired ceiling 
units in a tractor shop. The company 
also has the agency for Johnson in- 
dustrial burners and finds its residual 
oil volume increasing. 
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The estimated total volume of No. 
1 and 2 distillate business in the Des 
Moines market is 19 million gallons. 
The major companies are pushing up 
their share of the market by active ad- 
vertising and sales promotion while 


most of the independents are not. 

In the course of the visit to Camp- 
bell and his company we picked up 
quite a lot more interesting details, 
but they have no particular bearing 
on the purpose of this study. We were 





primarily concerned with what hap- 
pens to a good fueloil market when 
natural gas comes in at a third lower 
cost. 

Campbell’s 
than the average of the market for 
several reasons: 


experience is better 


1. As the largest fueloil operator 
and in business since 1908, his com- 
pany has a lot of stature. 

2. With large storage capacity and 
with access to the Great Lakes Pipe- 
line he is in shape to match any spe- 
cial deals offered by the big companies. 

3. With a complete fuel and heat- 
ing business he has been much closer 
to his customers than the oil jobber 
who sold only the fuel. 

It was particularly interesting to ob- 
serve that with the advent of cheap gas 
fueloil volume continued to increase 
for another three years, then started 
falling away from the peak. Des 
Moines is still a good market for fuel- 
oil volume, but probably not the best 
place for a young man to start new in 
the business. 





Lawn Spraying Survey 
checks Dealer Reactions 


A NUMBER OF substantial chemical 
companies have made considerable 
headway in offering liquid lawn fer- 
tilizers to the public, using fueloil dis- 
tributors as the marketing channel. 

One of the large companies, Ferti- 
lene Corporation of America, New 
York, recently engaged a professional 
research organization to check operat- 
ing results of the fueloil men. Edward 
J. Frank, President of Fertilene, had 
the job done by Dale System Incorpo- 
rated, New York. The oilmen were not 
told the source of the questions. The 
questionnaire used was divided into 
two parts, representing fueloil men 
now engaged in the sale of liquid fer- 
tilizer and those that are not. In all, 
30 questions were asked, but more than 
half of those had to do with specific 
dealings with their manufacturer, so 
we will look at only those of a general 
interest nature. 

Among those oil men, now in the 
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business, 62% say that it is profitable 
or that it will be. Another 16% do 
not think so, and the remaining 22% 
are undecided. 

They were then asked if they 
planned to continue this business next 
year and 71% answered in the afirma- 
tive, another 10% will drop it and 
the remaining 19% are on the fence. 

A large majority of those now in 
the business say it has helped their 
fueloil sales, and again we find that 
nine out of ten report that the home 
owners have been satisfied with re- 
sults. 

Next the study went into the often 
raised question of corrosion. We no- 
ticed that 70% of the oil men are 
using their regular fueloil pumps and 
30% put on special pumps. Among 
those using their oil pumps, one-sixth 
of the companies report that the fer- 
tilizer has caused damage. When they 
were asked if the fertilizer has cor- 


roded the tank on the truck, 15% said 
yes, 73% said no, and 12% did not 
know. 

Now as to the companies that are 
not presently selling liquid fertilizer 
. . . 60% say they have a problem 
keeping their men and trucks busy 
in the slack months. 

When they were asked if they have 
a fueloil truck available for the fer- 
tilizer business, they all said yes ex 
cept the one-truck companies. 

The next question of general inter’ 
est asked whether these oil men had 
been getting inquiries from home own: 
ers for lawn spraying service. Most 
of them answered in the negative. 
They had the same opinion on the 
question of whether they expect to lose 
fueloil customers if they do not spray 
lawns. . . . They nearly all said no. 

On the point whether or not they 
would prefer a nationally advertised 
product, the score was eight to one in 
favor of it. 

On a final question—why they have 
not gone into the liquid fertilizer bust’ 
ness, there was a great variety of an’ 
swers. They pretty well boiled down 
to “we'll wait and see.” 
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Etfective tleet Operation 


Conclusion: Employee Supervision, truck Maintenance and creation of driver Interest 


This is the third in a series of articles 
digesting a Rutgers University course 
on “Effective fleet Operation for local 
fleet Management and accident Pre- 
vention.” Conducted by Rutgers’ Ex- 
tension Division, co-operating with 
Pennsylvania State College, the classes 
treated the subjects broadly, but they 
are of interest because they stressed 
efficient truck operation in terms that 
can be useful to fueloil dealers in their 
own companies. 


_ TOPICS discussed during 
concluding classes of the Rutgers 
University course on fleet operation 
covered supervision, maintenance and 
creating interest. 

Speaking on the needs, duties, re- 
sponsibilities of supervisors, George 
Odiorne, Rutgers University, listed a 
number of questions for the group to 
discuss. It was developed that in choos- 
ing the drivers, management should 
look for team players rather than or- 
ganization men. The group felt that 
the team man improved production, 
whereas the organization-type individ- 
ual might well be nothing more than a 
“yes” man. 

Concerning violations of the rules, 
the class agreed that first violations 
should not be overlooked. Odiorne told 
the seminar during the discussion not 
to “duck responsibility,” emphasizing, 
“Once you've ignored the first viola- 
tion, it is always easier to get through 
the next. Your action on this point will 
set a pattern of behavior for everyone, 
and if you let it get by, then others 
will try the same thing.” Questions 
about the position should always be 
encouraged, he continued, adding that 
a driver works better when he knows 
why he is doing something. Key point 
in handling a question, he stressed, is 
to listen, no matter how long it takes. 

In training drivers for possible pro- 
motion to a better position, Odiorne 
underlined the point that as greater 
responsibility is given, the supervisor 
cannot, and should not promise greater 
financial reward if he is not in a posi- 
tion to effect such a promotion alone. 





With regard to older workers, Odiorne 
noted that it is often impossible to pro- 
mote them to a higher post, since there 
are fewer openings as one moves up. 
This can be partially remedied, he said, 
by enlarging the area of the job. This 
enlargement of scope must be handled 
tactfully, however, so that the individ- 
ual will feel that this is a reward, not 
over-loading. 

Another problem considered was 
the handling of various individual 
grievances. In such a situation Odiorne 
noted that the supervisor should 
“throw his brain into neutral” and face 
the gripe. If the grievance proves to be 
too lengthy, cut it short and get to the 
main point, taking each grievance one 
at a time. 


Twofold Responsibility 


Actually, a supervisor's responsibil- 
ity is twofold. It consists of getting the 
right man for the right job, and after 
choosing the driver, training him to do 
the job. Odiorne then reviewed Job 
Instruction Training (JIT), which is 
based on the following seven steps: 
(1) A relaxed atmosphere, (2) Ex- 
planation of the job to be filled, (3) 
A review of the applicant’s experience 
and background, (4) Interest in the 
personal life of the applicant, (5) Ex- 
plain the company’s needs and wants 
for this particular position, (6) Define 
limitations and rules, (7) Ask if there 
are any questions, then take applicant 
for an on-the-job demonstration. 

In closing, Odiorne stressed that 
among the best methods in handling a 
problem is to conduct a personal in- 
terview. In such an interview the su- 
pervisor should listen, set goals, show 
interest, suggest remedies, and above 
all refrain from ordering. Discuss the 
worker with himself, he said, and re- 
member, that the interviewer is as sus’ 
ceptible to faults as is the one to whom 
he is talking. 

A panel on maintenance programs 
and facilities consisted of Rocco Da- 
mieo, president, Damieo Express, Som- 
erville, N. J., and Warren McCann, 
maintenance manager, Brockway 


Motor Co., Newark, N. J. The presen- 
tation explored the subject from a 
what, why and how position. 

Damieo, who operates 65 trucks, 
pointed out that to lower maintenance 
costs, his organization recently insti- 
tuted a program whereby teams of 
mechanics check all moving parts on 
each unit once a week, covering such 
items as brake shoes, emergency 
brakes, fan belts, tolerances, etc. 

By using this method, he said that 
he had reduced failures due to main- 
tenance to one or two per year. He 
pointed out that since each driver has 
individual driving characteristics, the 
mechanic eventually gets to know 
what to look for on each truck (the 
drivers do not switch tractors), and in 
this way speed up the maintenance 
check. Damieo told the group that two 
men are utilized on each check, one 
underneath the truck, the other on top. 
Average time for the check is about 18 
minutes for trucks which run between 
12 and 15 hundred miles a week. 


Anticipate Trouble 


Continuing, the trucking executive 
remarked that his organization had 
found that rather than attempt to 
change a driver’s habits, it was more 
profitable to anticipate the trouble in 
the shop when the truck comes in. 
However, if the driver develops habits 
that are potentially destructive, then 
constant education is needed to cor- 
rect them. 

Concerning grease jobs, Damieo said 
that in his comipany they take approxi- 
mately 36 minutes. His grease pit is 
heavily piped, with a number of hoses 
above and below so that the grease men 
can move with ease from one part to 
the next. He reminded the owners that 
to maintain efficiency they should de- 
cide definitely on which type of truck 
they are going to use, and then stick 
with that make. 

McCann emphasized that the own- 
ers also should set up a basic main- 
tenance plan, and then follow it to the 
letter. Included in this plan, the Brock- 
way representative continued, should 
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be a check of the steering gear, axles. 
steer post brackets, steering cross rods, 
wheel alignment and other such basic 
components. 

Both men felt that lubrication 
needed special attention. McCann told 
the group not to try and use oil for 
5,000 miles which has been recom- 
mened for 2,000. Damieo added that 
he changes oil on his units once a week, 
no matter how far the truck had been 
driven. He also said that he changes 
oil whenever any discoloration is de- 
tected. 

It was pointed out that the driver 
can be utilized also to help with pre- 
ventive maintenance. Damieo said that 
in his company the drivers fill out a 
report each day on their equipment, 
and that even with the chronic com- 
plainer a check must be made. His or- 
ganization uses a two-column system, 
where the driver marks either “OK” 


or “Needs Repairs.” 
Drivers make Checks 


Before leaving the yard, Damieo has 
his drivers make the following checks: 
all lights, reflectors, water, oil, fire ex- 
tinguisher, and tires. Stressing the 
point that the general attitude of the 
truck owner must be one of caution, 
the New Jersey trucker emphasized 
that driver reports must never be neg’ 
lected. 

For repair work, Damieo makes all 
major changes on the work bench 
rather than on the truck. His experi- 
ence, he said, showed that component 
changes made in this manner could 
lengthen the life of a motor by 85% 
whereas within the chassis, the life in- 
crease was only 60%. 

In summation, Damieo underlined 
the importance of accurate gasoline 
and oil records as a method of main- 
taining efficient operation. He uses a 
ticket printer for gasoline, and is at- 
tempting now to set one up for oil. As 
his concluding point, Damieo said that 
over and above all the company’s 
checks and operations, he has utilized 
an incentive program to insure the 
highest efficiency possible. 

The final session of the course was 
devoted to creating and maintaining 
interest. Guy Gail, representative for 


the American Trucking Association, | 


was the speaker for this meeting, and 
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he told the group that the supervisor 
must assume all responsibility for the 
driving section of the organization. 

He continued by noting that today’s 
truck driver averages around $4,700 
per year, is in a remarkably strong 
position from an employment stand- 
point due to union rules, that 55% of 
the fleet operator’s gross revenue goes 
to the drivers. Consequently, it is up 
to the supervisor to sell the driver his 
job and try to up-grade his driving 
ability. To this end, then, Gail felt that 
incentive programs were particularly 
important. 

The ATA representative told the su- 
pervisors that there is a basic difference 
between incentives and awards, Class- 
ing incentives as cash, watches, pins, 
or other such testimonials to long serv- 
ice, Gail felt that these were unac- 
ceptable since only the older men 
would benefit, or, in the case of money, 
not enough could be accumulated at 
one time to enable the driver to buy 
what he wanted. 

Awards, he said, were something 
different. Defining awards as pre- 
miums which might be earned, Gail 
explained the ATA’s standard plan for 
merchandise awards, a plan which 
may be utilized by any trucking or- 
ganization. 

The procedure is as follows: A cata- 
log is mailed directly to the driver’s 
home, listing available awards which 
may be earned by accumulating points, 
and the amount of points needed for 
each. The catalog, however, does not 
specify which activities will earn 
points; this is left up to the individual 
company. At the same time, the com- 
pany sends out an announcement of 
the new program with a schedule for 
gaining or losing points. 

Since the catalog is addressed to 
“Mr. and Mrs.,” the wife gets a chance 
to see the available merchandise, and 
quite often the children, too. As a re- 
sult, the driver is greeted on his re- 
turn from work with a number of 
prizes already chosen. Gail points out 
that this type of approach appeals not 
only to the driver, for he now has an 
opportunity to win something, but to 
his family as well. ““You have enlisted 
the aid of the wife and child in get- 
ting the driver to do a full day’s eff- 
cient work,” he said. 





The company then follows up the 
original mailing with a brochure, again 
addressed to “Mr. and Mrs.,” explain- 
ing the point system. The brochure also 
lists the maximum and minimum 
amounts that can be earned, and Gail 
advised the group to keep the rules as 
simple as possible, again, since the en- 
tire family is now involved in the pro- 
gram, right down to the children. 

Next step is a series of business 
meetings, one for the drivers, and one 
for the wives, separately. Discussion 
at these meetings, he said, should re- 
volve around the husband’s driving 
problems, their relation to the company 
and the position the company takes in 
regard to each. This gives the driver 
and his family a sense of belonging and 
security, and in the case of the wife, 
Gail maintains that such meetings al- 
most invariably put her on the side of 
the company. 

Once this has been achieved the plan 
may be put into operation. Gail reiter- 
ated the point, however, that in deal- 
ings with the driver and his family, it 
is necessary to place all possible em- 
phasis on making the driver feel secure 
and safe in his job. 


Award Program 


In summation, he reviewed the steps 
in setting up the award program. 
Briefly, they are as follows: 

PROMOTION: Send home postcards 
and catalog showing what “Dad” can 
win, and what he must do. Stress that 
there is no top winner, everyone can 
win as much as his neighbor. 

RULES: The company sets up its 
own rules for the point system, in 
cluding minus points for such items as 
failure to report accidents promptly. 

RECORDS: The plan should be so de: 
vised that its operation is not an uN 
due expense. The record sheet may be 
kept along the lines of a bank balance 
book—debiting or crediting the im 
dividual driver’s points each day. 

Concluding, Gail emphasized that 
the supervisor must absorb the prob 
lems of his personnel, and that the 
driver’s wife may be the decisive factor 
in prevailing upon him to handle his 
job efficiently. In this way, then, he 
said, the company may gain the inter’ 
est and cooperation of the driver in 
helping to solve its many problems. 
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Marketers’ Fueloil Profits 


Show best in N.O.J.C. Study 


OR THE SECOND consecutive year 
K average profits on fueloil are 
shown to be considerably higher than 
those on gasoline or other petroleum 
products in a study made by the Uni- 
form Accounting Committee of the 
National Oil Jobbers Council. Myles 
F. Hall, Como Oil Co., Duluth, Minn. 
is chairman of the Committee, and the 
tables on this page tell the story. 


NOJC Uniform Accounting 
Statement—| 954 


DELIVERY EXPENSE % of Sales 
Wages, Salary or Commissions 2.555 
OS reer eee re .081 
Truck Maint. & Repairs ....  .497 
Teock Operation 2.00.0... 462 
Truck Depreciation ....... .625 
EVUCE L CERES 6.06 00 600 0 6 138 
TOUMONEE ccc cdcvesccecces 261 
emt © SUOCRME 2 ccc cece. .078 
aC 085 
WALECELANCOUG <6 6 01s ve 6s eos 318 

Total Delivery Expense .. 45.100 

BULK PLANT EXPENSE 
Wages @ Salary .......... 454 
PGE SOR bWedewecdevers .001 
Plant Maint. & Repairs ....  .267 
Plant Depreciation ........ .280 
NNN! aia cUNVS ous vu .082 
RRC ran ree .165 
RN i airadesieieae .061 
Power, Light & Heat ...... .066 
Property Tames ..6. 0s cee .072 
ee, ee 052 

Total Bulk Plant Expense 1.500 

SALES EXPENSE 
Wages @ Salary .......... 1.544 
een .020 
Station Equip. Maint. @ Rep. .443 
Station Equip. Depr. ...... 341 
Si ih cab pedis 075 
Car. Travel & Entertainment .258 
NN eh auc ey a .437 
Property Taxes ........... .057 
Miscellaneous .......+...- 425 

Total Sales Expense ..... 3.600 

ADMINISTRATION EXPENSE 
Wages @ Salary—Office .... 1.361 
Salary—Officers & Owners . 1.523 
gee .070 
Car Operation ........... .074 
Officz—Maint. @ Repair... .091 
Depr. Office Equip. Etc. ... .096 
i a crus ha 4055 122 
Rent, Office Supp. & Postage .253 
Water, Light @ Heat ...... .050 

ravel @ Entertainment .... 136 
Telephone & Telegraph .... .141 
ee ins see oe 177 
Bank NN re ee os as .001 
Legal @ Audit ........... .098 
Dues & Subscriptions ...... .072 
Directors Fees ........... .016 

eee 219 

Total Admin. Expense ... 4.500 


A 


Coverage in the 1954 study was con- 
siderably larger than the previous 
year, this current effort results from 
the cooperation of 147 oil companies. 
Their combined volume in fueloil was 
117 million gallons, and in gasoline, 
106 million gallons. 

Geographically, the companies were 
located as follows: 86 in the Midwest; 
50 in the South, and 11 in the East. 
Hall reports that practically all of the 
companies sold both gasoline and fuel- 
oil. 

Notice in the table that the margin 
on gasoline was 2.85¢, but the operat- 
ing profit was 0.22¢. On fueloil, with 
a margin of 2.54¢, the profit was 
0.39¢. The principal different in op- 
erating costs was in sales and admin- 
istrative expense where gasoline ran 
substantially higher than fueloil. 

When we look at the comparison 
from the standpoint of the total dollars 
involved, however, fueloil makes an 
even better showing. The fueloil op- 
erating profit is seen to be 3.01% of 
the selling price, while with gasoline 
this is only 1.1% of the sale. 

The other tables show a breakdown 
of the four principal categories of ex- 
pense, delivery, bulk plant, sales and 
administrative. Notice, however, that 
the detail of these expense listings ap- 
plies to the entire operation of the 
company. It includes not only gaso- 


line and fueloil, but also other prod- 
ucts. Those “other” products could be 
kerosene, diesel fuel and T.B.A. items. 

With nearly three times as many re- 
porting companies for 1954 as there 
were for 1953, Myles Hall and his 
Committee seem to be making real 
headway. 

* 


“~~ 


U.S. Oil & Refining breaks 


Ground for Tacoma Unit 


GROUND BREAKING ceremonies were 
held recently at Tacoma, Washington, 
for a new refinery to be constructed 
by the U. S. Oil & Refining Co., Los 
Angeles, Calif. 


Estimated cost of the refinery is $10 
million. According to Dr. Ernest E. 
Lyder, newly elected president of the 
company, projected peak capacity will 
be 15,000 barrels a day of crude oil 
charge, with long-range planning en- 
visioning 25,000 barrels a day. 

Main products of the new unit will 
be gasoline, fueloil, stove, diesel and 
aviation fuels, utilizing the latest cata- 
lytic refining processes. When in full 
operation, the refinery will employ 
about 150 persons. Target date for 
completion is December 1, 1956. 


Members of the committee welcom- 
ing the unit to the Tacoma area were: 
Clinton S. Reynolds, president, Ta- 
coma Chamber of Commerce; Howard 
R. Smith, advertising agency execu- 
tive; C. Morrison Johnson, Port Plan- 
ning Advisory Bureau; Tom Ander- 
son, Public Utilities Board. 


NOJC Uniform Accounting Statement—|954 


Sales leah DiseOtiten ds ee hee cae 
Wo | i ee 


Gross Profit On Sales .......... 


LESS EXPENSE: 
Delivery Expense ....0cccc00 
Bulk Plant Expense .......... 
Te NE Knee Saeed seees 
Administration Expense ....... 


Fated TN 6 sve ctev sees 
Profit from operation ........... 
Discounts Earned and other income 
Net Profit before Income Taxes . 
Ieee “CANON ca va ha eee e eee 


Net Profit after Income Taxes . 


Other 

Gasoline Fueloil Products Total 
¢per Pere ¢per Per- Per Per- 
Gal. cent Gal. cent cent cent 

.2095 100 1259 100 100 100 
.1810 86.4 .1005 79.8 81.2 83.5 
.0285 13.6 0254 20.2 18.8 16.5 
.0082 3.9 .0084 6.7 5.6 5.1 
.0025 1.2 .0024 1.9 17 1.5 
.0075 3.6 .0040 3.1 $2 3.6 
.0081 3.8 .0067 5.3 5.4 4.5 
.0263 12.5 .0215 17.1 17.9 14.7 
.0022 1.1 .0039 3.1 9 1.8 
9 
2 
i 
1.6 





































OILHEATING MARKET REPORTS* 





State of New Jersey 


EW JERSEY has been an oilheating 
4'N stronghold since the early days of the 
industry. One of the nation’s smaller states 
in area and modest in populat:on, it none- 
theless ranks second in the country in num- 
ber of oilheated homes. 

Three-fifths of the inhabitants are con- 
centrated in five northeastern counties lying 
just west of the Hudson River and are very 
generally considered a portion of the New 
York metropolitan market. However, in 
the distribution of heating oil the state is 
quite self-sufficient, with its own deep water 
terminals and a half-dozen refineries, three 
of them very large. 

At the time of the 1950 Census of Hous- 
ing this was the distribution of fuels among 
the state’s centrally-heated dwelling units: 


Coal 489,355 
Wood 3,960 
Gas 109,220 
Oil 461,405 
Other 23,390 


Thus oil had in 1950 about 42.4% of 
the state’s fuel load in centrally-heated 
dwellings and gas had just 10%. 

At the start of this year, the state had 
209,470 gas-fired central heating jobs op- 
erating and oil had 689,392. During the 
year 1954 the state added 42,785 new gas 
heating users, while we added 43,768 new 
oilheating accounts. 

The growth of oilheating in the past five 
years and the uses to which the installations 
were put is shown in TABLE I. 

Coal has obviously lost a lot of ground, 
as it has in all regions, and particularly in 
the anthracite-burning states. While it had 
48% of the heating market in 1950, that 
has no doubt fallen to no more than a 
fourth today. 


Competitive Fuels and Costs 


The average cost of 12,500 Btu anthra- 
cite coal in New Jersey is $23.50 for the 
hand-fired sizes and $17.50 for stoker sizes. 
This figures out at 9.4¢ per therm (100 000 
Btu) for hand-fired and 7.0¢ for stoker- 
fired. 

The principal gas service in the state is 
supplied by the Public Service Co. of New 
Jersey. This utility supplies a 550 Btu 
manufactured gas. Two smaller utilities 
using natural gas are New Jersey Natural 
Gas Co. and Elizabethtown Gas Co. 

With Public Service the bracketed rate 
structure covers 50 therms monthly in its 
three upper rates and beyond that the rate, 
ostensibly for home heating, is 11¢ a therm. 

Natural gas rates, typically the Elizabeth- 
town utility, again include 50 therms (a 
therm is 100,000 Btu) in three higher cost 
brackets. Then they go to a straight 14¢ 
a therm for all usage above that, presum- 
ably for house heating. 

The retail or tank wagon price of No. 2 
fueloil is 13¢ this Summer, but for com- 
parison with other fuels we use the antici- 
pated winter rate of 13.5¢. That figures to 
9.6¢ a therm. 


Fueloil Distribution 


The average consumpt’on of No. 2 oil 
per heating account in New Jersey is 1,680 
gallons. This includes of course both the 
strictly residential and the small commer- 


*Copyright 1955. Oilheating Market 
Reports, 270 Park Ave., New York, N. Y 
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cial heating user. With 689,392 such cus- 
tomers in the state the normal demand as 
of the first of this year is 1,157,995,000 
gallons, or 2714 million barrels. 

Approximately 54% of the No. 2 oil 
coming into the state is from major oil com- 
pany sources and the other 46% comes 
through independent supplying companies 
who operate tanker terminals. 

At the retail level about 16% of total 
No. 2 oil is sold direct to consumers by 
major o:l companies and an estimated 3% 
is sold direct to heating users by the inde- 
pendent tanker terminal companies. This 
leaves 81% that is sold by the independent 
fueloil distributors of the state. 

As we move away from New York City 
and its operating conditions we find that 
more of the fueloil marketers have their 
own bulk plants. The present survey dis- 
closes that only 26% of the independent 
oil men in New Jersey load their trucks at 
another company’s bulk plant, and this 
“under the fill” group accounts for 21% 
of the total No. 2 heating oil sold. 

The state enjoys a quite good level of 
delivery convenience with 86% of all cus- 
tomers being served through automatic de- 
liveries and 45% of the accounts having 
fill signals on their tanks so the driver never 
has to enter the basement. 

Fuelol budget plans have not made too 
much headway, although 14% of the con- 
sumers use this method of payment. 


Market Concentration 


New Jersey is more or less average on the 
point of market concentration. Table II 
shows that the 14% of companies that are 
largest do 37% of the business. The largest 
individual group of companies is in the 
3-to-5-truck-size, which makes it a rather 
healthy market. These are usually quite 
profitable operators in that bracket. The 
table shows only 808 trucks, which is by 
no means the total for the state but it is a 
very revresentative sample that was put to- 
gether by the Fuel Oil Distributors Ass’n. 

Gasoline is relatively unimportant to the 
fueloil marketers in New Jersey. Only 9% 
of the independent fueloil operators are 
also in the gasoline business. On the other 
hand, 40% of them are in the coal husi- 
ness and 76% of these comnanies have 
heating departments selling oilburners. 

The 76% of the independent fueloil dis- 
tributors who sell oilburners accounted for 
72% of the new oilheating installations in 


TABLE I Burners i 
Lost to in Use 
Burners New Replace- Conver- Other Year 
in Use Homes ments sions Total Fuels Later 
January 1, 1954 645,624 18,518 13,037 27,341 58,896 2,091 689,392 
January 1, 1953 579,763 15,231 9,085 53,320 77,636 2,690 645,624 
Tanuary 1.1952 526,125 12,698 8948 43.828 65,474 2,888  579,163% 
January 1, 1951 472,022 20,841 11,996 36,775 69,612 3,513 526,125 3 
January 1, 1950 398,778 31,239 9,589 42,922 83,750 .. 472,005 
TABLE II 
Number Percent Percent 
Trucks per of of All Total of All 
Company Companies Companies Trucks Trucks 
10 or more 12 5% 149 19% 
6 to 9 1 | 9 149 18 
3 to 5 94 41 345 43 
L of-2 104 45 165 20 
Totals 231 100% 808 100% 
September 
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the state last year. General plumbing or 
heating companies not in the fueloil busj- 
ness sold 19% of the oilheating equipment 
for 1954 and special burner service compa- 
nies sold the remaining 9%. 





Burner Service Activity 


The job of caring for New Jersey's 689, 
392 oilburners this past Winter was shared 
between three groups in this proportion: 
fueloil marketers, 75%; plumbing or heat- 
ing companies, 14%; burner service com 

anies, 11%. There is no question but that 
Scamne service activity by oil companies is 
rapidly increasing. 

About 30% of New Jersey oilheating 
users have annual service contracts of one 
type or another, and an additional 27% 
buy an annual clean-up and overhaul apart 
from contracts. This means that 57% of 
the burners in the state get a good going 
over at least once a year. 

Charges for burner service in New Jer 
sey are fairly similar to the nation as a 
whole. Service contracts, including replace- 
ment of parts, average $26; those without 
parts average $18. The annual clean-up 
and overhaul, not on contract, is typically 
charged at $11. The minimum call charge 
by oil companies is $3.54, and the average 
for heating and service companies not in the 
oil business is $4.09. 





Advertising Promotion 





Prior to 1954 there was not much co 
operative advertising promotion for fueloil 
within New Jersey. In 1954 a significant 
program was started using principally bill- 
boards. This was set up as the Oil Heat 
Council of New Jersey, a unit of the Fuel 
Oil Distributors Ass'n. Aaron Rich heads 
the association, and Robert Farrand is as’ 
sistant to Mr. Rich, with a special assign’ 
ment of looking after Council activities. 

Looking at the whole program to date 
we notice that it started May 1, 1954 and 
that in the first 13 months of its existence, 
or up to June 1, 1955, it had received in 
cash $73,912, had spent in cash $36,415 
and had the balance on hand to move into 
the principal 1955 season. 

The pledges for 1955 alone as of June 
Ist were $41,357. Of this total, a little over 
$16,000 was from supplying companies, 
transporters and equipment companies. The 
balance was from independent marketers. 
Starting in July, the Council through its 
advertising agency has engaged 179 large 
billboards distributed throughout the priv 
cipal counties of the state. These are con 
centrated to a considerable degree in ratio 
to the amount of support received from 7 
each county. E 


















mpa- 
689,- HERE'S NO TIME like the summer 
ared 
tion: to take that step toward office 
heat- automation if you are in the fueloil 
com: a, 
that distributing business. 
ies is While automation may be a big 
ating headline word today, you don’t have 
ae to be too big a company to realize the 
we sizable advantages in time and money 
/o of savings, as well as improved services 
on P 
si to customers that come from automatic 
y Jer- control over your bookkeeping and 
as a 
mith degree-day system. 
thout Take Harold Packman cf the Reli- 
anu . P 
ically ance Fueloil Corporation, Massapequa, 
harge Long Island, N. Y., as an example. In 
ay five years he has boosted Reliance up 
to 3,000,000 gallons volume a year 
right now, and the firm is still grow- 
ing. 
~ Last summer Packman took the four 
ficant ledgers needed to keep his books posted 
fox: and stered them to gather dust in a 
» Fuel cupboard. After a study of available 
_ mechanical accounting equipment, he 
ssign’ selected an Underwood Sundstrand 
eo Model c-ar fueloil dealers’ accounting 


4 and machine. 


wp “Now I wouldn’t go back to those 
6,415 books and hand-operated degree-day 
—_ cards for anything in the world,” 
| June 
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Fueloil Automation 


Reliance Fueloil Corp. improves its delivery Practices with accounting Machines 




























Packman declares positively. His sen- 
t‘ment are echoed even more fervently 
by Mrs. Betty Salce and Mrs. Dorothy 
Gilliam, the young women who add 
charm and efficiency to the new fuel- 
oil and burner service center into 
which Reliance moved last January. 

Mechanical accounting and auto- 
matic delivery projection came to Re- 
liance during the summer of 1954. 
These users, therefore, speak from a 
full year’s experience, inluding a 
complete heating season. 

The new Underwood Sundstrand 
has meant that Reliance has been able 
to serve each customer more efficiently 
by insuring that everyone receives oil 
on time, because future oil deliveries 
are automatically scheduled by the ma- 
chine based on weather conditions, In 
addition, customers have told Reliance 
how pleased they are with their clear- 
ly printed, accurate, fully explanatory 
machine-printed statements, received 





Harold Packman 


pany has some 2,000 accounts. With 
the one machine, which takes up no 
promptly at the beginning of each more space than a stenographer’s desk, 
month. he estimates he could easily double his 
Packman figures any oil company business, using the same machine, and 


servicing up to 1,000 or more accounts without any additional help. 
Both Mrs. Salce and Mrs. Gilliam 


agree with their boss. “In the winter 


should consider using an automatic 
accounting machine. Today his com- 





its easy, and in the summer its a snap,” 






says Mrs. Gilliam, the actual operator. 
Mrs. Salce joins her in adding that its 
important to consider carefully the 









type of accounting machine equipment 







you are going to install. 






Here is a list of points to consider— 
that is, if you have any consideration 






at all for the girl who is to work at the 






machine, as well as for the mighty im- 






portant customers you want to serve 






promptly and accurately: 






Mrs. Dorothy Gilliam is shown oper- 
ating the Underwood Sundstrand 
automatic accounting machine used by 
Reliance Fueloil. The machine sched- 
ules future fueloil deliveries auto- 
matically based on degree-days, prints 
accurate, comprehensive statements for 
each customer. The machine, which 
was installed during the summer of 
1954, has proven very successful and 
has enabled Reliance to double business 
without expanding clerical facilities. 
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1—Get a machine that anyone can 
learn to operate easily and quickly. 

2—Look for a simple 10-key key- 
board. 

3—Be sure that the left and right 
hand chutes for inserting your state- 
ments, ledger cards and degree day 
system cards are within easy reach. 

4—Note readability and visibility 
of the line-by-line proof. 

5—Make certain that the machine 
can automatically produce all neces- 
sary totals, such as total gallons deliv- 
ered, total charges of the day, total 
cash received for service as well as the 
total of all the credits. 

6—It’s handy to have the month, 
day and year on the left where it can 
be easily locked in. 

7—Be sure to get an automatic ac- 
counting machine that has been de- 
signed to lock in each day’s degree-day 
to-date figure so that it will automati- 
cally print on each degree-day card. 

8—Have special keys to designate 
properly your fueloil discounts and 
service entries. 

9—Place your machine under good 
light and have accessible posting trays. 

Elliot Herrick, partner with David 
Mowry of Herrick & Mowry, Inc., 
Underwood agency in Lynbrook, Long 
Island, testifies that it took him only a 
few minutes to teach Mrs. Salce how 





New location of Reliance Fueloil Corp., Massapequa, Long Island, N. Y. The 
firm, a Gulf dealer, started five years and has built its gallonage up to the 3,000, 
000 mark in that time. Increased business made its original building too small, 


to operate the Underwood Sundstrand 
model Reliance. Mrs. Salce agrees she 
had no trouble at all passing on what 
she had learned to Mrs. Gilliam. Mrs. 


Salce used to labor hard and long over 


Mrs. Betty Salce (left) with Mrs. Dorothy Gilliam looking over the four ledgers 
the company was able to discard after the Underwood Sundstrand accounting 
machine had been installed. 





the four ledgers. Now she has become 
a delighted office manager, answering 
the telephone, seeing that service Re: 
liance is asked for is promptly given, 
and generally handling all the office 
clerical work. 

Long Island fueloil dealers in now 
competing territories, as well as other 
business men, come to Reliance to see 
the automatic accounting machine in 
operation. Mrs. Gilliam shows the me 
chine and demonstrates how few mv 
tions are necessary to keep the books 
right up to the minute. 

“Even in the peak season, starting 
at 9, I can be through my work by 
2:30 in the afternoon, allowing for 4 


coffee break in the morning and a goot 


hour for lunch,” she tells them. 

“This model operates with so little 
effort. There is practically no hand 
travel at all, you will notice. Here's! 
you have to do: 


“First, lift up this cover on the lett 
hand side and set the day, month an 
year. Lock the degree-day to-date i 
the machine by entering it on this sit 
ple ten-key keyboard and depressine 
the degree-day key. This figure wil 
repeat automatically on each card thet 
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will be posted today. Next, in the left 
hand chute, insert the customer’s state- 
ment and ledger. In the right hand 
chute, drop the degree-day card. Now 
you're ready to go. 

“See, I enter the previous amount 
that the customer owed, the ticket 
number, the gallons delivered and the 


charge. Watch the machine automati- © 


cally print the date, the new balance 
of what the customer owes, the proof 
that I made the entry on the statement 
and ledger accurately, and then you'll 
see the machine keep going and, as if 
by memory, print the degree-days to- 
date on the degree day card. 

“I now enter the gallons and the 
degree-days of usable oil delivered on 
the degree-day card. Now, the ma- 
chine takes off again and automatically 
prints the degree-day of the next de- 
livery on the customer’s ledger card, 
and returns electrically with the chutes 
opened ready for the next entry. 
When I finish posting all my tickets, 
the machine automatically produces 
the total of all the gallons posted as 
well as the total of all the charges. 


“The Underwood Sundstrand auto- 
matically totals the amount of cash re- 
ceived for fueloil, the amount received 
for service, the amount of discounts 
allowed, and the total of all the credits 
posted. The boss wants these figures so 
the machine makes life easy for me by 
giving them to me without extra ef- 
fort.” 


Doubled Business 


Reliance has doubled its business 
since the ledgers went into storage. 
Naturally there are other factors in- 
volved besides the short step taken to- 
wards office automation. But the fact 
that there are no errors on the state- 
ments and customers always get their 
new supply of oil before the tank runs 
dry are important reasons for success. 

“There is absolutely no chance of 
error with the automatic accounting 
machine,” Packman maintains. ‘The 
only time an error can possibly happen 
in keeping oil tanks full is when the 
driver makes a mistake and doesn’t fill 
the tank completely. 

“As for efficient business manage- 


ment, the easy to read daily journal 
sheets that roll out of the machine are 
indispensable. On them you have the 
total charges, all the tickets for the 
day, the number of gallons of oil deliv- 
ered and the service charges as well as 
the degree day figures.” 

Packman began his career in busi- 
ness with the Crater Fuel Company 
in Brooklyn, a firm with about 300 ac- 
counts. Five years ago, with Abraham 
Peckman he established Reliance. First 
location was on 100 Sunrise Highway. 
They soon outgrew that building and 
since January have been at their pres- 
ent address, 500 Hicksville Road, Reli- 
ance serves Nassau and Suffolk coun- 
ties. Fueloil delivery trucks run about 
3,000 miles a month servicing the 2,- 
000 accounts. 

To be successful in business, accord- 
ing to Mr. Packman, there are three 
principle rules: 

(1) Select your personnel person- 
ally and carefully; (2) Make certain 
of proper management; (3) Purchase 
and use the most efficient equipment 
possible. 





Fueloil still grows 
(Begins on page 78) 


hot summer and folks were more con’ 
cerned about the lawn drying up than 
they were about making it grow more 
richly. Even so, most of these compa- 
nies are in the business to stay and 
think they can make it profitable in an- 
other year. 

The results of this survey show that 
15% of the companies made a profit 
from lawn spraying this year. Another 
62% of these companies did not make 
a profit but believe they know enough 
about it now to do better in 1956. The 
remaining 23% of companies did not 
make a profit this year and they do not 
believe that in their situations they 
should continue the business. 


Among those companies that made 
a profit, their gross billing was $1,596 
and they averaged 133 customers at 
$12 each. Among all lawn customers, 
79% were also oil customers. Among 
the unprofitable companies we find the 
gross billing of $966, which covered 
49 customers at $20 each. Also, 67% 
of the customers were oil accounts. 


oil 


It’s slightly ironic that the group 
with only a $12 average billing, made 
money by getting more customers, 
while the $20 billing group didn’t 
make it. It’s clear that the whole story 
comes down to the need for more sales 
effort if a profitable department is to 
be built up. 

We omitted one company from the 
calculations because it was so much 
larger in lawn spraying activity that 
it would be a distortion to the figures 
if we had used it. That company is 
Allied Oil of Cleveland. They served 
over 2,000 customers, had a gross bill- 
ing from lawn spraying of $45,000. 
They outfitted six trucks, budgeted 
$15,000 for advertising and sales pro- 
motion in 1955. They started selling 
after their first ads appeared in Janu- 
ary. Only 2% of the lawn orders were 
from oil customers. In other ‘words 
they treated it as an entirely new busi- 
ness. They'll be with it again bright 
and early next year. They have demon- 
strated that it will work if you have 
the courage to go ahead with strong 
promotion. 

Natural gas competition is a grow 


ing factor in all of our thinking in 
most markets. It hasn’t injured us as 
much in most cities and towns as we 
have feared. It has caused us to be 
more alert to protect what we have, 
not only in present volume but in year- 
ly rates of growth. 

Notice in TABLE 24 how oil men 
throughout the country estimate the 
installation ratios for 1955 between 
the two fuels. There are some real sur- 
prises, a few shocks around the Mid- 
Atlantic states, but we're outselling 
them in a ratio of 57-43 in the major 
heating areas of the country . . . at 
least that’s the impression of the fuel- 
oil men who are actively up against 
their competition. 

Sometimes we overlook the point 
that a lot of gas installations are not 
competitive with us. They dominate, 
almost monopolize, the string of south- 
ern states running from Alabama to 
California. As an industry they out- 
sold us last year rather badly, but a 
fourth of their installations were in 
that southern group where heating re- 
quirements are relatively light and 
their fuel cost is next to nothing. We 
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TABLE 24 


Competitive Fuel Ratios 





OIL MEN ESTIMATE 
1955 OIL-GAS NEW INSTALLATIONS 












































—— PERCENT —- 
Oil Gas 
NEW ENGLAND 
Large Cities 81% 19% 
Medium Cities 82 18 
Small Cities 90 10 
All Cities 83 7 
METRO. NEW YORK 52 48 
OTHER MID-ATLANTIC 
Large Cities 24 76 
Medium Cities 42 58 
Small Cities 69 31 
All Cities 38 62 
SOUTH ATLANTIC 
All Cities 57 43 
MIDWEST 
Large Cities 42 58 
Medium Cities 59 41 
Small Cities 49 5] 
All Cities 49 51 
PACIFIC NORTHWEST 
Large Cities 87 13 
Medium Cities 96 4 
Small Cities 98 2 
All Cities 9? 8 
ALL SECTIONS 
Large Cities 51 49 
Medium Cities 59 41 
Small Cities 69 31 
All Cities nT 43 


TABLE 25 
Other Fuels took Some from Us 


————- VE LOST TO 


Elec- 
Gas tricity Coai 
New England 9,693 329 371 
Metro. New York 2.806 28 27 
Other Mid-Atl. 12,504 109 416 
South Atlantic 2,844 23 114 
Midwest 40.462 Lats wie s3 
Pac. Northwest 171 4,839 47 
ALL SECTIONS 68,480 5,459 2,128 


Losses to all Fuels 


1955 76,067 or 1.0% of total operating 
1954 55,604 or 0.8% of total operating 


1953 
1952 


47.065 or 0.7% 
32,734 or 0.6% 


of total operating 
of total operating 


don’t think of those states as our mar- 
ket. 

Nonetheless, we have our hands full 
when the oil men estimate that they 
will outsell us this year in the Mid- 
Atlantic region. That would be “the 
most unkindest cut of all.” Anyway, 
the oil group is alert to its problem and 
starting to do a lot more about it. 

Our losses to other fuels are strong- 
er by comparison with other years but 
still small in total. TABLE 25 brings the 
detail. Wher we indicate in the table 
the year 1955, we actually have in 
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OILHEATING /N PRINCIPAL STATES 
RATIO 57-43 OVER GAS 
IN 1955 NEW INSTALLATIONS 
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TABLE 26 


Fueloil Distributors 


are good Advertisers 


—- COMPANY ADVERTISING — 


Percent of — COOPERATIVE ADVERTISING = 
Companies ee. Spent Percent of Avg. Spent 
that by them Per Companies by them Per 
Advertised Customer Participating Customer 
New England 18% $ .88 13% $ 41 
Metro. New York 73 1.86 43 32 
Other Mid-Atl. 76 1.35 16 Be | 
South Atlantic 89 1.61 32 30 
Midwest 81 1.48 13 By 
Pacific N. W. 100 22 54 41 
ALL SECTIONS 80% $1.48 24% $ .37 


mind the fiscal year of the fueloil in- 
dustry ending this summer. Within 
the year we lost 1% of our total cus- 
tomers to other fuels. 

The losses to electricity might not 
all be central heating plants. Most 
electric jobs are room panels, ceiling, 
baseboard and such, and often would 
replace space heaters. The losses to gas 
and coal are definitely central heating. 
In nearly every instance they replaced 
antiquated oilheating jobs where we 
hadn't shown the foresight to get 
around and sell the owners a replace- 
ment. On the other hand as long as 
they don’t hurt us more than 1% it 
isn’t very serious attrition. Their 
stronger threat is to retard our growth. 

In the final table we find the fueloil 
men doing well with advertising their 
wares. Notice that they spent an aver- 
age of $1.48 per oil customer in their 
total advertising outlay. This figure 
applies to the 80% of companies that 
advertised, not to all companies in the 
study. Then we notice that just under 
a fourth of the reporting companies 


put some money into joint programs 
with other oil men to glorify oilheat- 
ing. Among the companies that did 
this the outlay was 37¢ per customer 
and that figures out to $217 per mil 
lion gallons. The Midwestern market: 
ers contributed at a rate of $3054 
million gallons for the highest average 
basis. 

The whole idea of cooperative pro 
motion of oilheating is so basically 
sound and so cheap for what it can 
do that there is good reason to expect 
that we'll hear a lot more about it 
Up to the present 32 markets have 
asked Ojilheating Market Reports, 
New York, to survey their areas and 
assist with joint supplier-marketer 
programs. 

Oilheating installations this yeaf 
will assure the industry as a whole of 
another quite good winter season for 
fueloil sales. Some individual cities ate 
making too little progress but better 
selling is definitely in the air and there 
is reason to expect considerable im 
provement even in those tougher spot 


September 


1955 





® For the widest choice of Heating, Cool-- 
ing and Year "Round Air Conditioning 
Units that are both built right and priced 
right — you just can’t match the 60 years 
of manufacturing experience behind the 
full Moncrief line. 








Moncrief is old in experience but young 
in ideas. Every modern technique is 
applied to every Moncrief product to pro- 
vide you the good, honest value you have 
come to expect from Moncrief — a com- 
petitively priced unit for every size and 
type of application — units that install 
easily and perform with excellence. 





Your Moncrief Wholesaler can provide 
the selection, the price, the selling mate- 
rials — the more profitable answer to big- 
ger and better business with Moncrief! 
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_— batch of Helpful Ideas 
submitted by readers has been se- 
lected and reproduced herewith. As 
with those published in previous issues, 
each one of them reports a method or 
device that readers have used and 
found helpful in solving organizational 
or equipment problems. 


Maybe you, too, have a favorite 
gimmick or widget that you've em- 
ployed successfully in your advertising, 
sales solicitations, personnel training 
or almost any phase of company op- 
eration. Or, perhaps, one of ‘your em- 
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More Profit 


SELL KORTH NEW IMPROVED SHELL DESIGNED 
COMBUSTION HEAD OIL BURNERS 


@ Saves up to 25% on fuel oil bills. 


@ Flame stability results in service-free operation. 


© Equipped with all standard component 
parts including M-H delayed oil valve 


factory mounted. 





Model SR-SH 


—SAVES FUEL— 











WHILE BURNER 
13 OPERATING 






AT LOWEST PRICE. 
TRY ONE TODAY. 


Start making more profit now. Send for new low 





A; 


**Seal of Quality'’ 


prices and literature. 


ECKHART MFG.CO.,INC. 


UNION, NEW JERSEY 


Canadian Distributor 


Dragon Htg. Co., Ltd.—2110 Rue Clark, Montreal 
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ployees has come up with something 
that you think is good and, undoubted 
ly, could be used by other dealers. 


Send in the idea to the Editor, Fugy, 
om & Om HEAT, 2 West 45th St, 
New York 36, N. Y., and get paid for 
each one that is printed. We have paid, 
and will continue to pay for each con, 
tribution which runs in the magazine, 
a minimum of $5; more, of course, if 
the item is deemed worth it. 

Don't be concerned about your writ- 
ing style, because we'll put it in shape 
for publication if it needs to be. Asa 
matter of fact, though, nearly all the 
Helpful Ideas that we print are pub- 
lished just about as they are received, 
If a drawing explains your idea more 
clearly, send along a rough sketch and 
we'll fit it for the magazine. 


EpcGar RaBoin, Keenan’s Oil Sery 

e ice, Inc., West Warwick, Rhode 
Island, submits a good idea on serw 
icing Delco Master Controls. He says 
that a good number of service calls he’s 
answered when these controls were re 
ported “off on safety” have been traced 
to the starting switch, located above 
and linked with the ignition switch 
at the top right hand of the control. 
He checks such complaints this way: 


“I first remove the control cover 
very carefully and look at the safety 
switch. If it’s not in the off position, 
it’s likely that the slightest pressure ot 
movement on the reset button by the 
owner at other trouble times made the 
starting switch contact close and the 
owner to report his oilburner off on 
safety. Using a low voltage test light, 
I put one clip on the (W) thermostat 
post—this is on a three-wire control; 
on a two-wire control use the left hand 
thermostat post—and the other clip is 
fastened to the top stationary part of 
the starting switch. 

“Then I carefully open the stack 
switch and, if the starting switch isim 
the made position, the test light wil 
glow. If it doesn’t, I touch the bottom 
part of the switch—the movable am 
—with a pencil. The slightest pressuté 
upward towards the other point gew 
erally is sufficient to make a good cow 
tact and the test light will glow. I 
some cases dust or lint could be on the 
point; other times, though, I hav 
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You can prevent screen clogging, 
tank rusting and color breakdown with 
NY Keyatct-belrow-meals) meylme-Ve(ebinhyss 


ORDINARY UNINHIBITED FUEL OIL © SAME FUEL OIL WITH SANTOLENE H 





Gummy fuel oil sludge and sediment clog screen Screen remains clean after two-hour circulating pump 
after only two-hour circulating pump test. Result: test. Santolene H keeps burner parts working smoothly, 
oil burner parts operate less efficiently, causing more efficiently by preventing progressive polymer- 
eventual breakdown. ization of unstable elements in the oil. 


jolene J Stabilizes Color 


Good fuel. oils are made better with Monsanto’s 
fuel oil additives. 
Refiner-distributor cooperation means satisfied 
customers .. . more profits. 
SANTOLENE H. In addition to alleviating sludge 
and sedimentation, Santolene H also: 
* In test, ordinary untreated fuel oil (left) 
Overcomes screen clogging. and the same fuel oil containing Santo- 
Eliminates fogging and line freeze-up caused lene J (right) were baked ot 110° for 12 
by fuel oil t Isi days. Result: Fuel oil with Santolene J 
y fuel oul-water emuisions. held original color and clarity; no sedi- 
Keeps burner parts clean. Surface action pre- we eeed, ee 
vents particles from settling. For information on Santolene H, J, and 
Inhibits tank rust. Forms protective coat on F, write Organic Chemicals Division, 


MONSANTO CHEMICAL COMPANY, 
tank and other metal surfaces. Bux 4/8-W-4, St. Louis |, Missouri. 


SANTOLENE J. A fine quality fuel oil additive de- 
signed to: 


® Stabilize color. Prevent formation of color ; : 
bodies. 4 é 
® Reduce sediment formation. Prevent agglom- 6 
eration of insoluble color bodies. MONSANTO 


® Inhibit rust. Prevent formation of water haze CHEMICALS ~ PLASTICS 
or stable emulsions. 





% 
a 


Santolene: Reg. U.S. Pat. Off. 


SERVING INDUSTRY... WHICH SERVES MANKIND 





















. .. « Helpful Ideas 


found a very fine air gap between 
these points to be the cause of the trou- 
ble. 

“With two pairs of long nose pliers 
and a great deal of care the movable 
arm can be bent very, very little up- 
ward to do away with the air gap. 
I repeat that extreme caution is neces- 
sary because too much of a bend will 
keep the ignition points apart. Of 
course, make sure to turn off the switch 
first. 

“IT have used this method dozens of 
times and never have had a call back.” 


Five ideas in a bunch were submitted 
by Francis Martin, with The Wm. R. 
Hogg Co., Inc., Asbury Park, N. J. 
Here they are: 

1. To seal up air leaks around clean 
out doors and firing doors make a 
heavy paste of asbestos furnace cement 
and water. Apply the paste with a 
paint brush and the cement will go 
down into the cracks. If you use a 
trowel, the cement will just bridge 
across the cracks, the cement gets on 
the smooth surface and peels off when 
the boiler heats up. 





(Advertisement) 


Long life... low upkeep make 
Nu-Way burners cost less 


Nu-Way burners are less expensive to 
use and incorporate as standard equipment 
to your furnace or boiler, because we make 
them better — design them better . . . engi- 
neer them to last for many, many years, and 
still perform to our and your standards. 
Moreover, we take care of our own, Nu- 
Way's engineers and technicians are always 
available in the field and lab with technical 
help and information. 


Take motor-pump alignment, for instance. 
Tolerance in a Nu-Way burner is only 
0.0015 inches. This eliminates noise-causing 
vibrations . . . minimizes wear which na- 
turally increases the pump life besides keep- 
ing service costs pared down to the bone. 


Along with manufacturing the best and 
most practical oil burners, Nu-Way concerns 
itself with the good will of its customers. 
When a less perfect burner is used in a 
furnace — repairs are more frequent, oper- 
ation is noisier. And, who does the cus- 
tomer blame? The burner manufacturer? 
No — chances are, the man who made the 
furnace gets the full load of blame. So why 





run the risk of unhappy customers by using 
a burner not engineered and designed for 
long life and smooth operation, 


Good housings are important, too. Nu- 
Way burners are housed in sand-cast alumi- 
num alloy . . . stronger, more permanent, 
thicker — and still, lighter in weight than 


thinner sections of other metals. We might 
use other metals, but long experience proves 
it’s worth it to use the best. Sand-cast alu- 
minum alloy won’t warp or twist — holds 
its shape permanently, and therefore holds 
the motor and pump in permanent close 
alignment. 


There are lots and lots of reasons .. . 
all good ones . . . why we feel sure Nu- 
Way burners are the best on the market. 
Ignition conductors are solid brass .. . 
won't sag, won't deteriorate. Transformers 
are built extra-heavy, with more turns of 
wire and more coil laminations to give sure- 
positive spark for quick starting at all times. 


In designing our Nu-Way burners . . . 
we wanted to make them versatile and easy 
to care for. So, we made the mountings 
adjustable, for either floor or flange, which- 
ever best suits your job. And, we put an 
extra-large hand hole in the rear of the 
burner. You can reach right in, make easy 
repairs . . . or pull the whole firing assem- 
bly clear out for cleaning. 


We're constantly looking for new ways 
to make our oil burners better . . . keep our 
engineering staff busy researching bigger 
and better improvements. The same pride 
in our present Nu-Way burners keeps us 
determined to use only the highest quality 
transformers, motors and other components 
in the future. And, even if the initial cost 
goes slightly higher . . . you can be sure 
they'll be worth it . . . they'll be made to 
perform even better . . . to last even longer. 


Write to us— we'll send you our free 
bulletin No. N1132. It illustrates our seven 
brand new models that have all of these 
features — gives complete description and 
specifications in easy-to-read 4-color blocks. 
And, remember . . . first cost can be the 
least cost when it’s the last cost. Nu-Way 
Corporation, Dept. F.O.-95, Rock Island, 
Illinois. 


(Advertisement) 
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2. To remove a drive coupling that 
has rusted to a pump or motor shaft, 
remove the Allen screws and squirt q 
good rust solvent in the openings. 

3. To get some idea of the tempera 
ture at the combustion head of a gun 
type burner, take a piece of core solder 
and place it around the nozzle body 
and nozzle. Let the burner run for 
some time and remove the nozzle as 
sembly. If solder has melted, you cap 
tell the temperature is up to 412° fF, 
or higher. If the temperature rung 
close to 500° F. on small nozzles, gen 
trally you’re in for trouble. 

4. Here’s a picture of an instrument 
I use for taking stack temperatures, but 
which I also have adapted for taking 
temperature readings at the nozzle uv 
der fire. Notice I have removed one 
electrode from the bracket and substi- 
tuted the thermocouple of the instr 
ment. I have found this instrument 
very useful, particularly on those small 
capacity jobs where nozzle tempery 
tures of 500° F. cause trouble. I have 
found it necessary at times to try dif: 
ferent nozzles until you find the one 
that does not heat up too much. 





5. Here’s how to use a Tattlelite 
to calibrate any snap-acting thermo 
stat. Connect it to the thermostat and 
when the contacts are open it will light. 
Now move the thermostat dial from 
55 slowly towards the thermometef 
reading. The light should go on when 
dial setting reaches room temperatutt. 
Move dial to make and break contacts 
and the light should go out as deter’ 
mined by the differential setting. If 
you move the dial to close the com 
tacts and the light goes out with 1 
snap action, you can tell the differential 
is too close; if the contacts close and 
the light stays lit, it indicates you have 
a bad set of contacts. 

Next Jane Teachout, credit mat’ 
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USS NAUTILUS. 





DON’T You. MISS THE BOAT! 
Atomic electrical power will dominate your future. Make your plans now! 


The Atomic age is here — make no mistake about it, but do Pacific Gas & Electric, Detroit Edison, Cleveland Electric Illu- 
make plans to go along. Already over a dozen Power Com- minating, to name a few). 

panies have atomic electric power producing plants in various 

stages. And right now the Power Companies are pushing And, right now the present base rate for electricity for home 
electric home heating. (American Gas & Electric Company, heating is as cheap or cheaper than oil or gas in most areas! 


So, now is the time to line up your dealership for electric home heating at its best — that is... 


THESE FEATURES 
MAKE SALES! 





* The most healthful heat available — 
warm, clean infra-red rays. 


* Over 450,000 successful installations. 


* Absolutely fireproof — approved by 
Underwriters Laboratories. 


* Tests prove operation at pennies 
per day, 

* Fully tested in a complete home by 
US Bureau of Standards. 


* The ONLY electric radiant heat Guar- 
anteed by Good Housekeeping Magazine. 


* Every Continental GLASSHEAT unit is 
9varanteed by the manufacturer, 


RADIANT $C1aboat 


Because Continental GLASSHEAT operates in the home for pennies per day. 
all Because Continental GLASSHEAT installations provide high profits to oil burner 


dealers while costing the home owner much less overall than conventional coal, 
oil or gas systems. 


Because Continental GLASSHEAT is the oldest and largest manufacturer of electric 
radiant glass panels and controls all the basic patents which assure home owners 
of superior features for clean, safe, economical and service-free operation. 


Because your regular customers are your best prospects — right now! 


DON'T DELAY— PLAN NOW — MALL THIS TODAY! 








CONTINENTAL RADIANT GLASS HEATING CORP. 


One East 35 Street, New York 16, New York 


Please have one of your franchise representatives 
contact me within C] 30 days C] 60 days. 
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ager for Griffin Fuel Co., Tacoma ?, 
Washington, submits a “Thank you” 
envelope her company is using. The 
illustration shows how the message jg 
printed to show through the opening 
in a window envelope and Miss Teach- 
out observes: 


“This simple expression is one of our 
attempts to operate the credit depart 
ment on a courteous basis, while stil] 
following accepted credit practice. We 
try to dovetail our operation to coop- 
erate more closely with the other de- 
partments and at the same time mer 
chandise credit more than ever. We 


— feel that our simple, but sincere, ‘Thank 
BETHLEHEM DYNATHERM © BETHLEHEM DYNATHERM| 2 4pbearing through the window is 
an excellent follow up to our efforts,” 
“ Mbehem < 
© THE ‘Be g n 
> > 
“ = 
z D Z| _C. B. Wilson, 7300 N. Bell Ave, 
Fs] x3} Chicago, IIl., named sales representa 
= =| tive for A. B. Carlson & Co., Inc, 
: Aurora, Ill. He will represent the 
e is e manufacturer of the Echo vent signal 
and allied heating accessories in Illi 
“ 
» a t f t Ss EB 3 S T! |  nois, Indiana, Wisconsin, Minnesota, 
z z North and South Dakota. 
rm rm 
+ Here isathoroughly engineered F . 
x ghily eng = Richard S. Dawson Co., Los Aw 
z Package Unit that offers the 3|  geles, Calif., has been appointed dis 
HEALTHIEST and MOST trict representative by Bell & Gossett 
™ ECONOMICAL HEAT known! wo! Co., Morton Grove, Ill. 
< =< 
z = 
- YOU SELL t BETHLEHEM PYNATHERM easily because of its >. Aircon Supply Co., Chicago, Ill, 
+ sn : et exclusive features such as the “Whirling Flame” Xx has been named by the Century Engr 
en too, the LEHEM DYNATHERM costs amazingly little more ™ : : ‘ 
z than converting an old boiler! ; sateen z neering Corp., Cedar Rapids, Iowa, a 
your customers because the BETHLEHEM DYNA- airconditioning oqnpmene wholesale 
You SATISFY THERM gives them more for their money in fuel distributors, and will also handle Cen 
° economy (savings up to 40% and even more have been reported after e an ; 
replacement of old oil burner, regardless of make, with the DYNA- tury’s line of oilburners. 
THERM; in compactness, comfort and convenience. 
- you S AVE because the BETHLEHEM DYNATHERM is completee —& The Mutual Manufacturing and 
aa ly assembled and tested at the factory, thereby reducing =“ Seances « Ciein. ae 
te “deg : - - Supply Co., Cincinnati, io, ha 
2 installation cost, and assuring dependable, uninterrupted service. x : cwiael 
e ie r| been appointed wholesale distributor 
<. This is YOUR OPPOR TUNITY to become a member of the BS for southern Ohio, northern Ken 
= BETHLEHEM family! Fill out and return the coupon today! = tucky and southeastern Indiana by the 
—mubanape Ev oo ed oe ee emerems Airtemp Division, Chrysler Corp. 
| | Dayton, Ohio, for their full line of 
| BETHLEHEM FOUNDRY & MACHINE CO. || commercial and residential aircond’ 
225 W. Second St., BETHLEHEM, PENNA. | tioning, and heating equipment. 
| 
| Please send us complete details concerning the Bethlehem Dynatherm Franchise. | ; 
| Moorland Co., N. Kansas City, Mo- 
| RES NONE a RET nant nee | has been authorized to distribute As 
7 i, solenoid valves manufactured by 
EI FSC eine ees t'b ws Ws Geis shi, FT GOS Opie Sole be SE OSES AE ecw hese eceee eae | Automatic Switch Co., Orange, N. J. 
SRI 6s chi tions nscasslen sass vin tino 9 ZONE ...... WE siiccadciigisniderads | Shipments of general purpose solen oi 
| i| valves will be made directly from the 
l Moorland warehouse. 
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Sunny, overall warmth from base- 
boards, radiant panels, convectors. 


In a water cooled home, correct 
compensation can be made for 
summer heat gain. 


A virtually limitless supply of hot 
water for kitchen, laundry and 
bath. 


B&G BOOSTER 


Noiselessly circulates water 
for heating and cooling the 
house and for snow melt- 
ing panels. Known every- 
where for quiet, depend- 
able, long-lived : 


operation, 











Snow melting for relief from shov- 


eling—safe driveways and side- 
walks, 


*Reg. US. Pat. Off. 
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Heats...Cools...Melts Snow 
..- Provides Hot Water 








The B&G Hydro-Flo System, using mechan- 
ically circulated water, offers an amazing 
variety of ways in which to create the ultimate 
in modern living comfort. 


The sketch above illustrates the complete 
versatility of a water system. The heating in 
this home is with modern, inconspicuous 
baseboard panels. Cooling is achieved by cir- 
culating chilled water to a fan coil unit in- 
stalled in a plenum formed by a dropped 
ceiling in the hall. Cool, de-humidified air is 
distributed through high grilles into the 
various rooms. 

Snow melting coils under the sidewalk and 
driveway are circulated with an anti-freeze 
solution heated in an exchanger connected to 
the boiler. For domestic hot water, an indirect 
heater supplies the ample volumes demanded 
by modern labor-saving devices. 


For the last word in year ‘round comfort, 
convenience and health protection, backed 
by long-lived, trouble-free equipment, get the 
facts on the B&G Hydro-Flo System. 


"Water is the most efficient and 
economical medium for conveying a BTU” 


= BELL & GOSSETT 


¢ @ fF. fk Bw FT 


Dept. EA-7, Morton Grove, Illinois 
Canadian Licensee: S. A. Armstrong Lid., 1400 O'Connor Drive, West Toronto 
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Feeaders’ Problems 


Q. About three years ago we sold a 
steam boiler to replace one hooked up 


to large heat exchanger which converts 
the steam into forced warm air which 
in turn is supplied to registers through- 
out the house. The boiler is more than 
ample in size for it works off the limit 
control most of the time. 

The installation has been such a 
source of trouble the owner has been 
considering junking everything and 
putting in a warm air unit which 
would not give him the domestic hot 
water he now has. Water has to be 
added to the boiler once or twice a 
week. The unit becomes waterlogged 








ODORGON 


aerosol spray bomb 


CAN BE PURCHASED FROM 
FOLLOWING JOBBERS. IF ORDERING 
DIRECT, SEND YOUR JOBBER'S NAME. 


CONNECTICUT 
E. Hartford —Bervic Company 
Hartford —Meter & Tank Equipment Co. 


—Pilgrim Oil Burner Co. 


New Haven —Oil Burner Supply, Inc. 


Stamford —Westco Burner Parts Co. 

Ds. 

Washington —R. E. Michel Co., Inc. 

ILLINOIS 

Chicago —Petroleum Heat & Power Co. 

INDIANA ; 

South Bend —Young Heating Supply, Inc. 

MAINE : 

Portland —Gould Equipment Co. 

MARYLAND 

Baltimore —R, E. Michel Co., Inc 

MASSACHUSETTS 

Everett —Metromatic Oil Burner Co. 

Fall River —Oil Heating Equipment, Inc. 

Holyoke —Dwight Burner Associates 
—Bork Engineering Co. 

Malden —E. L. Kimball Co. 


Northampton —North. Plumbing Supply Co. 


Worcester —John W, Walsh, Inc. 
MINNESOTA 
Minneapolis —Tempcon Inc. 
NEW JERSEY 
Atlantic City —Park Oil Burner Mfg. Co. 
Elizabeth —Certified Fuel Units Service 
Morristown —Amber Oil Burner Supply Co. 
Newark —Burcar Mfg. Co. 
—Certified Fuel Units Service 
—West Side Plumb. Supply Co. 
Nutley —Nutley Oil Burner Supply 
Vineland —Hepco, Inc, 
NEW YORK 
Binghamton —Charles Millar & Son Co. 
Brooklyn —H & L Oil Burner Supply Co. 
—Kirshner Supply Co. 
Buffalo —Rochester Oil Burn. Syst. 


Deer Park, L, 1.—-H & L Oil Burner Supply Co. 
Manhattan —Renick & Mahoney, Inc. 
Niagara Falls -——Hysen Sap lies, Inc. 
Queens Village —H & L Oil Burner Supply Co. 
Rochester —Roch. Oil Burning Systems 
Syracuse —R. E. Rolfe Co. 

—Oil Burner Supply Co. 
Tro —Eastern Oil Equippers 
i L, I.—H & L Oil Burner ie Co. 


Utica —Charles Millar & Son Co. 
OHIO 

Cincinnati —F. E. Winstel Co. 
PENNSYLVANIA 

Allentown —Sid Harvey of Reading, Inc. 


Chester —Hepco, Inc. 
Philadelphia —Hepco, Inc. 








KILL THE OIL ODOR! 
INSTANTLY 


The Stewart-Hall Chemical Corp. of Mt. Vernon, 

. Y. has developed ODORGON, a special new fuel 
oil deodorant in a handy aerosol container. De- 
signed to fit into the pocket of a driver or service- 
man, it can be carried anywhere with ease, 


ODORGON is | 0 ge for spills of any size, from 
leaking or overfilled tanks to oil burner drippings. 
It is extremely effective in killing fuel oil odors 
that come from warm air vents, garages, and equip- 
ment. 


The chief advantages of ODORGON are that it can 

used on vertical surfaces, and can reach into 
hard-to-get-at-corners. Once over lightly and an oily 
smelling surface is converted to a clean, pleasant 
fragrance. No stains or mess are left behind since 
ODORGON is invisible. 


One can of highly concentrated ODORGON can 
wipe out oil odors over an area of 348 square feet. 
This means an average of 58 a! gg per can, 


or as much coverage as is offer 


2 by 10 pounds of 
conventional powders. 





STEWART-HALL CHEMICAL CORP. 
P. O. Box 66, Fleetwood Station 

Mt. Vernon, N. Y. 

[] Send FREE details on ODORGON for 














RHODE ISLAND dealer use. 
West Warwick —Mercury Heating Supply Co. (] Send FREE details on Special ODORGON 
VIRGINIA rf Jobber Plan. 
Richmond —R. E. Michel Co., Inc. 

WASHINGTON ttention: 
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CANADA RoR IIYS | 2 5s, scsasvses compost oh aia aeons 
Ottawa, Ont. —D. S. Fraser & Co. 
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and must be drained at least once q 
week, 

Is there a minimum vertical distance 
we should have between the water 
level in the boiler and the unit in the 
heat exchanger? The unit is about a 
foot higher than the water level and 
the steam return seems to have ade- 
quate pitch to it, although no Hart. 
ford loop. 

A new sunporch has been added to 
the house, and it could be ideally 
heated with hot water baseboard, 
What do you think of the idea of con 
verting the boiler to hot water, chang. 
ing the heat exchanger from steam to 
hot water, and heating the sunporch 
(which will be the most used room in 
the house) with a separate thermostat 
and circulator? 

Any helpful advice you can give 
will be very much appreciated. 


W. B. H., Lakewood, N. J. 


A. First, there is no minimum ver: 
tical distance that you should have be- 
tween the water level in the boiler and 
the air-heating coil, because that dis 
tance involves the sizes of the steam 
pipes and condensate pipes and the de: 
sign pressure of the system. However, 
it does seem that the distance on the 
trouble-job is insufficient—that is one 
of the reasons you are having trouble. 

You say that water has to be added 
to the boiler once or twice a week. 
That is clearly an indication of an ex 


, .cessive.escape-of,condensate or steam 


from the system. If there are no steam 
or water leaks in the boiler, piping and 
specialties, then probably water is ex 
caping through the air-venting device 
that serves the steam piping and the 
air-heating coil. 

Some jobs which had _ identical 
trouble were cured 100% and at very 
little expense simply through the in 
stallation of pressure controls of great 
sensitivity, which permitted operating 
the boilers at maximum steam prev 
sures of only one-eighth to one-fourth 
of a pound. 


Corrective Measures 


Try these things that you can do 
so easily, quickly and at slight expense: 

1. Equip the boiler with a sensitive 
steam pressure control which will stop 
the burner with about one-eighth 
pound steam pressure on the boiler. 
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MY EXTRA PROFITS 
FROM G-E COOLING 


MY BOY THROUGH 
COLLEGE | 


Good things happen when you 
“sign up’ with GE. 


Many a good man is in the middle. He wants to give 
his family the comforts and as many of the luxuries of 
life as he can. But not if he has to live, breathe and eat 
business 24 hours a day to do it. 


So of course the heads-up thing to do is find a way 
to work no harder and still increase your profit pic- 
ture. All right then. Hang that G-E monogram over 
the door of your shop. 


Fact is, the cards are stacked in your favor when 
you “sign up” with G.E. Folks have complete confi- 
dence in the products made by G.E., and confi- 
dence in the man who represents G.E. That’s why 


HOME HEATING & COOLING DEPT. 
Progress Is Our Most /mportant Product 


GENERAL @@) ELECTRIC | 


*Reg. Trade Mark of General Electric Co. 


eloil 
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they're most likely to give him their business... fast! 


Do a little deck-stacking for yourself. Get with G.E. 
and watch the good things in life come your way with 
less effort. Here’s a line that includes a unit for every 
home heating and cooling need—a line that is backed 
up by the famous G-E Warranty (which includes 5 
years protection on the sealed-in system of the cool- 
ing unit). 

There are some territories still open, so deal 
yourself in by sending the coupon below. We'll rush 
facts about the great G-E line and the “Franchise with 
a Future” everybody’s talking about. No obligation. 


GENERAL ELECTRIC CO. 
HOME HEATING & COOLING DEPT. FO-95 
BLOOMFIELD, N. J. 


Yes, | want the facts on why “signing up” with G.E. will step up my 
sales and progress. 


NAME 





TYPE OF BUSINESS. 
ADDRESS. 








Sf a STATE 
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. ... Readers’ Problems 


2. Reduce the firing rate of the 
burner considerably. Fire so lightly 
that if you start the burner with the 
coil cold, the burner will run for forty 
to sixty minutes before the boiler’s 
pressure control stops the firing. 

3, End the escape of steam or con- 
densate from the system, which is mak- 
ing it necessary to add water to the 
boiler once or twice a week. This 
should be simple because it involves 
only locating and tightening any leaks. 

4. Study carefully the escape of air 
from the steam piping and the air- 





heating coil when the boiler starts to 
steam. Air must escape from this sys- 
tem fast enough to prevent build up of 
appreciable pressure in the boiler when 
it starts to produce steam. But a com- 
bination of an excessive firing rate and 
excessive rate of venting the coil prob- 
ably will cause water to flow back- 
wards through the condensate line 
which should allow the water to flow 
from the coil to the boiler. 

We like your idea of changing the 
boiler from steam-type heating to 
water-type heating. True, on a hot- 








CSE, 


There’s no better way 


to boost your profits than by 


BUILD GOOD WILL, 
CUT SERVICE CALLS 


-. WITH §|NCLAIR 
SUPERFLAME- 


FUEL OIL 










building customer good will. And there’s no 
better way to build good will than by switching now 
to Sinclair SuperFlame Fuel Oil. 


Sinclair SuperFlame builds good will because it offers 
anti-rust protection at no extra cost. SuperFlame contains 
Sinclair’s exclusive rust inhibitor, RD-119®. Used 

regularly, this top-quality fuel oil protects against rust-clogged 
filters and burner nozzles... assuring greater customer 
satisfaction ... and fewer service calls. 


To gain good will and save on service, do yourself a favor. 
Switch to Sinclair SuperFlame Fuel Oil today. 





SINCLAIR FUEL OIL 


WITH RD-119® 
SO DIFFERENT — IT’S PATENTED 


















water basis, the air-heating coil will 
have much less output than on a steam- 
type basis. However, usually these coils 
are found to be greatly oversize, Ip 
making such a switch, sometimes it jg 
advisable to slow down the circulating 
blower a bit so that the air from the 
supply registers is not too cool. That 
again reduces the Btu output of the 
coil. In considering these things, you 
will be much ahead if you know 
whether or not the air-heating coil is 
oversize to begin with. 


Q. On several jobs of the forced 
circulation hot-water type I’m receiv. 
ing complaints about radiators creak- 
ing and making other noises when cir- 
culators start, shoot extremely hot wa 
ter through the radiators, and cause 
them to expand rapidly. Trouble is 
especially great on one job having 30 
ft. runs of baseboard radiation of fin: 
tube type, on which no allowances were 
made for expansion. 

The radiation cools off rapidly with 
the circulator idle. That’s one of its 
characteristics. Boiler water has to be 
hotter than 200° F. for proper heating 
in severely cold weather, and after cir 
culator starts this hot water speeds 
through the radiation in a matter of 
seconds. This combination of circum 
stances makes the radiators seem to 
want to leave their moorings for a few 
minutes after circulator starts. 

Can you give us any helpful ideas 
on the trouble? Others in the oilheating 
equipment business must be encounter 
ing it also. 


D. B. B., Brooklyn, N.Y. 


A. As you know, incorrect install 
tion is at least partly responsible for 
the trouble on the job which has 30 
ft. runs of radiation. 

You are fortunate in that you defr 
nitely can end the trouble at no more 
than reasonable cost to your customer. 
All you have to do is approach the 
problem from the control angle. Leari 
about control systems you can use 
wind up with continuous circulation 
of water through the radiation—with 
the temperature of the circulated watet 
matched automatically to the weather 
or the heating requirements of the 
building. Find out from important coW 
trol manufacturers about the equi?’ 
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Flow retards to smooth shut-off 








ith Full flow reduced to secondary flow of 11 
ts g.p.m. before final shut-off. 
be 
ing Exclusive hydraulic valve control 
cH’ Both primary and secondary shut-off are 
eds accurately controlled by positive-action hy- 
of draulic valves. 
Vin 
to Minimum time for secondary flow 
‘ew Operates at full flow delivery to within. 
three seconds of final shut-off. Model 635 meter features the same reliable metering 
leas : ? ‘ : : ‘ 
a Total pumping ‘time reduced mechanism made famous in Tokheim service station 
toe Stays on full flow longer—delivers same pumps PLUS The New Tokheim Pre-set Flow Control. 
gallonage in shorter time than other two- Z z 
. ile tabla oF dallas vitied capedinr. Just set the gallonage desired and remain at the 
3 nozzle throughout the filling operation. Within three 
Ile seconds of full delivery, flow will be decelerated to a 
{ standout features = : 
for gently cushioned stop. You eliminate hydraulic shock 
30 . . ee 
and slam shut-offs—save strain on pipe fittings and 
40 g.p.m. capacity —standard 112” flanged . , ms 
Jef: inlet, outlet connections. meter—prolong the operating life of your equipment. 
a ies eieiaatinn dts Wilibniiniiies This meter and the new pre-set flow control are 
nef. ; , i . ‘ 
“m naaeneaneindinatnnesimainn designed especially for tank trucks, bulk plants and 
parn Positive piston displacement-type industry...they bring a new degree of excellence 
to measuring unit. ‘ i P 
J to metering operations. See your Tokheim represen- 
tion ‘ ° . Or 
+h Veeder-Root Register and Totalizer; tative today or write for literature and prices, 
wit Ticket Printer optional. 
atet 
ther Exclusive, easier-to-operate, lever-type wheel General Products Division 
pA settings on pre-set flow control register. T oO KHEIM Cc OR P oO RA T i oO fe 
DESIGNERS AND BUILDERS OF SUPERIOR EQUIPMENT 
con Air separator inlet and strainer 1694 WABASH AVENUE SINCE 1901 FORT WAYNE 1, IND. 
wip’ are reversible. Factory Branch: 1309 Howard St., San Francisco 3, California 
Canadian Distributor: H. Reeder, 205 Yonge Street, Toronto, Ontario 
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. .. . Readers’ Problems 


ment they have available to gain the 
above objective. 

As just one example of the available 
controls which will solve your prob- 
lem, there’s the CA-320 “Weather- 
brain” control made by Detroit Con- 
trols Corp. Using this, the circulator 
runs continuously during the heating 
season. A valve connected to a capil- 
lary tube and an outdoor bulb causes 
water returning from the radiation to 
bypass the boiler or flow through the 
boiler to be heated . . . or produces 
sufficient bypassing to provide hot wa- 





ter at the proper temperature for the 
radiation. 

The end result is that on a mildly 
cold day, mildly warm water circu- 
lates through the radiation continu- 
ously. As the outside temperature 
drops, the temperature of the circu- 
lated water increases—gradually, how- 
ever, and with no noises from the 
radiation. 

Many homes and business buildings 
need special control arrangements to 
end the type of trouble you are en- 
countering. 








SO MUCH VALUE at 
SO LITTLE COST! 




















$4,078 


1000 gallon 1% ton DODGE 


Decker 
Brothers 
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Prices range from 


UP TO 


300 LINCOLN AVE. 
HAwthorne 7-2100 - 01 - 02 





$11,890 


3300 gallon 4 ton DODGE 












The base prices include 2 compartments, full skirting, top shrouding, 
electric or “Fluid Drive” reel, 125 feet of 114” hose. Rear or side in- 
stalled equipment and variations in basic specifications available in 
all sizes on different make chassis. Other tank sizes and prices on re- 
quest. Consideration given to all state and local requirements. 


TRADES ACCEPTED and TERMS ARRANGED 


*Includes chassis, tank, pumping 
and metering equipment 


All prices above include Fed. Tax. Tank prices 
on other make chassis and trailer prices with. 
specifications on request. 


Send for FREE CATALOG FO 









HAWTHORNE, N. J. 









Q. Ihave an oilburner fired at 1,35 
by an 80° nozzle, installed in a steel 
oilburning boiler, which heats a ranch 
type house with no basement. 


The burner, firebox, etc., are in 
stalled OK, but the chimney extends 
only about eight feet above the smoke- 
pipe opening in it. The smokepipe is 
nine inch and the chimney area is 
great enough, but because of the lack 
of chimney height there is not enough 
draft. The house is only one story 
high. It is set in a valley along with 
nearby trees, another house, and a 
barn. 

In another house, I installed a small 
draft fan in the clean-out door at the 
base of the chimney. This is only a 
try, but it helps some. This fan is rated 
for 190 cfm. How large should such 
a fan be—that is, what is the proper 
cubic feet per minute? 

Of course, on this trouble job with 
the 1.35 gph nozzle, the draft can be 
cut down if it works out to be exces 
sive after I provide a fan to induce 
draft, as the installer provided a 
smokepipe barometric draft control, 
which I sealed closed to get maximum 
draft. With the burner running the 
draft now is unsteady, varying from 
plus one to two sub readings. This 
dirties the boiler tubes, causes odor, 
and fouls the nozzle and ignition 
points. 

This burner is made for 12% COs, 
but because of poor draft it gives the 
above troubles when adjusted for 10% 
COs. 

I thank you. But please don’t pub 
lish my name or town. I am well 
known, the town is a small one and 
the trouble job is in my home town. 

Identification Withheld! 

A. If this is not pleasant news for 
you, we are sorry. But to help you 
most, we've got to tell you that you 
did the wrong thing if you tried to 
improve draft by installing a 190 cfm 
fan which blows air into the base of 
a chimney through a clean-out door. 
From the words in your letter, we 
gather you might have done that. 

Putting blower air into the base of 
a chimney can make draft trouble 
worse instead of better, for it cause 
the chimney to handle the blower af 
in addition to the products of com 
bustion from the boiler. Force enough 


September 





1955 











his 
Or, 
on 
s, 
% 


ib 
ell 
md 











Why MacGregor IS wise to Modetnize! 


Mac, how can you put They save money, Ben! 
money into improvements Modern equipment pays 
I can’t afford? in the long run. Less trouble, 
less cost, more profits! 




































Old “Behind-the-Times Benny!” Why bother 


How about your permanently reattaching couplings? Today’s hose is as tough as 
attached hose couplings? How the couplings. Ask your supplier about SCOVILL 
do you save when you can’t couplings... for low initial cost and no upkeep! 


reattach ’em to new hose? 


Nothing gives you as good workmanship nN 
as SCOVILL machine-attachment. Flexing 

won't weaken grip... guaranteed leakproof! 
Full-flow diameter inside. Why don’t you 
write for details? 


Get specifications on fuel 
oil and distillate hose 
couplings: 

Scovill Manufacturing Co. 
Merchandise Division 
88 Mill Street 
Waterbury 20, Conn. 













A product of 


SCOVILLE, Guge Gi) 


Prieloil 
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. . « « Readers’ Problems 


blower air into the base of any chim- 
ney, even a chimney that worked 
properly before you installed the 
blower at its base, and you will cause 
the pressure in the chimney to be posi- 
tive, instead of negative as it should 
be. 

In addition to crowding additional 
and unnecessary cubic feet of gases 
(air) into the chimney, the blower at 
its base will tend to chill the chimney. 
Low temperatures in chimneys are im- 
portant causes of insufficient draft, for 
sufficient draft depends on a chimney 


being full of hot gases. 

To use a blower or fan so that it 
will provide positive smoke-outlet 
draft for a boiler, install it in the 
smokepipe so that it will draw or suck 
the products of combustion from the 
boiler. A large blower or fan probably 
will provide at least .04” or .05” over- 
fire draft on a small installation of the 
type you describe. As you know, the 
barometric damper in the smokepipe, 
between the boiler and the blower or 
fan, then can be used to adjust for 
proper over-fire draft. 








i 
WALL- FLAME: 


BOILER 


STEEL 


Water Tube 


BOILERS 


FOR STEAM OR HOT WATER 


BUILT TO LAST A LIFETIME 
UNDER ANY CONDITIONS 


All models #800 and larger carry 


ASME marking. 


NEW MODELS—GREATER CAPACITY 


Grate Sizes 
19 Pn” 8" 


Capacities 300-700 square feet steam 


or equivalent H.W. 


EASY — 


TO GET IN THE BASEMENT 
TO INSTALL 
TO CLEAN & SERVICE 
TO SELL 


ECONOMICAL e¢ BEAUTIFUL e 
EFFICIENT ¢ COMPACT e QUIET 


4%” PLATE — 1%” wall, TUBES 


V & E PRODUCTS, INC. 


SCHUYLKILL HAVEN, PA. 


Warehouses: 


BALTIMORE e¢ BUFFALO e 


Phones: 


SAR. 2387 GAR. 7390 


PHILADELPHIA ¢ SCHUYLKILL HAVEN e 


WAYNE 1625 


LOWELL, MASS. 


GLEN. 7-7496 
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Different principles are used in dif. 


v 

a 
A 

fl 


ferent fan and blower arrangements - 


that provide positive smokepipe draft, ~ 


and problems of smokepipe heat must 
be solved. You cannot, therefore, use 
just any fan or blower to provide posi- 
tive smokepipe draft. For one thing, 
heat would soon damage it. It is not 
feasible to design and develop posi 
tive-draft equipment for just one in 
stallation. 

The most sensible thing for you to 
do under these conditions is to buy 
well designed motorized equipment 
which can be added to a smokepipe 
easily to provide positive draft on your 
trouble job. 


Draft Inducers 


Write to manufacturers of draft 
inducers made for domestic installa- 
tions. Learn about the “Auto Draft” 
inducer made by the Tjernlund Mfg. 
Co., 2140 Kasoth St., St. Paul 14, 
Minn. Learn about the “Quickdraft 
Draft Creator” made by the Quick 
draft Company, 1150 So. Erie Blvd, 
Hamilton, Ohio. Your learning about 
these and other makes of positive-draft 
equipment for installation on smoke: 
pipes will give you an insight into the 
problems that must be solved to pro- 
duce practical, dependable equipment 
of this type. Probably you will decide 
to buy already-made draft inducer 
equipment for your trouble jobs. If 
you do, you can settle all problems of 
fan or blower sizes, etc. by referring 
to manufacturers’ literature. 

Your letter asks about cfm related 
to combustion. On a basis of high 
CO,, figure that 1,500 cubic feet of aif 
are needed to burn one gallon of fuel 
oil, with the air at ordinary room temr 
perature, of course. Each 1.0 gph fired, 
then, needs but 25 cfm (obtained by 
dividing 1,500 by the 60 minutes in 
an hour). On a practical basis, youd 
have to figure on removing products 
of combustion from a boiler at several 
times this rate, taking into account the 
possibilities of low COs and high stack 
temperature, and the need to provide 
extra capacity to permit control of 
the over-fire draft. Chemistry of com 
bustion also is involved. 

You sent u§ a sketch of a particulat 
make and model of burner head and 

(Please turn to page 180) 
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by 
J. W. Schulz 


N ARTICLE on automatic firing with 
No. 6 fueloil appeared in the 
July issue of FuELom & Om HEAT 
starting on p. 84. This article indi- 
cated that the installation of the suc- 
tion line, on a particular job described 
in the article, provided an example of 
the careful workmanship of the com- 
pany responsible for the fueloil lines. 
The completed suction line was 
charged with compressed air under 
100 psi pressure, the article indicated. 
The pressure was observed for 24 
hours. Because it dropped below 90 
psi, the defective pipe fitting which 
caused the pressure drop was identi- 
fied and replaced. 

There has been no subsequent prob- 
lem whatsoever with suction-line air 
leaks, the article went on, which are 
the cause of common service troubles 
encountered on many installations. 

The preceding reasoning caused a 
certain consulting engineer, who buys 
commercial - industrial oilburner in- 
stallations for his clients, to make an 
appointment with the technical editor 
of FuELoIL & Or HEAT and to thump 
a desk for the sake of emphasis. 

“If it is true, as your article says, 
that suction-line air leaks are the cause 
of common service troubles encoun- 
tered on many installations,” this con- 
sulting engineer yelled, “then the only 
reason for the air leaks is the failure 
of the burner installers to subject their 
suction lines to air-pressure tests be- 
fore filling them with fueloil. 

“Air-pressure tests of completed 
suction lines are nothing unusual to 
the dealers from whom I buy commer- 
cial-industrial burners. Years ago in the 
days of screwed-joint suction lines for 
domestic burners, air-pressure tests 
were made even on the oil lines of do- 
mestic light-fueloil installations. If you 
are uncertain about that, ask dealers 
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= How to insure Success 
of Industrial Burners 


‘Punch List’ made by Consulting Engineer aims to avoid job Weaknesses and Troubles 


who installed Electrol oilburners years 
ago. Dealers handling many other 
makes of light-fueloil burners followed 
the same tactics. 

‘Air-pressure tests of suction lines 
are absolutely necessary,” with more 
desk thumping, “on all jobs that 
will use Nos. 5 and 6 fueloils. I know 
double-pump, No. 6 fueloil oilburners 
that work splendidly though at times 
vacuums up to 22” are developed in 
their suction lines. Only a fool would 
omit the air-pressure test of a suction 
line that might be subject to such a 
high vacuum! 

“But I protect my clients, for whom 
I buy commercial-industrial oilburn- 


’ 


ers, from the possibility of encounter- 
ing a fool oilburner dealer. 

“I've got what I call my punch list 
items. One item requires that not only 
the suction line, but all fueloil lines, 
be tested under 100 Ibs. air pressure 
before being filled with fueloil. And,” 
the desk thumper went on coyly, 
“My punch list items give the buyer 
of the burner the protection he needs 
with respect to about 20 additional 
items—some of them just as important 





This article is unusual in that it 
gives the ideas and impressions of a 
consulting engineer who must do busi- 
ness with commercial-industrial oil- 
burner dealers. Shocked because he 
gained the idea from the pages of 
Fuetomr & Ow Heart that not all heavy- 
oil suction lines are tested under 100 
Ibs. air pressure, this engineer won- 
dered how many other important pre- 
cautions usually are omitted when 
commercial-industrial burners are in- 
stalled. He stresses the point that he is 
willing to pay to have burner installa- 
tion and service work done excellently 
—in buying burners, he is not trying 
to get “extras” at no additional charge. 
Burner dealers and manufacturers 
who read between the lines can ob- 
tain from this article helpful ideas re- 
garding what goes in the mind of a 
man who buys many commercial-in- 
dustrial burner installations. This en- 
gineer is critical of the entire com- 
mercial-industrial oilburner industry. 
He believes it could make its ordinary 
installations perform far better than 
they perform today. 











as the pressure testing of the fueloil 
lines.” 

Having heard this consulting engi. 
neer sound off in this way as a spe 
cialist at buying commercial-industrial 
oilburner installations, the technical 
editor of FuELom & Om Hear nat. 
urally was curious about the 20 addi- 
tional items of the engineer’s “punch 
list,” which had been drawn up to 
protect buyers of big burners. 

“IT don’t give out such information 
for free,” the consulting engineer de- 
clared indignantly. “My stock and 
trade lies in providing such technical 
information!” 

A bit of talk led to a deal. For a fee, 
the engineer would make available for 
publication in FuELom & Om Heat 
all the more than 20 points of his 
“punch list” that assured him good 
oilburner installations—but the engi 
neer’s name would not appear in the 
magazine along with his list of re 
quirements. 

‘After all,” he said, “the owner of 
a factory, apartment house, green 
house, or hotel may be less likely to 
retain me as his consultant in buying 
big oilburners, if he can learn my valu 
able secrets just by studying the pages 
of your magazine. But publish my list 
of requirements without my name at 
tached to them, and it’s the equivalent 
of my betting that my clients or pro 
spective clients won't ever read them, 
or if they do won't relate my activities 
to what you publish. 

“The thing goes this way,” he went 
on. “Starting out to buy an oilburner 
installation, let’s stipulate that this * 
a conversion job involving one or more 
burners each to fire No. 6 fueloil at @ 
rate of from 40 to 100 gph, I try © 
get bids from three or four of the lead: 
ing and most reputable burner dealers 
in the particular city. 

“Of course and like everyone else, 
I've got in mind my favorite makes o! 
oilburners for No. 6 fueloil. Some 
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= Now forming new classes in = 
|) OIL BURNER 
a | E Installation and Service z 
i = including License Preparation for N.Y.C. exams = 
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Visit, Call or Write 


NEW YORK TECHNICAL INSTITUTE 


est. 1910 
500 Pacific St., Brooklyn, N. Y. 


MAIN 5-6220 


Near all subways and L.LR.R. 
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for oil burner service 
































Direct Drive for 
#1 to #5 oils inclusive 
Ask for bulletin A-1330 





Reduction Drive 


or heavy oil 
Ask for Bulletin No. A-1193 











e@eees 
Single and Duplex 
Standard and High Pres- 
sure Baskets instantly and 
easily changed — elimi- 
nates filter replacement 
costs entirely. 
Ask for Bulletin 
No. A-1214 
















Single 


for bulk station service 


Direct Drive 
For exclusive use with 
Light oils and Solvents 
Ask for Bulletin No. A-1267 























Interchangeable Service 
Both light and heavy oils— 
tank truck and bulk station 
Ask for Bulletin No, A-1366 













CURB KRAISSL© 


295 WILLIAMS AVE., HACKENSACK, N. J. 
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. .». Toward better Installations 


these, and one in particular, is sold in 
most cities by dealers who are high in 
technical ability and in reputation. 


“Anyhow, after giving the dealers 
an idea of what I want with respect 
to burner gph, storage tank capacity, 
etc., I have each dealer submit his 
contract or sales proposal, which in- 
cludes his price for what he specifies, 
of course. I tell each dealer he is to 
include his pet items, his pet features, 
in the installation he offers. If he fa- 
vors a particular make of big-building 


| temperature control system, or fueloil- 


line electric heating system, or safety 
control system, or low-water control 
or water feeder, then I want him to 
include that in the set-up he offers my 
client. That’s one device for obtaining 
a wonderful installation. Encourage 
the dealer bidding on the job to in- 
clude in it the specialties he believes 
will make it an outstanding installa- 
tion. 


“After considering carefully every 


_ sales proposal I receive,” the consult- 
| ing engineer contined, “and after talk- 





ing a few times with the different burn- 
er dealers bidding the job, naturally 
in due time I decide which dealer will 
make the installation. With the owner 
ready to sign the contract, I put my 
punch list items to work. 

“I ask the dealer if this installation 
he plans to make is of high quality in 
every respect. Of course he says it is— 
he is offering my client a job that’s 
A-1 in every respect, in every detail. 
Then I tell him with great pleasure: 
Because, you are offering us such a good 
job, I know it will fulfill every one of 
a list of requirements I am about to 
have you study. Indicate in your con- 
tract that the installation will con- 
form to every one of these require- 
ments, and you get the order imme- 
diately.” 

“Punch List” 


Here, together with discussions of 
them by the consulting engineer, are 
the requirements which form his 
“punch list”: 

1. Safety Requirements — This 
installation is to conform to the maxi- 
mum safety requirements of all in- 
surance organizations and companies 
interested in it-—and is to conform to 
the maximum safety requirements of 
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all ordinances and rules (local, state 
national, etc.) which apply to it. 

Consulting engineer’s comments on 
this point: In many instances, after 
studying this point the oilburner deal- 
ers make a switch in the safety con- 
trol systems they propose to install, 
Thinking about this point and con- 
sidering the attitudes of Factory Mu 
tual and FIA, a dealer might say he'd 
better install an electronic safety con. 
trol system, at a higher price for the 
job than he quoted originally. There’s 
neat protection for the owner in this 
first requirement, although certain 
equipment dealers and manufacturers 
declare it makes headaches for them! 
This requirement increases the use of 
electronic safety control systems. 

2. Manhole — The fueloil storage 
tank is to be equipped with a man 
hole. 

Consulting engineer’s comments: 
“T’ve been stuck in bygone years with 
5,000-gallon fueloil tanks that had no 
manholes. This item #2 definitely 
avoids that. Also it reminds me to 
specify a heavy-duty manhole cover, 
where needed because the fueloil tank 
is below a sidewalk or driveway.” 


Oil Lines 


3. Size of Suction Line — All 
suction and return lines are to be two 
inch pipe size from the inside of the 
fueloil storage tank to the points at 
which these lines must be of reduced 
size because they connect to the burn 
er or to specialties located at the 
burner. 

Comments: Whereas usually it i 
good practice not to use oil lines small: 
er than two-inch size on No. 6 fueloil 
installations, in recent years lines have 
had to be larger on many installations 
to match the heavier No. 6 fueloils 
being delivered lately. For quite a few 
jobs, I change the two-inch pipe si# 
of this item #3 to two and onehalf 
inch pipe size. Recently I had four 
inch fueloil lines installed in a hos 
pital. Thus this item #3 serves as @ 
reminder to ascertain most carefully 
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the size fueloil lines needed and to 
specify it. 

4. Exposed Fueloil Lines — With- 
in the building and in the boiler room, 
all fueloil lines are to be exposed. No 
fueloil lines are to be buried under 
floors or hidden otherwise. 

Comments: This item is particular- 
ly important in new buildings. Often 
these invite installation of suction and 
return lines under floors, which others 
may prefer or tolerate but which I’m 
against personally. Proper support of 
exposed fueloil lines is of obvious im- 
portance. 


Insulating oil Lines 


5. Insulation of Oil Lines —— All 
fueloil suction and return lines located 
outside and buried (between an out- 
side tank and the building) are to be 
insulated in a manner suggested by 
the oilburner installer and approved by 
the owner or his representative. In- 
door suction and return lines running 
through rooms likely to be cooler than 
80° F. in winter are to be insulated 
with pipe covering, one and one-half 
inch thickness of 85% magnesia. 

Comments: This automatically in- 
troduces a discussion of how far be- 
neath the surface the outside fueloil 
lines will be located. Insulation is 
needed for the inside fueloil lines that 
pass through unheated rooms—not for 
fueloil lines located in extremely hot 
boiler rooms. 

6. Suction Bell — In the fueloil 
tank, the suction and return lines are 
to terminate in a suction bell made of 
cast-iron or Ye” steel boilerplate—in 
a manner that causes all the hot, re- 
turned fueloil to find its way to the 
suction line. 

Comments: This minimum require- 
ment avoids such things as the suction 
bell made from a piece of 10” smoke- 
pipe, which I recently found the re- 
mains of on an installation completed 
eight years ago. From this minimum 
requirement we can go on to hot-water 
coils for the suction bell, auxiliary 
equipment needed to circulate hot wa- 
ter through such coils, and to other 
special equipment needed for particu- 
lar installations, 

7. Air-Pressure Tests — After in- 
stallation of the suction and return 
lines has been completed, the ends of 





Just as the ambi-dextrous batter takes 
advantage of the pitching situation, Su- 
perior Combination Burners take advan- 
tage of the fuel price situation. 


Burn ALL Grades of Gas or Oil 


Highly efficient, burning any commer- 
cially available grade of gas or oil, Su- 
perior Combination Gas/Oil Burners switch 
from one fuel to the other quickly and 
simply without interruption of steam 
supply. 


In many localities where natural gas is 
used extensively, worthwhile economies 
can be effected by switching from oil to 
gas firing to take advantage of the lower 
off-peak and surplus gas rates. 





Superior Combination Gas/Oil Burners 
are equipped with intermittent gas-electric 


SUPERIOR COMBUSTION INDUSTRIES INC. 
TIMES TOWER, TIMES SQUARE, NEW YORK 36, N.Y. 


UPERIOR 


combination GAS/OIL burner 


for performance you can BA NK on 


SWITCH HITTER 


in the 


ECONOMY 
LEAGUE 





ignition for oil firing . . . plus a constant 
gas pilot which remains lighted during 
. and between ... gas firing cycles. 


Fully Automatic 

Operation is fully automatic in sizes to 
600 b.h.p. with dual ignition and hi-low 
or fully modulating control. 


With more and more communities be- 
ing served by natural gas lines, the de- 
mand for combination gas/oii burners 
increases daily. Dealers who handle Su- 
perior Combination Burners are in an 
ideal position to profit from this demand. 


Don’t Overlook This! 


Valuable unassigned territories are still 
available. If you have the experience and 
the organization to successfully handle sales 
and installation, write for complete details. 


Write for Catalog 260 






STEAM GENERATORS 
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these lines are to be plugged or capped 
and severe pressure tests are to be made 
to detect leaks. One-hundred pounds 
air pressure is to be applied to each 
line for 24 hours; a line passes this 
test if the pressure in it is not less than 
ninety pounds at the end of 24 hours. 
No fueloil is to be put into a suction 
or return line until it passes this test. 
This air-pressure testing is to be wit- 


. . « « Quality comm.-ind. Jobs 


nessed by the owner or his representa- 
tive. 

Comments: It’s important to make 
certain the installer puts this air-pres- 
sure test on an entire line, not on just 
part of it! 

8. Vacuum Gage — A two-inch 
dial-type vacuum gage will be installed 
at the outlet side of each suction-line 
fueloil strainer. 

Comments: This is a little nicety 
that dealers never argue about provid- 
ing at no extra cost. The vacuum gage 
reports on strainer plugging by read- 











@ BIG fuel users perk up and listen 
when you promise more economical heat. 
That’s why alert dealers selling Hev-E-Oil 
Burners are cashing in on the non-competitive 
heavy-oil burner business in their locality. 


So, for Big profits sell Hev-E-Oil Burners — 
designed especially for low-cost commercial fuels — 


instead of expensive light oils. 


You sell a quality product made by America’s leading 
builder of packaged boilers and oil-fired equipment. 


Look at these profit-talking points: 


1. CUTS FUEL BILLS 30% — customers save up to 6¢ per gal- 
lon using heavy oils instead of light oils. Even gain 7% more 
heat per gallon, Less cost per gallon... 


2. FAST INSTALLATION — installs as easily as domestic burn- 
er. Fits all standard heating boilers. You make up to $500 more 
than you would on a light-oil burner installation. Replacement 


parts always available. 


3. ATTRACTS BIG FUEL USERS — savings add up, especially if 
more than 6000 gallons of light oil or 45 tons of coal are used 
yearly. Satisfaction keeps users ‘sold’ too — year after year! 


WRITE FOR COMPLETE DETAILS on 
Hev-E-Oil Burner franchises now open. 


Cleaver. 


less fuel used! 


SELL 


BIG profits 








heating with No. 4 or 
No. 5 heavy oils 


FOR COMMERCIAL, 
INDUSTRIAL AND 
INSTITUTIONAL 
INSTALLATIONS 


HOTELS 
HOSPITALS 


APARTMENTS 
INDUSTRIAL 
PLANTS 
GARAGES 
LAUNDRIES 
GREENHOUSES 
CHURCHES, ETC. 


CLEAVER-BROOKS COMPANY, Dept. A, 
K-379 E. Keefe Ave., Milwaukee 12, Wis. 


HEV-E-GOIL BURNER 





A quality product that builds your business! 
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ing higher than usual, and permits 
checking maximum pump vacuum in 
a matter of seconds. To make things 
a bit fancier on a job that’s really big, 
install two vacuum gages at each suc 
tion-line strainer—one at the strainer 
inlet and one at the strainer outlet. 
Then a difference in their readings 
(the outlet vacuum gage reads, say, 
five inches higher than the inlet vacu- 
um gage) is a definite and accurate 
report on the need to clean the strainer. 

9. Stack Thermometer — The 
breeching of the boiler is to have a 
properly installed flue-gas thermom- 
eter, dial type and designed for per- 
manent installation. 

Comments: Of course on jobs hav- 
ing more than one boiler, such a flue- 
gas thermometer is provided for each 
boiler. Short-stem flue-gas thermom- 
eters work well on package boilers, for 
the velocity of the flue gases in the 
breechings of such boilers runs high 
with the result that there are no dead 
spots in the breechings. But in the case 
of many coal-designed boilers con 
verted to oilfiring, the flue-gas ther: 
mometer will report low unless its stem 
extends at least halfway through the 
breeching. Thus you should hesitate 
about installing a thermometer having, 
say, a ten-inch stem—in a_ boiler 
breeching of 30” diameter or width. 
Naturally the oilburner dealer who 
provides this flue-gas thermometer gets 
paid for it. This punch list is not a 
device to obtain “extras” from a burn- 
er dealer at no charge—its aim is to 
avoid job weaknesses and troubles. 


Oil Temperature 


10. Fueloi! Thermometer — In 
the fueloil output line of the under 
the-waterline fueloil heater, but at 
least four feet from the fueloil heater 
to avoid an error in reading caused 
by the fueloil line’s conducting heat, 
install a suitable thermometer to report 
accurately on the temperature at which 
the fueloil leaves the heater. 

Comments: Obviously as it stands 
this item applies to installations of @ 
certain pattern—to under-the-water 
line fueloil heaters connected to low 
pressure steam boiler. The big idea, 
however, is to make certain a ther’ 
mometer will be installed to report 0” 
the performance of such fueloil heat 
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ers as are used on the particular job. 
Thus the words of this requirement 
are changed, when this is necessary, 
to match the type of oilheating equip- 
ment. 


Oil Preheating 
1]. Fueloil Heating — The in- 


staller must guarantee to provide an 
under-the-waterline heater of sufh- 
cient capacity on this basis: When 
the boiler water is 200° F. (boiler not 
steaming) the fueloil should come from 
the heater at a temperature no lower 
than 160° F. 

Comments: As in item #10, here 
a certain pattern of installation is as- 
sumed. This fueloil heating item also 
is changed when necessary to have it 
conform to a different pattern of in- 
stallation. It is changed also if this 
appears advisable after it has been dis- 
cussed with the oilburner dealer. The 
big idea of this item #11 is to have 
the oilburner dealer agree to guaran- 
tee the capacity of the fueloil heating 
equipment he will install. Suitable 
numbers for the guarantee can be ar- 
rived at by discussion with the dealer 
and by putting questions to the man- 
ufacturer of the oilburner equipment. 
A written guarantee, with numbers in 
it, gives the owner protection against 
winding up with the undersize fueloil 
heater found today on many installa- 
tions. 

Because No. 6 fueloil has become 
heavier and heavier in recent years 
and may become still heavier in the 
future, in general oilburner dealers 
should now install much larger fueloil 
heaters than they have installed up 
to now. 

12. Burner Model — The oilburn- 
er is to be a model said by its manu- 
facturers to be suitable for fully auto- 
matic operation using No. 6 fueloil, 
and listed by the Underwriters Lab- 
oratories for fully automatic operating 
using No. 6 fueloil. 

No comment. 

13. A barometric-type draft regu- 
lator is to be installed on the boiler 
breeching—its area is to be equal to or 
greater than the area of the breeching 
or smokepipe. 

Comments from consulting engi- 
neer: Of course I want to know the 
make of draft regulator that will be 


installed, for I find some makes good 
and some bad. Naturally often I 
change this item #13. Especially on 
jobs having boilers fired above 30 gph, 
modern over-fire draft control systems 
give better results,.much lower fuel 
bills, than are given by ordinary meth- 
ods of draft control. 

14. Electric Controls — Electric 
controls are to include . 

Comments: No general pattern can 
be given here, but in every case the 
controls are specified in great detail. 
For the usual low-pressure steam boil- 





er fired at 25 to 50 gph to heat an 
apartment house, I often include: 

a. Two steam-pressure controls, the 
second set for a higher pressure than 
the first to provide protection in case 
the first control fails to stop the burner 
when it should. 

b. A large-building heat-control sys- 
tem that matches the heat to the out- 
side weather. No inside room thermo- 
stat, of course. 

c. A low-water feeder and low- 
water cut-out combination, or a sepa- 
rate feeder and separate low-water cut- 








how can I smile 





at eight in the morning? 


“It’s easy, when my refractory requirements are met on time, and 
right at the job. To make certain I get speedy and sure delivery of fire- 
brick and other refractories, I deal with a GREFCO warehouse. That 
way my men are never left sitting around, waiting for materials, eating 


up my profits.” 


A smart man! As a Heavy Oil Burner Contractor, he knows that a 
refractories delivery when needed and where needed can mean the differ- 
ence between profit and loss on a job. 

Don’t risk delays when you order refractories. Cali upon the only 
large refractory manufacturer who offers the Heavy Oil Burner trade 
a complete service ; from well-stocked Company warehouses to Company- 


owned trucks. 


Purchase refractory requirements from your nearest General Refrac- 
tories warehouse, where you'll get top quality products with a minimum 


delay between order and delivery. 


GENERAL REFRACTORIES COMPANY 


In New York City: 34-40 Laurel Hill Blvd. (Maspeth) RA-9-5353-4-5 
In Elizabeth, N. J.: 1180 East Broad St. £L-2-5324 

In Philadelphia: 2950 East Tioga St. GA-6-6432 

Also in Chicago, Los Angeles, Detroit, and Troy, N. Y. 

Similar services available from many GREFCO dealers located 
in the U. S. and Canada. 


NAME 


ADDRESS 
TITLE 





Let us send your our latest pocket-size refractories catalog, just off 
the press. More than 100 pages of valuable information. Clip and 
forward the coupon below. No obligation, of course. 


SEND TO: General Refractories Company, 1520 Locust St., Phila., Pa. 
Dept. | FO 




















CFE Smoke Indicators and Smoke Controls are 
photo electric systems designed to provide a con- 
stant check on smoke density, enabling boiler oper- 
ators to fire at maximum efficiency. CFE Smoke 
Controllers consist of three com 


SMOKE INDICATORS 


AND CONTROLS... 


PROVIDE CONSTANT SMOKE CHECK FOR 
OIL, GAS OR STOKER-FIRED BOILERS 
REDUCES SMOKE @ SAVES FUEL © IMPROVES EFFICIENCY 

motely, can be set for a pre-determined smoke 
density—the indicator responds to any variation in 


smoke density. A time delay circuit permits a small 
amount of smoke to pass before starting the control 


















ments: (1) The yar : : ' 
Master Control with amplifier, relay, smoke density co eliminate cycling of equipment. : 
meter, signal light and adjustments. (2) CFE exclu- For complete details on how CFE | 
sive light source with integral transformer provid- Smoke Indicators and Controls helr 
ing dual voltage and Berea. intensity selector. end your smoke problems and c 
(3) The photo electric cell receiver. for themselves through incre::xd 

The Master Control, which may be located re- Operating efficiency write to: t 
Cleveland Fuel Equipment Company e 
1111 Brookpark Road, Cleveland 9, Ohio i! 
In Canada, write to: Ontor Laboratories, Ltd., 111 Tycos Drive, Toronto f 

out which gives certain advantages trial oilburner dealers not able to ine _—_ oilburner dealer obtain a firebox plan 
over the combination control. stall and service properly the latest in from the burner manufacturer. I look a 
Low-fire starting equipment should electronic combustion safety controls. it over and discuss it with the dealer. le 
be considered, especially for boilers 15. Firebox — The oilburner deal- 16. Manufacturers’ Instructions d 
fired at high rates. er is to inform the owner (and of -——In installing and servicing, the re 
The importance of electronic safety course the consulting engineer) of the — burner dealer is to follow the instruc: ir 
controls cannot be overemphasized, make and type firebox or refractory tions issued by the manufacturer of B 
in this field of commercial-industrial material to be used in building the fire’ each piece of equipment used on the si 
burners. Modern, rapid-acting safety box, and is toobtain approval for what _job. W 
controls have changed commercial- he plans. Comments: Like item #1 covering st 

industrial oilburner history. Many Comments by consulting engineer: safety requirements, this item #16 is 
architects and consulting engineers are This simply guards against cheap fire- a catch-all. To protect my client, the st 
finding out that they have difficulty brick and early failure of the firebox. owner, I am taking advantage of the a 
doing business with commercial-indus- In some cases, I also require that the fact that in almost every instance ic 
ees reais ; th 





























Phantom view of 
JOHNSON Model 53 

equipped with 3-Pass 

Swivel Ell for #6 Oil 


Posttive Starting! in 


Setter Performance! " 
Lower Fuck Coste! th 
de 


Jounson move: 53 | * 
METERING PUMP BURNERS 










With this revolutionary new burner you get smooth, sure, 
automatic “Starts” even when the oil in storage tank and 


lines is cold and hard to pump. It is built with a positive bu 

displacement Metering Pump, a 3-Way Magnetic Oil Valve, er 

and a high efficiency Suction Pump that enable the Fifty- 

Three to maintain a fixed air-fuel-ratio regardless of varia Ser 
| tions in oil temperature and viscosity. Never before has ing 


there been a burner which so successfully overcomes the 


“Cold Starts” problem. Metering Pump Control Quadrant cal 
provides calibrated reading of oil being burned. chi 
bas 
The Fifty-Three is built in 8 sizes from 25HP to 500HP. ( 
It is available with Direct Drive or Belt Drive. Combina- bef 
tion Oil and Gas models also are available. All models ate 7 
fully automatic and equipped with finest electronic con tior 
trols. For efficiency, easy servicing and all around economy, ia 
the Fifty-Three is the best oil burner buy on the market. ‘ 
CS CC one 
] 
bur 
on OL Burners | * 
eee2e0e200002000000000000000000000000000080 ject 
S. T. JOHNSON CO. ' d 
; ’ : . 940 Arlington Ave., Oakland 8, Calif. 
Builders of fine Oil Burner Equipment since 1903 Church Road, Bridgeport, Pennsylvania 2 
iy 
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equipment manufacturers prepare ex- 
ceedingly good installation and service 
instructions which, if followed to the 
letter, lead to excellent performance 
of the equipment. Manufacturers aim 
to have their equipment perform prop- 
erly, and issue installation and service 
instructions that lead to proper per- 
formance. 

Take the simple matter of installing 
and adjusting a barometric draft regu- 
lator. The job is done properly by the 
dealer who buys an excellent draft 
regulator which comes with excellent 
installation and service instructions. 
But I've seen draft regulators installed 
sideways and upside-down by men 
who did not read manufacturers’ in- 
structions. 

This catch-all item #16 avoids the 





starting of many arguments. Finding 


a piece of equipment installed or serv- 
iced improperly, all I do is growl at 


the dealer, “Follow the manufacturer’s — 


instructions. Your contract says you 
have to.” 


There are exceptions, of course, as | 


there are in many of these items. The 
dealer who can prove to me that his 
way is better than the manufacturer’s 
way gets an okay from me. 


Burner Service 


17, Service Contracts — The oil- 
burner dealer is to indicate to the own- 
er in writing what the cost will be for 
servicing the burner each year follow- 
ing the first year guarantee period. Per- 
call charges should be given, and 
charges on any different contract 
bases the dealer can provide. 

Comments: The owner should know 
beforehand, before he buys an installa- 
tion, the service rates and contracts 
rates of the different dealers who are 
offering him burner installations. 


18. Fueloil Tank Gage — The oil- 


burner dealer is to provide a gage for | 


the fueloil tank—make and model sub- 
ject to the approval of the owner. 
No comment. 
19. Firing Capacity — The mini- 
mum and maximum gph firing rates 
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Install a. iN 
WING motorized Diy | me. 

DRAFTINDUCER “™ 
-and end your draft troubles 


No more will you have to worry 
about the effect of weather condi- 
tions on your furnace, about lack 
of draft due to cold chimney after 
shutdown, about smoke, soot or 
gases due to poor draft, or low COz, 
resulting in high fuel bills. The 
WING Draft Inducer eliminates 
all these troubles, insuring posi- 
tive, adequate, uniform draft at 
all times. 





Write for Bulletin. Use the Coupon. 


L. J. Wing Mfo.Co. 66 Vreeland Mills af Linden, N.J. 


Factories: Linden, N. J. 
& Montreal, Canada 





L. J. Wing Mig. Co., Linden, N. J. FO-9 | 
Please send me bulletinon WING DRAFT INDUCERS. 


NR  ., seccia 3 -ascdearae rater menaced 
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of the burner, as listed by the manu- 
facturer (and in accord with UL re- 
quirements) are to be specified. 
Comments: This is a double-check. 
For a job that needs 55 gph firing rate, 
one dealer figured on using a burner 
rated for a maximum of CO gph. An- 
other dealer, fearing the effects of 
poor chimney draft, figured on install- 


Big Burner job Standards 


of 100 gph. The way things work out, 
often a dealer has good reason for 
oversizing his burner. In one case, a 
dealer wanted the higher pumping 
rate given by a burner oversize for the 
job as far as gph firing rate ability 
was concerned. I like to know the oil- 
pump capacities and the motor sizes 
of the burners being offered. 

20. Combustion Tests — These 
tests are to be made by the dealer’s 
engineer and witnessed by the owner 
or his representative. Tests are to con- 


ing a burner rated for a maximum form to: 





Thousands of Satisfied 





Customers have Yuta 
DEPENDABLE 


yo 


FUEL OIL PRE-HEATER 


PROTECTION 


PATENT 2,610,267 









The Yula-trol is connected 
with a “‘probe’’ in the shell 
of the fuel oil pre-heater. 
Should the water be displaced 
from contact with the ‘‘probe’’ 
by oil or air, the Yula-trol in- 
stantly shuts off the heating 
unit and sounds an alarm. 


The new, improved Yula “YT” 
“U" Tube Heater precludes 
possibilities of Air Pockets. 
It is designed to pre-heat No. 
6 (Bunker C) fuel oil efficiently 
and economically by use of hot 
water as the heating medium. 


The NEW, 
Listed under reexamination service of Under- 


Improved oe writers Laboratories, Inc., under listing No. U/L 
tle 


Y u LA- T R uy L FUEL OIL DETECTOR 
d...¥U LA wi “U" TUBE FUEL OIL HEATER 


1 © » Simultaneously shuts off the heating 
unit, sounds an alarm and flashes on 
a red light in case an oil leak occurs 
in the pre-heater. 
2 « Acts as a Low Water Cut-Off. 
RESULT: Positive heating system 
protection at low cost. 





Approved by the New York City Board 
of Standards and Appeals. No. 367-50-s.a. 





— Other Yula Oil Heaters — 
Yula Straight Tube 

Fuel Oi! Heaters. 

Yula Suction Oil Heaters. 


Yula Bayonet Type "B" 
Oil Heaters. 


Yula Type SS Conventional 











a. After contractor has completed 
every detail of the installation, elim; 
nated every defect and shortcoming, 
and made the entire oilburner installa. 
tion complete and ready to be used 
automatically, acceptance tests will be 
made. 

b. Acceptance tests will include 
combustion testing for over-fire draft, 
smoke-outlet draft, carbon dioxide con- 
tent of flue gases, and smoke. 

c. Contractor guarantees the instal- 
lation will pass these test require. 
ments: Carbon dioxide content of the 
flue gases will not be below eleven per 
cent by volume, while simultaneously 
the smoke reading on Shell-Bacharach 
scale will not exceed five. 

d. Owner will not consider the in- 
stallation complete and acceptable un 
til it has passed the above test. 


Tests for “new” Jobs 


Comments: Above requirements 
are for a conversion installation, on 
which you have to put up with the 
stack temperature that results from 
firing the boiler efficiently as far as 
CO. goes, and at a gph rate high 
enough of course to carry the load. 

In the case of a new boiler, I specify 
a maximum stack temperature and 
work with the burner dealer and the 
boiler manufacturer in an effort to se 
lect a boiler model and size that will 
produce a satisfactorily low stack tem 
perature. 

Naturally there’s no fuss made if 
the COz falls a speck below what is 
specified in item #20. In calling for 
11% COs, what I’m really doing 1s 
hoping to get an installation that runs 
regularly producing 10% CO,—0or 
higher. The same with the fueloil tem 
perature guarantee. If I ask for a guar’ 
antee that the fueloil will leave the 
heater at no lower temperature than 
160° F., I am aiming actually for no 
lower temperature than 150° F. 

A man would be a fool to make 
threats or think of going to court be 
cause COs is one per cent less than 
guaranteed, or because fueloil tem 
perature is ten degrees less than guar’ 
anteed. 


Heaters. For Complete Information, Write DEPT. FO-12 Even on that reasonable basis, things 
YU L A W ATE are not always pleasant. Two yeafs 
i HEATERS, INC. ago I had a dealer put in black and 
330 BRYANT AVENUE, NEW YORK 59, NEW YORK white on his contract a guarantee that 
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Here are 
THREE IMPORTANT 


(and there 
are more) 





FGO Series... 
GAS- OIL BURNER — 
models in capacity 
to 3,500,000 
BTU input. 


POWER combi-matic offers 
the most complete line and 
advanced design for light 
oils and gases. 


Now! controlled com- 
LORS tole olai oleh isms lok Melle! 
oil... with higher efficiency and lower operating costs. 


Positive and complete safety with a pre-purge 
ella lele MAM Siclilelelae Me) ol-Idehilale Ma Za (- 


MORE SALES FOR YOU... BECAUSE 
THERE ARE MORE ADVANTAGES 
FOR YOUR CUSTOMERS: 


Factory “FIRE-TESTING” insures... ‘on the job” perform- 
ance. 


Automatic air adjustment... lets you set it—forget it. 


@ Electronic safeguard...responds immediately to flame 


interruption. 


Pressure safety control... prevents opening of either fuel 
valve unless air for combustion is proven. 


@ Optional automatic or manual changeover... 
@ GAS ELECTRIC IGNITION ...is automatic on BOTH fuels. 


—_" 





SOMETHING 
EVERY 
DEALER 
WANTS: 


e Less installation time. 
d control 
ard parts and ' 
i — an immediately o¢ 
cessible. .- 











—— 


Power combi-matic Gas-Oil bu 

of a complete line of burners 

FG Series— 

Z a Power gun type burners—ideal for all conversion 
Plications . . , particularly oil burner replacement. 


BFG Series—Hea 
' 'es—Heavy duty Power-Flame burners—la sy: 
for heating, power or Processing. an 


rners are but one important part 








A Power-Flame Dealership can be 
valuable; write today for complete information 





Bowertkhane BURNER 


A Division of 


Siemon Manufacturing Company ¢ Grandview, Mo. 


ol 


How TO GET 
FUEL PUMP. PERFORMANCE 
THAT CUTS MAINTENANCE COSTS 





Install 


TUTHILL TYPE SU Pumping Units 
| For Dependable Service 
| in Industrial Heating 


Tuthill Type SU multiple V-belt pumping units provide struc- 
tural and performance advantages for dependable, uninterrupted 
operation that add up to reduced maintenance expense. 

Features like these make the SU outstanding for handling 
heavy fuel oils in industrial heating: 


%& Motors up to 5 h.p. mounted on slotted slide rails for 
easy adjustment or replacement. No drilling or tap- 
ping required. 

% Cast iron base with mounting bolts and adjustments 
easily accessible. 

% One-point belt-tension adjustment. 


% Jack shaft, supported by ball-bearing pillow blocks, 
carries entire weight of pulley and absorbs belt 
tension. 


%& Pump, jack shaft and pillow blocks available as 
separate unit. 


% Pump and jack shaft direct-connected by flexible 
coupling for better alignment and simplified mounting. 


% Wide range of pump models and capacities. 


Complete data is presented in Tuthill Catalog No. 107. Write 
| for your copy today. 
| 


a 


TUTHILL PUMP COMPANY 
Depéndable Pumps since 1927 
939 East 95th St., Chicago 19, Illinois 


(folilole lol M-SAdliiol ick Ingefsoll Machine & Tool Co., Ltd. 
aol) £10) | P@lal iol alo il Qlelalolo Lo 
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the thermometer in the oil feed line to 
his burner would show at least 160° F. 
on this particular installation. The 
burner he handled needed hotter No. 
6 fueloil than many other makes need. 
The owner, who unfortunately for the 
dealer was a lawyer, saw for himself 
that the thermometer that should read 
at least 160° F. actually produced a 
reading of only 120° F. I felt sorry 
for that dealer, for from there on he 





dealt only with the owner, not with 
me. 

21. Contractor is to provide the 
boiler with an adjustable secondary- 
air damper, factory-made for the pur- 
pose. 

Comments: Here’s a thing that’s left 
off far too many jobs! Makes you won- 
der just how cheap some dealers can 
be! 

22. Contractor is to provide a 
spare screen or basket for the suction- 
line strainer. 

Comments: Just a nicety. Owner 





HARD TO BEAT 
FOR ACCURACY 
CONVENIENCE 
DEPENDABILITY 














[ 


PETROMETER 
Tank Gauges 


operate on the principle of static pressure—a prin- 
ciple that is simple and reliable. There are no 
complicated pulleys, springs, or electrical mecha- 
nisms to go out of order. This means easy installa- 
tion and trouble-free operation. 

Petrometer Gauges can be installed on tanks 
above or below the ground and up to 4 of a mile 
away. The tank assembly unit can be installed 
even when there is liquid in the tank. The copper 
tube line from the tank is connected to the gauge 
with one simple compression connection. No setting 
up or adjusting on the job is required. 

And the Petrometer is accurate. The divisions on 
the large vertical scale are almost twice those of 
other makes. The gauge scale has two indicating 
columns—one showing the depth in inches—the 
other calibrated to indicate gallons or other vol- 


Remote 
Reading 


ume or weight units. 


PETROMETER GAUGES ARE IDEAL FOR: 


Petroleum Bulk Storage; Industrial and Domestic 
Fuel Oil Storage; Storage of Industrial and 


Chemical Liquids. 


6 Send for Bulletin PF today. 


LIQUIDEPTH INDICATORS, INC. 


43-22 TENTH ST., LONG ISLAND CITY 1, N. Y. 
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Easy to Install 
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pays extra for it, of course. 

23. Contractor is to provide two 
copies of a complete wiring diagram 
of the installation. 

Comments: One goes into the own- 
cr’s files for future reference. The 
other stays on the job, a blessing for 
any serviceman or electrician who has 
to work on the wiring or controls in 
future years. It’s highly important that 
the on-the-job wiring diagram is not 
damaged or lost. 


Operating Instructions 


24. Superintendent’s Instructions 

Contractor is to provide two copies 
of instructions which list precisely the 
maintenance steps to be taken by the 
superintendent or janitor. Details are 
to be given for steps to be taken daily, 
weekly, monthly, yearly, etc. If the 
superintendent follows these instruc: 
tions rigidly, it is true he is taking 
every step he should to maintain the 
equipment properly, and there are no 
additional steps he could or should take 
as far as the oilburner installation is 
concerned. 

Comments: Again, one copy goes 
into the owner’s files, the other is kept 
carefully on the job. This item #24 
is an effort to avoid arguments re: 
garding whether or not breakdowns, 
fuel waste, or expense was caused by 
failure of a superintendent to follow 
instructions given him by the oilburner 
dealer or his men. 

Those, then, are the 24 items which 
make up this consulting engineer's 
“Punch List.” Before declaring any 
installation is complete and acceptable 
to him, he takes a copy of his punch 
list to the job, checks through each 
item in great detail. 

This engineer finds that many 
reputable commercial - industrial oil 
burner dealers do business with him 
most pleasantly—because he wants 4 
thoroughly good job and is willing to 
pay properly for it. Aiming for mint 
mum fuel bills, he is willing to pay 
fairly for quality equipment and qual’ 
ity features that provide these. 

In addition he gets along well with 
reputable burner dealers because he 
has great appreciation for their excel’ 
lent installations—for their excellent 
engineering, installation, and service 
work. 
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the NEW, IMPROVED 


RAYFIELD No. 5 OIL 
GUN TYPE BURNER 


Gives More Heat for Less Money! 


Switch to No. 5 Heavy Oil—-and slash 30 to 40% from 
heating costs, yet gain 8 to 10% more heat units per gallon. 
Assure dependable, completely automatic heat with greater 
economy and efficiency — at lower cost than coal or gas. 
These new Rayfields are easy to sell for every installation . . . 
from a bungalow to a skyscraper. And they're as easy to 
install as domestic burners! 


Also ROTARY BURNERS to 165 gals. per hr. 
WITH ALL THESE EXTRA-VALUE FEATURES 


@ Self-lubricated compressor 
@ Fuel oil in both cylinders—keeps all moving parts free and clean 
@ Electrically controlled, self-cleaning nozzle and lines 
@ Ample pre-heating, if necessary 
@ Steady, smooth, non-pulsating flame 
@ A fiame which CAN BE SHAPED TO FIT THE BOILER— 
long and narrow or short and bushy 


Manufactured under Rayfield U.S. and Foreign Patents 
IMPORTANT! Several Rayfield-Staffco territories now open! 


LD-STAFFCO BURNER CO. 





2066 §. CANALPORT ° 


CHICAGO 8, ILL. 
Write Today for Bulletin No. R-S 101 








ENGINEERED FOR SAFETY, ECONOMY AND YEARS OF SERVICE... 


GABRIEL BOILERS are adaptable to all types of fuel © A.S.M.E. 
code constructed * National board registered * Modern welded 
X-ray construction * 3-300 HP, 15-225 Ibs. working pressures. 


STEEL BOILER INSTITUTE CAPACITY RATED 
(Your assurance of reserve power) 






Boiler sizes for all industries. Write for name and 
address of your nearest Gabriel Boiler dealer. 


GABRIEL 


BOILER {3"" 


1428 H.W. 14th AVENUE © PORTLAND 9, ORE, 











BUILDERS OF FINE BOILERS 








SAFETY SWITCH 


THAT SHUTS OFF FUEL 
‘IF BLOWER FAILS 


Protection 
for 
Oil Burners 
) 
Industrial 
Ovens 
eo 
Power 
Gas Burners 














Five types, engineered for efficient operation; oil-through- 
shell or oil-through-tubes, for use with steam or boiler 
water — discharge or suction side of oil pump — U-tube or 
straight tube. Write for Catalog 62 containing capacity 
tables. General Fittings Company, P. O. Box 151C, East 
Greenwich, Rhode Island. 


GENERAL FITTINGS Of 


COMPANY 











WHAT IT DOES 


The Dewey Safety Air-Flow Switch protects against 
opening of fuel valve until fan is up to speed. 

Insures purging of furnace before fuel valve opens. Closes 
fuel valve if fan slows up or stops. Flashes danger signal 
if fan or fuel stops. Safeguards against danger from gas 
fuel failure when used with safety shut-off valve. 
Thousands sold. Factory Mutual and Underwriters 
Laboratories Approved. Standard equipment on leading 


products. Write for prices and literature. 
FREE 
CIRCULAR 


DEWEY GAS FURNACE CO. 


100 E. Baltimore Detroit 2, Mich. 


Canadian Distributor: Ontor Laboratory, Ltd. 
100 Tyene Drive Taranta 19 fine 

















New Scully 
= FASLITE. 


Patents Pending 


Gas Pilot Torch 


Provides Sure, Fast Light-Off 
Every Time for Commercial— 
Industrial Oil Burners. 


Torch operates with manufactured, natural or LP gas. 








Write for price and literature. 


SCULLY SIGNAL COMPANY 
174 Green Street, Melrose 76, Mass. 





New Flame Reach 


Flame shoots out even 5 
times as far as some 
atmospheric-type gas pilot 
flames. Virtually eliminates 
delayed ignition. 


New Flame Stability 


Jet-like flame highly re- 
sistant to air turbulence. 
More reliable in conjunction 
with pilot flame super- 
vision. 





Features Hard Hot Flame up to 25” Long 










New Flame Heat 

Several hundred degrees 
hotter than other pilot 
flames. Assures fast light- 
off even with cold oil. 


New Flame Reliability 


Torch utilizes an air in- 
jection system (forced 
air). Flame is unaffected 
by atmospheric variables. 








Springfield, Mass. School 
offers C-I oilburner Course 

A TWO-YEAR COURSE on commercial- 
industrial oilburners and equipment is 
now being offered by the Springfield 
Trade School, Springfield, Mass., in 
conjunction with the Oil Heat Insti- 
tute of America. 

Combining technical studies with a 
number of general subjects at the col- 
lege level, the course is limited to an 
enrollment of 40 students and began 
on September 7. 

Broken down, the general outline of 
the course and the time value of each 
section is as follows: General—5%; 
residual fuels—5%; combustion of 
residual fuels—5'%; commercial-in- 
dustrial furnaces—15'%; commercial- 
industrial burners—20% (divided be- 
tween high pressure, horizontal ro- 
taries, air and steam atomizers) ; com- 
mercial-industrial controls — 20%; 
installation — 10%; and servicing — 
20%. 

The general college section of the 
course will consider such topics as 


composition and rhetoric, methods of 
understanding technical literature, a 
review of high school mathematics, 
college algebra and _ trigonometry, 
electronics, shop mathematics, engi- 
neering and technical drafting, physics, 
chemistry and social science. 

The course is under the direction of 
E. P. Garvey, and the curriculum was 
formulated under the guidance of 
C. H. Pesterfield, technical secretary 
of the OHI. 

ae 


York-Shipley’s Industrial Div. 
names Distributors in 7 States 
THE INDUSTRIAL DIVISION, York- 
Shipley, Inc., York, Pa., manufac- 
turer of packaged steam generators, 
rotary burners, factory-coordinated 
boiler-burner units of Scotch and fire- 
box types and factory-coordinated in- 
dustrial fuel burning and feedwater 
systems has named distributors in 
seven states. 

They are as follows: S. C. Bratton 
Sales Engineers, Ltd., Birmingham, 


Ala., will handle the full line; C. H. 


COMMERCIAL 
INDUSTRIAL 
oilburning 


& 


pat! 
Tree. 


lin, 





Buck will direct sales. 

The Stromquist Co., Atlanta, Ga, 
will handle the full line with B, 
Stromquist and Louis Cook directing 
sales. 

Agair Corp., Chicago, with H. $. 
Kelly directing sales, will handle the 
full line in Chicago. 

DeGidio Oil Burner Sales, Minne- 
apolis, Minn., will handle steam gen’ 
erators and other products; Louis 
DeGidio will direct sales. 

William J. Goff and Son, Syracuse, 
N. Y., will handle rotary burners in 
the trading area around Syracuse. 
Herber Goff and Harry J. Morton will 
be in charge of sales. 

Tennessee Heating Co., Knoxville, 
Tenn., will handle the full line for 
the Knoxville, Nashville and Chatta’ 
nooga under the sales direction of R. 
A. Seepe and William Dalton. 





CLEVELAND LO-DRAFT AND LO-PRESSURE 






Underwriters’ approved, these CFE 
Single Purpose Cut-Off Switches 
monitor positive or negative air 
pressures. Highly sensitive, inexpen- 
sive, and adjustable over an ex- 
tremely wide range, standard models 
actuate a snap action switch on fixed 
differential of .02” W.C. at control 
point. Other models are available 
for other uses and wider differ- 


For complete details and application information, write to: 


CUT-OFF SWITCHES... 


entials. Signal Light and Time Delay 
features are optional. 


The CFE Cut-Off Switches operate 
as two-wire safety switches with 4 
third wire for signal or alarm. The 
diaphragm is constructed of durable 
material to withstand 40 p.s.1. 
burst strength, providing 

versatility and long 
trouble-free life. 








— 
Cleveland Fuel Equipment Company 
1111 Brookpark Road, Cleveland 9, Ohio 
In Canada, write to: Ontor Laboratories Ltd., 111 Tycos Drive, Toronto 
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Here's a Book on 


COMMERCIAL & 
INDUSTRIAL 
oilburning 





to help you: 


© Installing 
big boilers 


@ New Techniques 
for heavy oil 


© Oil preheating 
problems 


The book, “COMMERCIAL-INDUSTRIAL OIL- 
BURNING,” contains a series of articles on the sub- 
jects that have appeared in the magazine FUELOIL 
& OL HEAT, including 12 features by Kalman 
Steiner on the “Design of the industrial installa- 
tion.” 


This series begins with a brief “Introduction to 
industrial Oilburning” and then discusses in suc- 
cession, computing boiler load and selecting 
burner size, combustion volume, boiler types and 
firebox construction, water tube boilers, selection 
of burner and accessory equipment, boiler settings, 
function and operation of primary controls, other 
controls, function and application of fueloil pre- 
heaters. Plus other outstanding features. 

This 80-page book is available with self-cover, 
8% x 11 page size, profusely illustrated with 
photographs, charts and diagrams. Price: $2.00. 
Postpaid. Please mail remittance with order. 


Heating Publishers, Inc. 
2 West 45th St. 
New York 36, New York 





with 
PREFERRED 






meet Every Code 


ANTI-SYPHON 
VALVES 







Non-Adjustable~Angle Type for conven- 
ient installation. 

Heavy Bronze Construction. Approved by 
Underwriters’ Labs., Inc. 

TYPE A—114," to 3”. Maximum capacity to 
1000 G.P.H., with #5 and #6 oil. 

TYPE B~34,” and 1”. Maximum capacity fo 
100 G.P.H., for #1 to #5 oil. 

TYPE C—34” and 14". Maximum capacity 
to 30 G.P.H. of #1 to #3 oil. 






Type B Write for 
Bulletin 1619 


PREFERRED UTILITIES MFG. CORP. 


Dept. OH- 3 NEW YORK 23, N. Y 


1860 BROADWAY 














With an 


EAGAN 
“Pre-Packaged” 
Fuel Oil Pump 
and Heater Set 


Because an Eagan unit is ‘‘PRE-PACKAGED" . . . 


© it is delivered ready tc operate 
© it is easy to install 


© it eliminates combustion difficulties caused by im- 
proper field assembly 


@ it works perfectly when you turn it on for the first 
time 


Eagan units heat to 300°F., pump to 400 psi and 
have capacities to 3,000 gph. Shown above is an 
Eagan Duplex Electric Set—-note accessibility of parts 
and steam and control piping. Other models are the 
Duplex Steam Set, Duplex Electro-Steam Set, and 
custom-built sets. 


Ask about EAGAN ... today 


WALTER H. EAGAN CO., INC. 


Mfrs. of condensate, vacuum, turbine, boiler feed, centrifugal, 
and proportioning pumps and fuel oil pump and heater sets. 
Pump Specialists Since 1920 


2339 Wallace Street, Philadelphia 30, Pa. 
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SHELL OIL COMPANY 








Ap HERE ARE A FEw of the “ways” the Shell 
Oil Burner Testing Laboratory at Sewaren, New 
Jersey, has developed to raise standards in the 
oil heating industry: 


@ Pioneer work in standardizing grades of fuel oil. 


@ Release of the Shell-developed ‘‘Combustion Head” 
to the oil burner industry. 


@ The Shell “Smoke Meter,” the first simple, reliable 
device for measuring flue gas smoke and its effect on 
heating efficiency. 


@ FOA-5X*, the fuel oil additive that prevents clogging 
of oil burner filter screens. 


e@ Automatic apparatus to measure boiler efficiency 
under actual service conditions. 


@ Shell Sonitor*, the rust inhibitor that gives oil storage 
tanks long-term protection against corrosion. 



















Research now underway at Sewaren promises even more 


benefits to manufacturers, distributors and consumers. 
*Trademark Registered U. S. Pat. Off. 
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Famous sustained accuracy of 





Red Seal meters now available for 
high speed loading-to 1,000 gpm 


By loading your own and your customers’ big gasoline and oil trucks in half the time . . . by 
eliminating long waiting lines during peak hours . . . and by faster loading of heavy oils too, 
this new 1000-gpm. Red Seal meter is worth its weight in gold! 

Capable of metering well over $1,000,000 worth of product every year, it has the same 
accurate, trouble-free oscillating piston principle and design features which have made 
other Red Seal meters widely preferred. At Neptune’s modern proving grounds in Walling- 
ford, Conn., it has passed with flying colors exhaustive endurance, accuracy and weather 


tests under actual operating conditions. 


Truly, here is a big meter you can trust every minute . . . without need for frequent 
adjustments or repairs to compensate for wear. Ask your Neptune representctive or jobber 


for full details. 





Measuring chamber has 
only one moving ele- 


ment. No complicated 
mechanism to get out 
of adjustment. Occa- 
sional dirt won't dam- 
age a Red Seol .. . 
chamber is easy to re- 
move, easy to clean. 


NEPTUNE RED SEAL METERS |! 


oFeouracy You. Can Lank On 


NEPTUNE METER COMPANY, 19 West 50th St., New York 20, N. Y. 








bibidhninbiies i 


“Capillary” seal . . 


a thin film of liquid 
. +.» prevents wear be- 
tween piston and cham- 


ber. Seal is rigidly 
controlled by precision 
machining . . . stays 


constant through long 


accurate life. 





Double-case design 
eliminates distortion of 
measuring chamber 
caused by pressure or 
piping stresses. Pre- 
vents binding and un- 
even wear. 





This patented ‘’Gear 


Shifter’’ firmly locks 
calibration. Cannot 
drift or slip between 
tests. Easy to adjust 
when required, but it’s 
seldom required. 





Available with Print-O- 
Meter or direct-reading 
registers, or with Nep- 
tune Remote Control 
Metering System. 


f 
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Manufacturers ; 
Activities 


Chrysler Airtemp initiates 
long range Expansion Program 


BECAUSE THE sales-saturation- point for 
the airconditioning market is still less 
than 10%, the Airtemp Division, 
Chrysler Corp., Dayton, Ohio has 
initiated a long-range, ‘Forward 
Look,” expansion program. 


Key section of the “Forward Look,” 
is an anticipated 33% increase in busi- 
ness per year for the coming five years, 
and the expansion in both organization 
and operation has been planned to 
meet this figure. 

As a result of this planned expan- 
sion, Airtemp has realigned a number 
of its main operating divisions, which, 
in turn, has created a number of new 
posts and appointments. Of major im- 
portance, the company has appointed: 
a new Forward Planning Committee, 
a sales manager and merchandising 








TO ASSURE YOUR CUSTOMERS a Winter 
of care-free heating satisfaction make sure 
every Oil Burner you sell or service is pro- 
tected by a FULFLO Filter . . . the world’s best- 
selling Filter for Oil Burners. 


And make sure every FULFLO Filter starts the 
Fall heating season with a new . . . and genuine 
-- ee HONEYCOMB FILTER TUBE. 


Stat 


wit Their HONEYCOMB FILTER TUBES give true 
Ze Depth filtration and precision-controlled Density. 


COSTLY SERVICE CALLS 
WITH FULFLO FILTERS 


COMMERCIAL FILTERS CORPORATION 
MELROSE 76, 





MASSACHUSETTS 





manager for each product line and ten 
new assistant regional managers. New 
appointments have also been made to 
vice president staffs of sales, engineer- 
ing and manufacturing, and the com 
pany is enlarging its field training or- 
ganization along with increasing its 
1956 advertising and’ sales promotion 
budgets two and one-half times. 
Anticipating a $5 billion market by 
1963, Airtemp feels that its new pro- 
gram will enable the company to at- 
tain the business-volume goals that 
have been established; permit greater 
assistance to be extended to the com 
pany’s wholesale and retail accounts; 
and give added advancement oppor- 
tunities to all Airtemp employees. 
Citing a recent survey, C. E. Buch- 
holzer, president, notes that “It has 
been estimated by the industry that by 
1960, two million room aircondition 
ers will be sold per year, compared to 
an expected 1,100,000 for 1955. Sales 
of central residential airconditioning 
systems, authorities predict, will reach 
700,000 in 1958, again compared to an 
expected 1955 sale of 240,000. Based 
on factual surveys, it has likewise been 
predicted that by 1960, one-third of 
all retail stores will be airconditioned 
and within the next 12 years, one-third 
of all factories will be airconditioned.” 


At the same time, the Company an: 
nounced the winners in the firm’s re’ 
cent “Prizes In The Air” national sales 
contest. They are as follows: Alex 
MacLean, Wilson Supply Co., Wash 
ington, D. C., 1st Prize; William El 
liott, S. S. Fretz, Jr., Inc., Philadelphia, 
Pa., 2nd Prize; Howard Kraft, Air 
Products, Div. of Climate Control, 
Phoenix, Arizona, 3rd Prize; and John 
Truett, Low-Temp Distributors Inc., 
San Antonio, Texas, 4th Prize. 


Shell reveals Realignment 
in Marketing Departments 


AS PART of a realignment of responsi’ 
bility for marketing its products, the 
Shell Oil Co., New York, N. Y. has 
recently formed two new departments, 
consolidating the sale of lubricants and 
special products in an industrial prod: 
ucts section, and the marketing of fuel: 
oil and liquefied petroleum gas as 4m 
other division. 
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A New 125,000 Btu Input, 
VAVAnaha=3 v4 Wn ol Ove) alolhakeval-% a 


(Gas- or Oil-Fired) 


-..a competitively priced unit 


with important features to boost your sales 


Look Over These 
Quality Features 


1. CABINET — heavy steel, square cased. Has Mountain 
Spring Green smooth finish. Controls are enclosed. 


2. FLUE OUTLET — in front to minimize occupied floor space 
and simplify connection to chimney. 


3. BURNER — For Type 117 (gas) cast iron, deep drilled raised 
ports; preassembled manifold. For Type 217 (oil) quiet, 
efficient pressure-atomizing type. 


4. BLOWER — suspended from division panel. Centrifugal type 
with multi-blade wheel. Large size (13”), permitting slower, 
quieter operation. 


5. INSULATION — corrosion-resistant panels lined with heavy 
spun glass which is aluminum foil faced. 


6. HEAT EXCHANGER — heavy welded steel, up-draft design, 
cleanable. Insures even heat distribution, fuel-thrifty operation. 


This latest addition to Mueller Climatrol’s 
Suburbanaire line, the Type 117-125, is a 
versatile multi-application unit. It meets the 
requirements of either a lowboy or a highboy 
unit in basements, utility rooms, closets — 
for perimeter, conventional small-pipe or 
other installations. But here are the important 
features that make it a sales booster: 


Eye-Appeal — has enclosed burners and 
controls. Compactly styled, only 64” high, 
251,” wide, and 2814” deep —- requires 
minimum floor space — gives maximum 
installation versatility. Oil model 3514” deep. 
Efficient, fuel-thrifty — incorporates out- 
standing design features that insure 
fuel-thrifty, quiet, clean operation — long 
life and owner satisfaction. 


Buy-appeal!l — carries the strongly adver- 
tised, nationally-known Mueller Climatrol 
name that spells “quality” to your prospects, 
yet at the same time it’s budget-priced for 
volume sales — lets you meet competition 

on project homes. 

Get acquainted with the profit-building 
Mueller Climatrol line. For specifications, 
write Mueller Climatrol, Dept. 195, 

2050 W. Oklahoma Ave., Milwaukee 15, Wis. 










. . . « Manufacturers’ Activities 


Designed to improve the efficiency 
of Shell’s product distribution, new 
fueloil positions following the consoli- 
dation are as follows: J. L. Minner, 
fueloil manager, now becomes man- 
ager of the fueloil-LP gas department; 
C, B. MacGlashan, presently manager 
of Shell’s west coast fueloil depart- 
ment, now will be manager of fueloil- 
LP gas for that area; C. M. Mockler, 
assistant to the manager of the fueloil 
department now becomes manager of 
the fueloil division of the fueloil-LP 
gas section; and J. G. Fuller, also as- 


sistant to the fueloil manager, is to be 
manager of the LP gas division of the 
fueloil-LP gas department. 


Pullman Vacuum moves to 
Larger factory in Boston 


THE PULLMAN Vacuum Cleaner 
Corp., Boston, Mass. has moved to a 
larger plant at 25 Buick St., Boston, 
Mass., the size of which will permit 
the company to set up non-stop pro- 
duction line flow of cleaners and thus 
increase the unit’s output. 
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the amazing new product that 


REMOVES the CAUSE of —__ 
FUEL OIL TROUBLES —ge 





..agood PRODUCT for your customers Bi 


FUEL-TRON really works... 
cause it removes the cause of trouble 


in oil burners, tanks and lines. 


e Removes water and sludge 
¢ Prevents rust, corrosion 


¢ Keeps burners and tanks clean 
e Saves fuel and servicing 
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CHECK 

ie YOUR COST AND YOUR PROFIT 
fet oto) 9] PROFIT Size To Case LIST Dealer Dealer 
Price cost PROFIT 
for the dealer! Pint 24 1.19 ea. 17.14 11.42 
Gol. 6 6.50 ea. 23.40 15.60 




















pLus 


FREE LOCAL ADVERTISING 


of dealer’s own choice! 
THIS CERTIFICATE, WORTH $1.50 


in advertising, is packed with every case of 
FUEL-TRON. Dealer may use it in either 
individual ads, or in combination with other 
items in his regular local advertising. 


© 


Manufactured by 


RADIATOR SPECIALTY CO. 


1700 Dowd Road « Charlotte, N.C. 


InCanoda: Radiator Specialty Co. ltd., Toronto 
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Of reinforced concrete, and provid. 
ing over 40,000 feet of manufacturing 
space on a single level, the new plant 
is so situated as to provide access to 
rail, truck and ocean transportation 
terminals. 

According to Stanley Berns, Pull. 
man president, the new factory not 
only insures more efficient operation, 
but will provide immediate, uninter- 
rupted deliveries and service. A fur- 
ther result of the expansion will be an 
enlarged research and development 
program. 


Interest in Econo Products 
bought by Viking Instruments 


ALAN DAVIS, president, Viking Instru- 
ments Inc., East Haddam, Conn., an 
nounced that the firm has acquired 
controlling interest in the Econo Prod- 
ucts Co., East Haddam manufacturer 
of hot water heating circulators and 
low water cut-offs, 


Econo Products will be known asa 
division of the parent company and no 
change in company name, personnel 
or marketing policy is anticipated at 
this time. However, David said that 
the Econo line will be expanded. 


Quickdraft Company moves 
Office and Plant to Canton 


QUICKDRAFT CO. has completed removal 
of its general offices and manufactur 
ing facilities to Canton, Ohio, where 
they have been integrated with Quick: 
draft Engineering, a division of Basic 
Improvements, Inc., Canton. Produc 
tion of standard Quickdraft units and 
power chimneys was transferred with: 
out interruption in shipments. 


Eureka-Williams will hold 
Contest for Scholarships 


ESTABLISHED to commemorate the 30th 
anniversary of the international mat’ 
keting of Williams Oil-O-Matic prod’ 
ucts, the Eureka- Williams Co., Bloom 
ington, Ill. has announced sponsorship 
of an annual contest that will bring 4 
student from abroad to the U. S. for 
one year of graduate study. 

To be conducted by the company's 
29 distributors in 24 countries in west’ 
ern Europe, Africa, the Near East, Far 
East and Latin America, the contes 
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winner will be picked by a three-man 


committee of officials from Purdue, 


Indiana University and the Univer- 
sity of Illinois, following selection of 
a finalist from each territory by the 
distributor. 

The fellowship includes transporta- 
tion, tuition, books, board, lodging 
and living expenses, and the award will 
be for one year of graduate study at 
one of the three participating universi- 
ties, beginning in September, 1956. 
The winner will also be offered the 
isielaniand to visit the Eureka Wil- 


liams plant in Bloomington to study at 
first-hand the manufacturing and busi- 
ness methods of American industry. 
Coordinating all details of the con- 
test with the company’s overseas dis- 
tributors will be M. P. Langdoc, Wil- 
liams export manager, and the contest 
rules include the following: 1. Sub- 
mission of transcript of collegiate rec- 
ord. 2. A speaking and writing com- 
mand of English. 3. Preparation of a 
1,000 word essay in English on “Why 
I want to win the Williams Oil-O- 
Matic Fellowship.” 


NEW 
LOW 





PRICES: 





GILBARCO OFFERS 


NEW OPPORTUNITIES 
FOR DEALERS 


The famous line of Gilbarco heating equipment is now avail- 
able at prices that meet and beat competition. This new price 
policy is made possible by increased production facilities and 
a new decentralized distribution system — which will allow 
the appointment of new dealers. Gilbarco offers this opportu- 
nity without any reduction in dealer profit margins and with 
no sacrifice of its traditionally high engineering standards. 


For full information regarding this opportunity use the coupon below. 
aemem em SEND THIS COUPON—ACT NOW! wee ew = = = 


Gilbert & Barker Mfg. Company 
West Springfield, Mass. 


Dear Sirs: Send me all the facts today on your oil burner Dealer Plan. 





Address. 





City. 


(STREET ) 


State 
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. . . « Manufacturers’ Activities 


Announcement of the winner's 


name is planned for April, 1956 fol- 
lowing approval of the visa applica- 
tion by the appropriate American con- 
sular office abroad. 


DeLancey and Harnetiaux join 
Peter Smith as Executives 


TO STRENGTHEN its general organiza- 
tion, the Peter Smith Heater Co., De- 
troit, Mich. has named Ray Harne- 
tiaux as general manager and Warren 
DeLancey as vice president in charge 
of Research and Development, accord- 
ing to an announcement made recently 
by E. J. Smith, president of the com- 
pany. 

Formerly manager of the Warm Air 
Furnace and Air Conditioning Divi- 
sion, National-U. S. Radiator Corp., 
for the past three and one-half years, 
Harnetiaux also was sales manager of 
Fairbanks, Morse & Company’s Stoker 
and Heating Division for ten years. 


DeLancey was associated with the 
Gilbarco Division of the Standard Oil 
Co., New Jersey for 20 years as chief 
research and development engineer. 
Self-employed as a consultant and rep- 
resentative for several manufacturers 
of heating units, DeLancey is particu 
larly well-known in the oilheating field 
for his work in the development of 
new ideas and unconventional equip- 
ment. 


Sid Harvey opens 5 new 
Stores on East Coast 


INCREASING total outlets to 39, Sid 
Harvey, Inc., Valley Stream, N. Y. 
has announced the opening of five new 
stores on the Eastern Seaboard, all 
stocking the company’s complete line 
of new and rebuilt replacement parts 
for oilburners. 

According to Sid Harvey, chairman 
of the Associated Sid Harvey Com: 
panies, the move was made in respons 
to the demand the Sid Harvey services 
be made more convenient in the service 
organizations. 

Locations of the new outlets are as 
follows: Lowell, Mass.; Huntington, 
L. IL, N. Y.; Lancaster, Pa.; Trenton 
and Woodbury, N. J., and immediate 
exchange in stock in these areas ca? 
now be made without delay. 
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J.R. Merrill, advertising manager, Len- 
nox Furnace Co., Chicago, IIl., was the 
guest of Don McNeill on his radio | 
program, the “Breakfast Club.” Mer- | 
rill’s appearance was arranged in con- 

junction with the current beauty-air- | 
conditioning promotion which is being | 
conducted by Lennox through its ad- | 
vertising agency, the Fulton, Morrissey | 
Co., Chicago, and here he explains to | 
Peter Donald, pinch-hit toastmaster | 
for McNeill, about the research pro- | 

gram that led to the campaign. 


G-E’s Levine predicts more __ 
Cooling; heat Wave spurs Sales | 


WITHIN FIVE YEARS a majority of | 


homes built in the $15,000 and over | 


range will be equipped with summer | 
airconditioning according to S. J. | 
Levine, general Manager, G-E Home 
Heating & Cooling Dept., Bloomfield, 
N. J. 

He said that one of the major obsta- | 
cles standing in the way of aircondi- | 
tioning in the past was the supposedly 
high costs of owning the equipment. 
Today, homeowners are recognizing 
that it is relatively inexpensive when 
amortized over a given period of time. 

The summer heat wave has put air- 
conditioning sales way ahead of the 
sales figures chalked up for the rela- 
tively cool spring and early summer. 
Asa result, Levine said that distribu- 
tors and dealers were having to sched- | 
ule installations for early fall. 

(Please turn to page 190) 
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speed fuel oil handling with the 


INGERSOLL-RAND 


MOTORR PUMP 


and cut pumping costs ! 


With fast, dependable fuel oil handling a big profit 
factor, see why I-R Motorpumps are overwhelmingly 
preferred for their efficiency, low cost and long life 
with minimum maintenance. 


For one thing, they're designed for extra power, with 
all their compactness! In sizes from 14 to 75 hp... 
5 to 2800 gpm capacities... heads to 650 feet... 
Ingersoll-Rand Motorpumps in straight centrifugal 
and self-priming models handle practically all oil 
moving needs, faster and more profitably. Write for 
the latest catalog describing I-R Motorpumps for fuel 
oil handling or call your nearest Ingersoll-Rand Oil 
Equipment Jobber. 9-240A 


Ingersoll-Rand 


11 Broadway, New York 4, N.Y. 
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unit provides two-ton cooling capacity with a choice of 
either air cooled, remote, or water cooled refrigerant cir- 
cuit. Heating is supplied by a .75 gal., gun type burner, 
with a 84,000 Btu output rating. 
Made by: The Henry Furnace Co., Medina, O. 

Circle El on coupon, page 178 





Burnham brings out larger Pace Pak; 
and new size in Base-Ray Baseboard 


A NEW AND LARGER SIZE Pace-Pak, the PP-2-W, has been 
announced by Burnham. Like its predecessor it is fully 





Ahoy pe ay factory-assembled and _ pack- 

aged with oilburner, controls, 

Each New Products item has an identifying number. circulator and tankless heater. 

If you want more information on any equipment described It is wired and tested when 
here send the coupon on page 178 to FuELoIL & OI shipped from the factory. 

HEAT, 2 West 45th St., New York 36, N. Y., and The new Pace-Pak is IBR 

identify the product by circling its number on the coupon. rated at 810 sq. ft. for water. 


Burnham's Base-Ray radi- 
New Moncrief counterflow year-round ant baseboard is also offered 


Airconditioner made by Henry Furnace _ i? @other size. A larger size, 
No. 9, 974” high, is IBR rated 


THE NEW MONCRIEF counterflow year-round airconditioner at 3.45 sq. ft. per lineal foot. 
provides counterflow or down-flow air discharge from the The No. 9 is used where heat losses are greater or wall 
bottom of a single, completely packaged unit. Both the space is at a premium. No. 7 is used on normal jobs. 
cooling coil and heating element of the unit are contained Made by: Burnham Corp., Dept. P, Boiler Div., Irving 
in the same cabinet. ton, N. Y. 

The cooling coil is mounted in a vertical position. The Circle E2 on coupon, page 178 
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MICRO FUEL OIL FILTERS 


e Attractive New Packaging @» Lower Prices , 
e Hi-Chrome and Brushed Zinc Plated --=y Vf 















Everything about these new Klemm Micro Fuel 
Oil Filters spells more profits for you. Still tops 
in all-round guaranteed performance; traps water 
and scientifically removes all foreign matter from 
every drop of fuel oil, eliminating nozzle and 
line clogging. 


SEND FOR 1955-56 Catalog and new low prices 











CHEMISTONE Micro ELEMENT (not 


a ceramic). The replaceable Chemistone 
Element offers true depth filtration. . . 
i i i Division of 
practically no flow resistance. Chemistone bie aE. 5 COMPAN 
1722 Worth Damen Avenue © Chicago 47, Illinels 
EXPORT: Guiterman Co., Inc., New York 4 
CANADA: Elgee, Ltd., Toronto 




















is NOT interchangeable with any other 
type cartridge. The seasonal element re- 
placement business is YOURS and 
remains YOURS. 
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One-Piece, Lifelong Impeller with Stainless-Steel Shaft 


THIS ARROW 


POINTING TO A WALL 


LUBRICATION § 







Os as eran” 











You'll find all in TACO... 


the power-packed circulator you can depend on! 


TACO HEATERS, INCORPORATED 


1160 Cranston Street, Cranston 9, Rhode Island 


CORPORATE OFFICE 342 Madison Ave. IN CANADA Taco Heaters of Canada, Ltd. 
New York 17, N. Y. 4 Gilead Place, Toronto 2 
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feature 


VS TRIMRAD 
Ce ower. 


BASEBOARD RADIATORS 


Here’s the superbly engineered 2-way baseboard 
radiator that sells faster because it gives customers 
everything they want. Trimrad is so adaptable it can 
be placed side-by-side with regular radiators — and 
its new higher ratings mean better performance. But 
that’s not all—KOVEN Trimrad is quickly installed . . . 
so you can save time on-the-job! Start getting faster 
sales and faster profits with KOVEN Trimrad! 
















@ NO DRAFTS OR COLD POCKETS 
@ UNIFORM HEAT from floor to ceiling 


@ NO FINS TO CLEAN or get clogged 
with dust 

@ LIGHTWEIGHT — one man can 
handle longest length 

@ MILL-ROLLED WELDED STEEL gives 
maximum heat conductivity 


@ 3 BIG WATERWAYS back front 
panel — hold more water, store 
and emit heat longer 


@ FOR NEW OR OLD WORK 


HI TINGS 





NATIONALLY ADVERTISED 


WATERFILM BOILERS, INC. 


ao division of L.O. KOVEN & BRO., INC 


154 Ogden Ave., Jersey City 7, N. J. 


Plants: Jersey City, N. J. * Dover, N. J. * Trenton, N. J 
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. . . « New Products 


Thermostat by Detroit features 
direct Eye-Level viewing Dial 


A NEWLY-DESIGNED household thermostat has been an- 
nounced by Detroit Controls. To be known as the “Classic,” 
the thermostat 
features a dial 
arranged in a 
horizontal _posi- 
tion, but tipped 
at an angle mak- 
ing direct eye-level viewing possible. 

Utilizing a ‘“Timed-Cycling” action, the unit auto- 
matically cycles the oilburner to maintain temperature con- 
stant to within a fraction of a degree. Available with either 
the three-wire parallel type heater or with an adjustable 
series heater with a range from .4 to 1.0 amperes, the ther- 
mostat has a small lever located under the dial face which 





adjusts the temperature. 

A long thermometer is placed immediately above the 
Gothic numerals under the lens, thus allowing a quick 
comparison between the actual temperature and the ther- 
mostat setting. 

Made by: Detroit Controls Corp., Detroit, Michigan. 


Circle E3 on coupon, page 178 


New Line of lightweight oilburner 
Motors now made by Ohio Electric 


A NEW LINE of lightweight, high-performance motors is 
announced by Ohio Electric. Underwriters approved and 
built to NEMA 
specifications for 
oilburners with 
No. 56 frame, the 
units are desig- 
nated as Ohio Se- 
ries 991. 

They are avail- 
able in 1/6, Ya, 
1/10 and 1/12 hp sizes, either for 115 or 230 volts 50- 
cycle (1450 rpm) or 60-cycle (1725 rpm) operation. The 
average weight of the motors is 15/2 lbs. 

Made by: The Ohio Electric Mfg. Co., 5400 Dunham 
Rd., Maple Heights, Cleveland, O. 


Circle E4 on coupon, page !|78 





Duro-Dyne’s Damper is Prefabricated, 
ready for immediate Installation 


A PREFABRICATED damper, ready for immediate installation 
in round pipe is now being manufactured by the Duro’ 
Dyne Corp. Known as the “Jiffy,” two styles of the damp’ 
er, the JD series and the JDS series, are available. 

The regulator, formerly made by Parker-Kalon, is pte’ 
attached to a corrosion-resistant coated damper blade, and 
the steel threaded bearing is said-to never break. The JD 
series uses only one bearing, whereas the JDS group ™” 
cludes the addition of a pre-attached P.-K. Spring-Lo- 
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FUEL OIL FILTERS 










































NEW/ Rugged Modern Filter Design 
0 NEW! "Controlled Filtration” Cartridges 
mn / ‘ 
n 
= NEW! Modern Package Desig 
dle The new Firomatic filters are constructed to keep oil 
Or burners operating at peak efficiency—longer! Ruggedly 
aN built, they're designed for fast, easy maintenance and 
cleaning. Scientifically designed replacement cartridges 
: filter out all destructive impurities to give oil burner 
he FUEL ONL FILTER i longer life, greater efficiency. 
ick | MODEL ¢-$0 Add these fine Firomatic Filters to your line for greater 
er profits, fewer call-backs. Sold nationally by jobbers only. 
an. 
SMITH 
165 Dexter Avenue ¢« Watertown, Mass 
s is 
and 











with 
MIRROR 
FINISH 


TIP 













for Quiet -— Uniform — 
Efficient Combustion 


@ Mirror Finish Tip causes heat deflection 
and minimizes gumming and coking. 


@ All nozzles individually flow-tested. 


ed, 


ition @ Steinen Nozzles assure better all around 
ad burner performance. 

@ Sizes from .50 GPH to 35 GPH—both hollow 
ore’ cone and solid cone spray patterns. 

and Contact your jobber or write us for additional information 

e JD a 

p in’ ‘ Y } 
y- Low MANUFACTURERS Or Accessories For Oit HEATING AND AIR CONDITIONING 
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Here’s one example of 
what Premier’s new Spic- 
Span gives you: 3 times 
more filtering area in 
standard size filter! 
Money-saving result: 
Motor lasts much longer, 
air flow stays stronger, 4 
and filter doesn’t have to ; 
be cleaned so often. At 
last,amachinethat meets j 
the demands of long- 3 
time furnace cleaning 
men at low, low cost! } 
Remember: this is only 
one feature of Premier’s 4 
new Spic-Span. It would ¥ 
pay you to know all the y 
features. Compare Pre- 4% 
mier’s specifications with 4 
any other’s. (Our specs. 
are honest-to-gosh true.) 
For your own best ad- 
vantage, write for all the 
details NOW! 


Premier 908F — Still the 
most popular and the 
most praised of all. Has 
the working guts and 
rugged construction for 
heaviest of heavy- duty 
jobs. If there is one furnace 
and boiler cleaner you 
should know all about, 
this is it! Write Now! 





Both Premier ‘machines listed by Underwriters’ Labora- ‘ 
tories and Canadian Standards Association. 
mi the premier company 


755 Woodlawn Ave., St. Paul 1, Minnesota 
35 Gerrard St. West, Toronto 2, Canada 














1 The PREMIER Company t 
| 755 Woodlawn Ave., St. Paul 1, Minnesota 1 
i Please send me more information on your [J Spic- | 
, Span; [] Old Reliable. | 
j NAME ! 
1 Firm i 
ADDRESS. | 

STATE t 
 Dacrarinreanne i cosapengranontaoat a ee ce ee eaaieihenniiitabieianiimemmaane 
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. New Products 


bearing. The JDS series is especially desirable for higher 
velocities, or when it is necessary to keep the damper in 
exact position. 

Made by: Duro Dyne Corp., 800 Third Ave., 
Hyde Park, N. Y. 


Circle E5 on coupon, page 178 





New 


Winkler oilfired steel Boiler has 
been designed with 6 heating surfaces 


THE WINKLER OILFIRED steel boiler features six heating sur- 
faces and has a maximum gross SBI output of 115,000 Btu, 
The unit comes equipped with 
an oversize tankless heater. 

Two sets of double econo- 
mizers provide four extra 
heating surfaces. The boiler 
has six adjusting screws which 
enable the mechanic to in- 
stall burner in exact align- 
ment with refractory com- 
bustion chamber. 

It is packaged with hot 
water specialties, tankless 
water heater, and Biltin ther- 
mal valve which prevents boil- 
er water from leaving unit when its temperature drops 
below 180° F. Can be used with either low pressure or 
high pressure burner. 

Made by: U. S. Machine Div., Stewart-Warner Corp., 
Lebanon, Ind. 


Circle E6 on coupon, page 178 











Cyclotherm’s steam Generator is 
designed to burn No. 4 Fueloil 


A FIFTY hp steam generator designed to burn No. 4 fueloil 
has been developed by the Cyclotherm Division of the 
National - U. S. ™ 

Radiator Corp. 

Aimed at aid- 
ing manufactur- 
ers with limited 
space facilities cut 
fuel costs due to 
the price differ- 
ential between 
No. 4 residual oil 
and light oils, the 
boiler is said to 
operate at efficiencies of 80 percent or better. 

Although using No. 4 fueloil, the new unit requires 
less than one-half the space of standard 50 hp units, and 
can be installed in 20 square feet of floor area. Head 
room requirements run at four feet eight and one quarter 
inches. No cement foundation is necessary. 

Made by: Cyclotherm Division, National-U. S. Radiator 
Corp., Oswego 5, N. Y. 


Circle E7 on coupon, page |78 





September 
1955 


PEES 


















ops 
or 


rp., 


oloil 


the 





uires 

and 
[ead 
arter 


jator 









There Are Many Advantages 
To Being a PEERLESS DEALER 


Peerless manufactures a complete line of 
Oil and Gas Fired CAST IRON BOILER 
heating units, Serving Residential Homes, 
Apartments, Home Projects and Indus- 
trial Buildings. 


WILL STEP UP YOUR SALES 

Put YOU in a Better Competitive position 
to handle all Oil and Gas Fired Hot 
Water and Steam heating systems. 


Oil & Gas Fired 
“WET HEAT” 


CAST IRON BOILERS 


MORE and MORE, Architects, Con- 
tractors and Home Owners are 
specifying CAST IRON BOILER, HOT 
WATER and STEAM heating systems 
in residential and industrial con- 




































Factory and dealer relations are closely ee 
knit to build good will and keep it. 







You'll get many sales aids: Complete 
jobber catalogue with easy to read speci- 
fications and descriptive illustrations, 2- 
color folders, consumer and industrial 
magazine advertising, regional and na- 
tional show displays, factory engineering 
information upon request. 


struction. 


WET HEAT and CAST IRON BOILER 

SALES ARE UP — YOU’LL BE PRE- 

PARED TO MEET THIS DEMAND 
WITH PEERLESS 




























Peerless products are backed by ex- 
perience of nearly 50 years in the manu- 
facture of Home and Industrial Gas and 
Oil Fired heating units. 





Certainly you'll want to know 
more about the Peerless com- 
plete line, and the new MM, 
the “Mighty Midget”. Just an- 
nounced, a revolutionary new 
small, but powerful, residential 
heating unit. Write for com- 
plete information 


Model TOU Series, 
Oil Fired. For both 
steam and hot water 
heating systems. 
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THE PEERLESS HEATER CO. 


Division of Eastern Foundry Co. 


BOYERTOWN, PENNSYLVANIA SINCE 1908 
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CONVERSION JOB 














“But don’t you get a lot of soot from oil 
burners?” 


You’ve probably run into this question 
more than once, and with today’s tough com- 
petition from other fuels, getting and holding 
an oil account is no cinch. Today’s home 
owner knows there is such a thing as clean, 
odorless heat—and he doesn’t want any soot 
or smell from his oil-fired conversion job. 


What does this have to do with refractor- 
ies? Just this: The lighter the firebrick you 
install, the higher the flame temperature will 
be. This is because lightweight insulating fire- 
brick come up to operating temperature on 
the surface in a fraction of the time it takes 
to heat ordinary firebrick — in effect, they 
bounce the heat back into the firebox, result- 
ing in a higher flame temperature. This 
means more complete combustion—clean, 
odorless heat. 

Because B&W Insulating Firebrick are the 
lightest weight refractories of their kind 
made, you can be sure of less soot and odors 
with a B&W IFB firebox. 

Naturally, because B&W IFB store and 
conduct less heat, you are going to build a 
community-wide reputation through your 
customers’ lower fuel bills) B&W Insulating 
Firebrick can mean as much as 25% fuel 
savings—a fact your customers will be sure 
to talk about. 


Send today for the 
B&W FIREBOX HANDBOOK 
a valuable guide 
for every installer 


THE BABCOCK & WILCOX CO. 


REFRACTORIES DIVISION 
General Offices: 161 East 42nd St., New Y ork 17,N.Y. 
Works: Augusta, Ga. 
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How Lightweight Refractories 
Reduce Soot and Odor 
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. . « » New Products 


Small home Furnace added by Patten 
to their Sun Fuel-Master line 


AIMED AT the market for small homes with basements, 
Model OH-7065 basement furnace is the smallest of the 
Sun Fuel-Master furnace line manu- 
factured by the J. V. Patten Co. 

Consisting of a heavy steel rectangu- 
lar combustion chamber equipped with 
a heat chute and drum radiator, the 
unit’s primary and secondary heat ex- 
changers are constructed in continu- 
ous, gas-tight, arc-welded sections. 
The primary section is a heavy gauge 
welded steel rectangular combustion 
chamber with a combination combustion baffle and heat 
accelerating tube 10 x 3 inches in area and 24 inches in 
length, surrounded by the products of combustion. 

Maximum heat output is 80,000 Btu per hour with a 
firing rate of 0.75 gals. per hour, and minimum heat output 
is 71,000 Btu per hour with a firing rate of 0.65 gals. per 
hour. 

Dimensions of the furnace are 22 x 36 x 52 inches; 
blower is driven by a 1/6 hp motor; and the unit is shipped 
completely assembled with combustion chamber in place. 

Made by: J. V. Patten Co., Sycamore, Ill. 

Circle E8 on coupon, page |78 





Liquidometer introduces new 
remote reading Tank Gauge 


ESPECIALLY designed for applications where panel space 
is limited, a new Remote Reading Tank Contents Indi 
cator has been announced by the 
Liquidometer Corp. The indicator is 
known as Model 216. 

A dial type instrument, the indi- 
cator has a scale length of 20 inches 
and occupies a panel space of 3 x 10% 
inches. It is available for either hori- 
zontal or vertical panel mounting, and 
is used with the firm’s automatic hy- 
draulic actuated tank contents gaug- 
ing systems. 

Made by: The Liquidometer Corp., 41-03 36th St., Long 
Island City 1, N. Y. 

Circle E9 on coupon, page 178 





Techniflex Corp. designs flexible 
Nipple of bronze-brass Construction 


FOR MISALIGNED HEADER to boiler connections or for us 
where piping misalignment is encountered is an all bronze’ 
brass flexible nip- 
ple made _ by 
Techniflex. ini a] 
Standard units Hiv he ba een 

are made in sizes i ii LVN VHQNHY “ 


LUM 
H } (| 
' j 





ranging from 4” 
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gil any height-- 


“KONTROL Unit 


it’s true! At last you can forget about suction-lift 
ations. Now, you can mount overhead heaters--at ANY 
ght you want. And, you can be sure of steady, automatic 
action...positive control of oil level in feed tank...and...safe, 
trouble-free operation day after day for years to come. 


wl COSTS DECREASE...PROFITS INCREASE--with the N-E Hite Unit 


Surprising low unit cost 
1/o usual installation expense 
“yp Reduced power consumption 
“—yp Four exclusive safety features 
“my Listed by Underwriters’ Laboratories, Inc. 
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ANY 


HEIGHT Until now, you have been limited by the use of 

y wall pumps--to a maximum suction lift of 25 ft. And, this was 

usually greatly reduced by long horizontal runs and elbows 

Not only that but pump capacity dropped enormously at near- 

maximum lifts. With the N-E Hite PUMP and TANK-N-KONTROL 

Unit--there are no limits to mounting height...or...distance from 
oil storage tank for overhead heaters and other oil 

oa consuming devices. In addition--more than one 

ndi S* Labo heater can be fed from the feed tank. 


pace 








Operation of the N-E Hite PUMP and TANK-N-KON- 
TROL Unit is automatically governed by two heavy 
duty mercury switches. The main set of floats main- 
tains the level of oil in feed tank...and...automatically 
: stops pump if oil feed line to heater is broken or the 
N-E HITE PUMP tank runs dry. A separate safety float stops 

NOT ON FLOOR OR the pump in case the main set fails to cut it 

TT WALL BRACKET off at high level. 































No return line is required from the pump to the oil 
storage tank. The pump is self-priming. And, neither 
is an overflow line necessary from the TANK-N-KON- 
TROL. Obviously, this elimination of the usual piping 
drastically reduces the installation time...and..like- 
wise cuts installation costs 


Long 








With the N-E Hite PUMP and TANK-N-KONTROL Unit you can quickly show 
your customers how you can save them money by installing this single 
line, new but tested and proven unit. To boost your sales...and...increase 
your profits--write or wire today for full details. 


NV. £. Hite MANUFACTURING CO. 


303 NORTH ELIZABETH STREET e © @ e e CHICAGO 7, ILLINOIS 


ol 


r use 
ynze’ 














































162 


yy 
“ANGe MOUNT 
V 
with 1 set of parts! 


ALD RNC in 


Model “E” Burner 


| wt 
lor BASE wow 


e Prospects become profits with the new 
Aldrich Model “E”, the oil burner supplied 
with one set of parts to permit base or flange 
mounting! This latest in burner design has 
these other advantages: 


e@ Four models offer firing rates of .50 to 4.00 
GPH e Specially designed controls for exterior 
precision adjustment of primary and secondary 
air @ Strong die cast aluminum housing gives 
perfect refractory alignment e Easy, lightweight 
handling, only 40 lbs. 


Build business, cut inventory with the versatile 
Model “E”. Its low price will surprise you. 


WRITE FOR DETAILS 


BREEZE 
MARK 


LD PRAM Gia oman 


103 E. Williams Street, Wyoming, Illinois 












. New Products 


to 2/4” pt having a union fitting on one end and « male 
fitting on the other. 

The flexible portion consists of bronze seamless tubing 
having deep annular convolutions which permit easy 
stretching, bending or compressing to fit into available 
space. 


Made by: Techniflex Corp., Port Jervis, N. J. 
Circle E10 on coupon, page 178 





Thatcher’s Lo-Boy package unit 
is Aimed at Medium-price Market 


A NEW LINE of medium-priced, fully automatic oilfired 
winter airconditioners to be known as the 551 series has 
been added to the group of 
residential heating units pro- 
duced by Thatcher Furnace 
Co. 

The lo-boy packaged unit 
is adaptable to summer air- 
conditioning, either air-cooled 
or water cooled, and features 
a heavy gauge steel heat ex- 
changer which is uncondi- 
tionally guaranteed for ten 
years. A second guarantee, E| Be 
for one year, covers the entire unit against defects in ma- 
terials and workmanship, and an automatic humidifier is 
offered as optional equipment. 

Pointed at the new construction and home moderniza- 
tion markets, the 551 is factory assembled. 


Made by: Thatcher Furnace Co., Garwood, N. J. 
Circle El! on coupon, page 178 








Cleveland Fuel’s new Switch 
provides for Program Control 


FOR AUTOMATIC fuel-burning systems with motorized draft 
inducers, Cleveland Fuel Equipment’s new program-con- 
trol switch provides a timed 
pre-purge period and protec- 
tion against draft failure, 
without shutdowns due to 
puffs during startup or other 
transient conditions. 

The Model LD2t-A Lo- 
Draft Cutoff is designed to 
add protection from draft 
failure hazards to any boiler- 
burner installation, without 
making changes in the orig- 
inal wiring scheme of the 
burner and control circuit. 

An adjusting knob is provided to permit selection of 
low-draft cutoff point, and the switch will operate on 115 
or 230-v AC. Terminals are provided for remote signal or 
alarm, and failure of any component of the switch will 
shut down the burner. 


Made by: Cleveland Fuel Equipment Co., Cleveland, 0. 
Circle E12 on coupon, page 178 
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Ready market 
for Oilifter and YOU! 
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Are you cashing in on 
fp) Oilifter’s automatic 
fuel oil pumping versatility ? 





















raft 
con: 


Budget or quality homes . . . apartments or light 
manufacturing plants —here are rich markets 
for you with the A-P Oilifter. That’s especially 
true NOW, in the current building boom. Check 
this 3-way versatility: 
@) Greater space-heating convenience — 
The electric Oilifter does all the fuel oil lugging. No 
more messy spilling. No worry about keeping tank 
filled. 
@ For vaporizing, rotary or gun-type burners — 
Many built-in safety and operating features add 


greater efficiency to any burner. Absolutely quiet — 
no radio or TV hum. 


8) Key installation for buried tanks — 
Oilifter lets customer enjoy space-saving benefits of 
buried tank plus less frequent oil ordering. Capacity: 
3 gallons per hour at 25 feet. 


Next time you figure a job—remember Oilifter’s 


EASILY CONNECTED TO ANY 
OIL HEATING SYSTEM 


* Only one ¥%4” copper tube re- 
quired. Four screws attach to 
any rigid support. 


* Simplifies fuel tank location 












of and heating plant installation. t date he 
be upplies oil to more than one great application versatility and the extra profit 
Dw unit if required. yee it will bring you. Order Model 356 Oilifter from 
al or  -“_ your wholesaler or write: 
will — 
A -p (0 nl T N () 1S (0 N D () D A TI 0 ni For Air © Liquids ¢ Cases © Refrigerants 
i, 0. 2458 N. 32nd Street, MILWAUKEE 45, Wisconsin fp) DEPENDABLE (424/20: 





COOKSVILLE, Ontario NIJMEGEN, Holland 
For Export: 13 &. 40th Street, New York 16, N. Y., U.S.A. 









two workman-like 
Fuel Oil Delivery Nozzles 
Which one do You need? 








































No. 782 brass  easile 4 






Buckeye large capacity nozzle 
No. 782 is designed for fuel oil 
delivery. It has given dependable 
service for many years. No. 782 has 
an easy opening valve mechanism, 
and graduated notches in rear 
guard for controlled delivery 
speed. Sturdily constructed for 
heavy work, it operates on 
gravity or pressure flow. 

Sizes: 1”, 144”, 144", 2”. 








‘ff The 890 Buckeye “Safety-Fill” 

f nozzle is safe, neat and fast. 

(#, Perfect for fuel oil delivery. Shuts 
- off automatically at main valve 
when liquid covers the vent 
hole at end of tube. Use on 
1”, 14%”, or 144” hose. 





through your oil equipment distributor, or write 


BUCKEYE IRON & BRASS WORKS, Dayton, Ohio 
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. . « » New Products 


New blower Type unit heater Line 
is introduced by C. A. Dunham Co, 


A NEWLY-DESIGNED, blower type unit heater line has been 
introduced by the C. A. Dunham Co. It’s available in 179 
ratings from 125,000 to 1,500,000 Btu. Units can be floor 
wall or ceiling mounted. 

These heaters can be used with or without ducts, with 
by-pass damper, filter section and mixing dampers to handle 
just about any space or process heating and ventilating 
requirement. 

Made by: C. A. Dunham Co., 400 W. Madison, Chi- 
cago, Ill. 

Circle E13 on coupon, page 178 


M-H’s “Pneumatic Round” is for 
Commercial-Industrial application 


LATEST ADDITION to Minneapolis-Honeywell’s ‘Round’ 
thermostat line is the “Pneumatic Round,” a control which 
operates on force balance or 
“continuous feedback” prin- 
ciples, and is for commercial- 
industrial applications. 

Available at the same price 
as previous Honeywell air- 
activated thermostats, the new 
instrument is based on a prin- 
ciple which provides an exact 
and specific air pressure sig- 
nal for a given temperature deviation which is detected 
by the thermostat’s bi-metal sensing element. By continw 
ously balancing the air supply against the requirements 
it is possible to attain exact modulation of valves or motors 
controlled by the thermostat. 

The new control (designated the TO-910) also features 
a larger, low-mass bi-metal sensing element. This is aimed 
at providing fast response to temperature changes, reduc’ 
ing the lag in heating or airconditioning system response 
time. 

Made by: Minneapolis-Honeywell Regulator Co., Min 
neapolis, Minnesota. 


Circle E14 on coupon, page 178 
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Lima’s extended Baseboard Grille is 
for Air Return, comes in two Sizes 


MANUFACTURED IN both a four-foot size with 53.2 square 
inches free area, and a two-foot size with 26.6 square 
inches free area, Lima Register’s new Series 77 extended 
baseboard return air grilles are of horizontal louver design. 

A companion piece to the Lima Series 70 perimeter ex’ 
tended baseboard diffuser and Series 75 baseboard diffuser, 
the grille also has the same dimensions and design. 

The new series 77 may be assembled in any multiples 
for continuous installations by using a special joining con 
nector. ; 

Made by: Lima Register Co., Lima, Ohio. 

Circle E15 on coupon, page 178 
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Most Modern Design! 
Most Modern Power! 








Get both in new Chevrolet Task-Force trucks. Modern 
styling that actually works for you! Modern power in 
the shortest stroke V8’s* in any leading truck! 


Styling that’s designed to make money for you—It’s a fact. 
The ultra-modern, Powermatic design of a new 
Chevrolet Task-Force truck calls attention to 
your business, favorably impresses customers 
and prospective customers! That’s why on looks 
alone a Task-Force truck can make money for 
you. And it’s functional styling. Panoramic 
windshield, new High-Level ventilation, con- 
cealed Safety Steps—these are styling features 
that double in brass to make the driver’s job 
less of a chore. With safety and comfort 
increased, efficiency goes up. Tight schedules 


are easier to maintain and you keep the profits 
coming in on time. 


V8 power—unmatched for efficiency!—Chevrolet brings 
you the industry’s most advanced short-stroke 
V8 engines! The compact, super-efficient design 
of these great V8’s reduces friction and wear 
... delivers a higher output per pound of engine 
weight. You save on upkeep and operating 
costs! And with a modern 12-volt electrical 
system, you get double the voltage for quicker 
starting plus a greater reserve of electrical 
power. With two power-packed V8’s and five gas- 
saving 6’s—it’s the greatest engine choice in 
Chevrolet truck history! See your Chevrolet 
dealer for details. . . . Chevrolet Division of 
General Motors, Detroit 2, Michigan. 


*V8 standard in the new L.C.F. models, an extra-cost option in 
all others except Forward-Control models. 


NEW CHEVROLET 
ater Jask-Force TRUCKS 


ol 


165 















































yLLLUH 
| 







be 
O 
- 
ra 
oo 
Cc 
a 
2 
fry 





























HI HHI 
ill 


- 


peo 


— 
Cas 























A Quality Reputation 


... 2 Continents Wide 
and 31 Years Long! 


You can make Quiet May’s world-wide reputa- 
tion for dependability work for you. Today’s 
market fur conversion and replacement oil 
burners is big . . . and today’s Quiet May Oil 
Burners are the best in Quiet May history! So 
cash in on Quiet May... the oil burner you 
can promote with confidence! Write today to 
Dept. MFO-3. 


The Quiet May Line now includes air con- 
ditioning as well as oil heating equipment. 
A limited number of dealerships open in New 
York, New Jersey and Pennsylvania. Write 


to Dept. MFO-3. 


QUIET MAY DIVISION 





PENN BOILER & BURNER MANUFACTURING CORPORATION 


LANCASTER, PENNSYLVANIA 
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. . « « New Products 


Series of four “add-on” residential 
airconditioners announced by Unarco 


UNARCO’S ““ADD-A-PAC”’ series will include two water cooled 
models, an air cooled unit and a combination water-air 
cooled package for efficiency 
in hot, water-short areas. | 

Shown here is the “NU”: 
model which is equipped with 
a pump-down control system 
and an accessible hermetic | 
compressor allowing the unit 
to be serviced in the home. 
Designed to be used with any 
existing forced warm air fur- 
nace the model comes in three 
and five-ton capacities. Its 
compact size takes a minimum of floor space. 

Made by: Union Asbestos & Rubber Co., Heating and 
Cooling Div., 332 S. Michigan Ave., Chicago. 

Circle E16 on coupon, page !78 





Columbian’s aluminum Semitrailer 
has Graduated diameter Sections 


FEATURING A combination of sections of graduated diam 
eter with the two smaller sections at the front of the unit 
instead of the conventional cutaway, the Columbian Steel 
Tank Co. has introduced an aluminum semitrailer of new 
design. 

The new type trailer provides a close-coupled unit, and 
also permits a complete jackknifing action by the tractor. 
Also provided are drain tunnels for the full length of each 
compartment, aiding in quicker and complete drainage. 

According to the manufacturer the truck is said to carry 
ten percent greater payload than steel semitrailers of the 
same gross weight. The transport conforms with the limi 
tations and specifications of ICC-MC-302. 

Made by: Columbian Steel Tank Co., Kansas City, Mo. 

Circle E17 on coupon, page !78 


Carfone-450 is two-way Radio 
for car or truck Operation 


RCA CARFONE-450 incorporates sectionalized chassis and 
includes a 15-watt mobile FM radio for installation in cars 
or trucks and a 15-watt FM station-desk mount for base 
station operations. Transmitter, receiver and power supply 
are designed as separate independent units and assembled 
in a single case, permitting change of units for mainte’ 
nance or substitution. 

The mobile FM radio has complete 6 or 12 volt com 
vertibility, uses an economical vibrator power supply and 
has an r-f power output of 15 watts. The mobile two-way 
radio measures 6” high, 15” wide and 1734” deep. Desk 
station is 10144” high, 1914” wide and 1814” deep. 

Made by: Radio Corp. of America, 30 Rockefeller Plaza, 
New York 20, N. Y. 

Circle E18 on coupon, page 178 
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“Now I heat up faster 
and save money on fuel 
with J-M Insulating 


Fire Brick!” 
















“We knew our 
‘skin-heat-in-seconds’ 
would get you on 
the job in a hurry 


“ul 
! 


You can build better fireboxes with this 
insulating fire brick that saves up to 10% on fuel 





“Skin-heat-in-seconds” of J-M Insulating Fire 
Brick is demonstrated in this photograph. 
Within seconds after the burner goes on, the 
entire inside surface of the firebox becomes 
white-hot. Laboratory tests prove that this brick 
Can save up to 10% on fuel. 


It’s EASY to make /ifetime customers by 
saving them up to 10¢ on every dollar 
they spend for fuel. Just build their oil 
burner fireboxes with J-M Insulating Fire 
Brick that saves fuel by getting a skin- 
deep curtain of white-heat intensity 
within seconds! 


Customers will also appreciate the fact 
that J-M Insulating Fire Brick in their 
firebox results in far less soot, smoke, 
and odor. And its light weight, cellular 
construction contributes substantially to 
quieter oil burner operation. 


You'll find it easy to install J-M Insu- 
lating Fire Brick. Cut them quickly with 
a hacksaw blade .. . use them to build 
any shape or size firebox specified by the 
oil burner manufacturer. Recommended 
brick for domestic oil burner fireboxes 


are JM-20, JM-23, JM-26. For industrial 
use ... JM-28 and JM-3000. 


See your J-M Distributor for further 
information about these brick that heat 
up faster and save more money .. . or 
write Johns-Manville, Box New 
York 16, New York. In Canada, 199 
Bay Street, Toronto 1, Ontario. 





For sealing against gas 
and air leaks, use J-M 
FIREITE* Asbestos Furnace 
Cement. For lining 
hearths of rotary burn- 
ers, use J-M STAND- 
ARD FIRECRETE* —a 
hydraulic setting re- 
fractory — ready for 
use in 24 hours. 

*Reg. U.S. Pat. Off. 


Johns-Manville INSULATING FIRE BRICK 





JOHNS-MANVI 
RopUCcTS 


For “Skin-Heat-in-Seconds” in Fireboxes 


oil 
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with combination 


VENTALARM "GAUGE 


Underwriters’ Approved 


The famous whistling tank fill signal and 
easy reading gauge in one money-saving 
unit. Goes on tank as integral part of 
vent pipe. Signal case takes the place 
and saves cost of reducer bushing. One 
less tank opening needed. One item to 
install instead of three. 











Specify tank depth and opening 
when ordering. 





“BUTTON-LIFT” 
INSTALLATION 


Lifting the button indicator 
draws cork arm up close to main 
shaft for easy installation 
even in partly filled tanks. 


Underwriters’ Approved 
A modern convenience in every way. 
Big figures, adjustable face, jam-proof 
lever arm, cork float. Accurate serv- 
ice-free operation. 


Specify tank depth when ordering. 





and the famous 


VENTALARM 


1 m REG US. PAT. OFF 


WHISTLING TANK FILL SIGNAL 


Accurate fuel oil delivery without 
home entry. Truly automatic fills for 
the householder. Makes oil supply as 
clean and convenient as any other fuel. 





A variety of models for 
new and old tanks. 


Scully Products are manufactured under U.S. 
and foreign patents or patents pending. 













“ Just fill while 
the whistle blows.” 





See your regular Supply House. 


‘SCULLY SIGNAL COMPANY 


| 
| 
| 
| 
| 
| 
| 
| 
j 





























































Canadian Branch: SCULLY SIGNAL LTD., 286 King St. W., Toronto, 








| the utility room or a closet of the home 








. . « » New Products 


Luxaire’s year-round Airconditioner 
can be used with perimeter Systems 


|A YEAR-ROUND airconditioner has been announced by the 
C. A. Olsen Mfg. Co. The new Luxaire Counterflow unit 
has been designed for installation in 


and to be used with perimeter air dis- 
tribution systems. 

The cooling coil is installed in a 
vertical position within the furnace 
cabinet to provide efficient drainage 
of condensate water away from the 
cooling coil and to prevent redistribu- 
tion of moisture into air ducts. Comes 
with either air cooled, remote type re- 
frigerant circuit or water cooled re- 
frigerant circuit. 

Made by: The C. A. Olsen Mfg. Co., Elyria, O. 

Circle E19 on coupon, page 178 





Spiral-Ex, Type “L” Head is made 
especially for Lynn Oilburners 


oe cc 


THE SPIRAL-EX, type head has a unique design of pri 
mary air adjustment wie enables the setting of flames 
from sunflower to 
needle shapes. 
The air adjust- 
ment also aids in 
eliminating pulsa- 
tion. 

Available in all 
models of burners 
produced by 
Lynn the head 
can be used on burners with capacities ranging from .6) 
to 14.0 gph. Burners equipped with these heads also have 
solenoid valves as standard equipment. 

Made by: Lynn Products Co., Inc., 17 Willow St. 
Lynn, Mass. 

. Circle E20 on coupon, page !78 





Brown remote room Unit provides 
small home Heating and Cooling 


BROWN’S newly-announced remote room unit has been de: 
signed for small homes and motels to provide both heating 
and cooling. These additions to the Mono-Aqua line co 
nect to any one-pipe, forced hot water system and use 4 
water chilling for cooling. Their size, 19” x 14”, permits 
installation between studs or other close quarters; sem 
recessed the units project only 2” beyond the finished wall. 

The new unit features a three-row coil, with the coil 
bank tilted. All interior surfaces of the cabinet, including 
front cover, are insulated to prevent condensate drip. 
Rheostat knob permits adjustment without removing the 


cover. 
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A NEW UNBREAKABLE 


VALVE 


FOR ASPHALT, RESINS 
AND SIMILAR PRODUCTS 














NEW HI-STRENGTH 


PHILADELPHIA VALVES 


CAN BE FREED 


WITH A 36-INCH WRENCH 


WITHOUT DAMAGING 


THE VALVES 





PHILADELPHIA VALVE COMPANY 


ARAMINGO AVENUE AND EAST TIOGA oo nee y, PA. 


Oil 


, are no weak links, no 
pins that will shear, no threads 
that will strip or shafts that 
will twist off, nor any other 
part that will fail under severe 
load conditions. 

This valve was designed so 
that if the product solidifies it 
can be broken loose without 
ruining the valve. Two men 
pulling with a force of 1004 
each at the end of a36” wrench 
on the square hub on the wheel 
will not damage the valve. 
Under these conditions the 


Marketing Equipment Company, 325 Fremont Street, 


New Hi-Strength Philadelphia Valves 
are made in 4” and 6” sizes for either 
in:ernal or external installation. 


Pacific Coast Distributors: 


Howard Supply Company, 5125 Santa Fe Avenue 





ci 


PHILADELPHIA 34, 


screw exerts a force of 48,000# 
on the disc, either to open it 
or close it—a force which will 
break loose any product that 
has solidified. All parts are 
made of steel or manganese 
bronze with alloy steel bolts. 
A self-tightening stuffing box 
is provided at the top. 

In spite of all these features, 
there is no unnecessary metal 
and weight in ‘these valves. 
Specify Philadelphia Valves on 
your next asphalt tank and end 


your troubles. 


San Francisco 5, California 
Angeles 11, California 
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Automatic Draft Control with 
CS 6 e © 

AS Full Protection at All Vital Points! 
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Pat. 
Pending 
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Think of it! A draft control that’s absolutely impreg- 
nable to soot, carbon, corrosion and dust... one that will 
give years of accurate, trouble-free service in spite of the 
most adverse operating conditions! The new Walker 
ROYAL PURPLE model is the first—and only—draft con- 
trol with positive, all-point protection. These revolutionary 
improvements can’t be copied or duplicated —they’re ex- 
clusively Walker because of pending patents. 

The Royal Purple — Hit_of the Philadelphia Show 

“ 

. 

















































The weight adjustment ~~" 
assembly on the ROYAL | 
PURPLE model is sealed 
in by a protective hous- 
ing which keeps mechan- 
ism absolutely free from 
dirt deposits. Unre- 
touched photo at right 
shows back of vane and 
housing after more than 
a year’s service. Cut- 
away shows spotless con- 
dition of sealed-in weight 
_adjustment assembly. 
Clean, corrosion-free 


Operating parts assure ease of 
adjustment at any time. 

This front view of an actual installation 
shows location of pivot pins which control 


vane movement. Notice how they are 
located on front face of damper and set 
back, away from edge. Box-type hinges 
completely seal delicate knife-edge pivots, 
keeping them clean and sensitive even after 
years and years of service. 

For complete details on this sensational 
new development in draft control, see your 
jobber or write Walker Manufacturing and 
Sales Corporation. 








Another Outstanding Walker Development 


VENTURI-TOP CHIMNEY CAP 





Ideal for both heating (gas, oil or 
coal) and ventilating applications. 
Directional vane keeps throat of vent 
facing into wind for maximum draft 
control. Sloping-throat design prevents 
back drafts and actually increases draft 
effectiveness by constricting it as | it 
passes over chimney opening. Unit 
rotates on a friction-free, hardened- 
steel ball bearing. Pivot is also of 
hardened steel to assure lifetime opera- 
tion. Ring guide bearing in pivot post 
keeps cap absolutely perpendicular— 
doesn’t sag or lean. Streamlined design 
is both attractive and functional —a 
combination which makes it a favorite 
with today’s architects. 


Walker Manufacturing and Sales Corp. 


1750 Penn St. St. Joseph, Mo. 
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. » « » New Products 


Also, the company has introduced additional models 
of Brown-Heet convectors, available in free-standing and 
recessed models, 6” and 8” depths. Units have been re 
designed to utilize bronze headers, with front panels held 
in place by a formed, lateral steel brace welded to the inside 
of the front cover. 

Made by: Brown Products Co., 97-12 Metropolitan 
Ave., Forest Hills, N. Y. 


Circle E21 on coupon, page |78 





Liquidivision’s remote-reading Gauge 
is for pressurized or vacuum Tanks 


AN IMPROVED DIAL TYPE hydrostatic remote reading tank 
gauge known as the Levelux Fuelmaster has been an 
nounced by the Liquidivision Gauge and Control Corp. for 
use on pressurized tanks or tanks that operate under vac: 
uum. Equipped with a 12-inch dial that has large gradua- 
tions and a pointer travel of approximately 30-inches, the 
gauge is of the bellows actuated variety and uses two 
lines to the tank, one connecting with an airbell and the 
other connects to the vapor space. 

Motion of the bellows is conveyed out of the pressure 


_ tight indicator housing by use of a magnetic coupling that 


actuates the pointer through a sector gear. Available with 
switches to control valves, pumps or alarm systems. 

Made by: Liquidivision Gauge and Control Corp., 
Oceanside, New York. 


Circle E22 on coupon, page !78 


Fueloil shut-off Valve series 
announced by Anderson Brass 


DESIGNED FOR both fueloil tank and oil drum installations, 
Anderson Brass has introduced a packed type shut-off valve 
line known as the “Kantleak 
20V” Series. 

A large pipe thread end 
allows the valve to be fastened 
directly to tank or drum 
without use of adapters, and 
an angle body design elimi- 
nates sharp tubing bends. A 
special alloy stem and wheel 
handle aids in assuring a more accurate seating. 

The specifications for the four unit series run from 
model 23V-6P ¥% inch compression by 1 inch male pipe 
thread to model 25V-6R % inch flare by 3% inch male 
pipe thread. 

Made by: Anderson Brass Co., 5303 Twelfth St., De 
troit 8, Mich. 

Circle E23 on coupon, page 178 





Magnus Chemical Co. has Products 
to clean up Residual Spills 
TWO MAGNUS MATERIALS—Magnus Stripit and Magnus 


Steam Gun Cleaner No. 9/R have been compounded to 
clean up residual spills resu. ‘rom storage in tanks for 


September 
1955 








ns, 
Ive 


om 
ipe 
ale 


De’ 


yus 


for 























OILFIRED HEATING, 
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JOE BURNOIL'S Sales Formula 
Means Profits to You! 


JOE BURNOIL has an unbeatable sales formula: it’s as simple as razors-and-blades. If 
you sell thousands of razors you can sell millions of blades, and Joe Burnoil has found that 
his high oilheating sales volume helps him to sell millions of gallons of fueloil. No other 
retailer in the entire heating field has this double sales incentive. No wonder Joe Burnoil 
sells oilheating equipment so aggressively! Are you letting Joe Burnoil put his sales 


formula to work for you? 








NEW CLOSING DATE: 


Final October Advertising Forms 
will Close on September 10th. 


May we reserve space for you? 
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Most Advanced Type... Forced Water 
Central Heating and Cooling System 


Pioneered by Penn, this modern combination 
. . . Penn Air-rad, Penn Boiler and Penn Chiller 
. Offers top heating-cooling efficiency and 
value for new homes, motels, and all types of 
commercial and public buildings. 
Don't delay . . . get the facts today about the 
Penn heating-cooling package. You'll find it easy 
and profitable to install. 


For complete information, write to Dept. FO-5 


PENN BOILER & BURNER 
MFG. CORP. 


Lancaster, Pennsylvania 
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. . « » New Products 


intraplant burning. Stripit is applied with a wide brush, 
allowed to soak in, after which it loosens the residual’s 
bond to the metal or tile of the tank. 

The second compound is applied with water and this 
solution is sucked up into a steam gun and used to knock 
off the loosened oil and Stripit. 

Made by: Magnus Chemical Co., South Ave., Garwood, 
mM. f. 

Circle E24 on coupon, page 178 


Fulton Sylphon Thermostat for 
combination heating-cooling Use 


THERMOSTAT NO. 801-A3 is Fulton Sylphon’s combina- 
tion for use with all types of heating and cooling units, 


Requiring only a simple connection 
with a manually operating summer- 
winter switch, the unit has a high 
switch rating of 20 amp. noninduc- 
tive at 250 volts Ac; 4% hp motor load 
at 115 volts Ac and 1 hp motor load 
at 230 volts AC. 

The thermostat mounts directly on 
a standard 2” x 3” switch box, has a 
temperature range between 64° F. and 
80° F. and is powered by a seamless metal bellows. Its 
plastic case extends only 1-7/16” from the wall; circular 
plastic dial is calibrated in degrees. 

Made by: Fulton Sylphon Div., Robertshaw-Fulton Con 
trols Co., Box #400, Knoxville, Tenn. 


Circle E25 on coupon, page 178 








Non-marking, abrasion resistant 
fueloil Hose made by Thermoid 


A NEW FUELOIL HOSE with a synthetic rubber cover de’ 
signed to resist abrasion when dragged has been introduced 
by Thermoid Co. The cover will not mark concrete walks, 
driveways or boat decks. 

Manufactured in three sizes (1”, 14%4” and 14”) the 
hose has two and three braid reinforcement for working 
pressures of 175 to 300 psi depending on the reinforce’ 
ment. Sold in bales of 250 ft. or in cut lengths of 100, 
125 and 150 ft. in cartons, A static wire is built into hose 
for static bonding of couplings. 


Made by: Thermoid Co., Trenton, N. J. 
Circle E26 on coupon, page 178 


Secondary Filter prevents Clogging 
of Pullman’s furnace vacuum Cleaner 


THE 1955 PULLMAN furnace vacuum cleaner is featuring 
a never-clog guarantee accomplished by the use of a new 
secondary filter. The vacuum cleaner resists soot, soot acids, 
alkalies, rot, mildew and is fire-resistant. 

Complete cleaner attachments are available in the kit. 

Made by: Pullman Vacuum Cleaner Corp., 33 Allerton 
St., Boston, Mass. 

Circle E27 on coupon, page |78 
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for your C 


In more ways than one, it pays to specify 
Ingersoll heat-resisting stainless steel for 
your oil burner combustion chambers. 


SAVE TIME= 






















with 
HEAT- RESISTING 
STEELS 


SHEARED 
TO SIZE 


OMBUSTION CHAMBERS 


Ingersoll heat-resisting stainless has ex- 
ceptional forming qualities—so it’s easy to 
fabricate. Its analysis is correct—to with- 
stand high temperatures. It’s made by spe- 
cialists—so you know it’s made right. 


Whether you use these steels in large or 
small quantities, Ingersoll facilities offer ex- 
ceptional service by custom shearing to your 
own specified combustion chamber blanks, 
or multiples thereof. 


 Aoantogee 


| ENGINEERING 


DW 


ae 





OF HEAT-RESISTING STEELS 
% No breakage in shipment or handling 
% Lighter weight lowers freight costs 


*% Quicker heating—greater efficiency 


Write, wire or Bn for details 


Inge ersoll 
STEEL DIVISION 


Borg-Warner Corporation 
310 S. Michigan Ave., Chicago 4, Illinois 
Plant: New Castle, Indiana 














WEATHER-PROOF 
FUME-PROOF 
LEAK-PROOF 

FOOL-PROOF 


* Rochester Universal 


O1L. TANK GAUGES 


DON’T... 


TAKE THE CHANCE 
OF RUINING A 


GOOD INSTALLATION... 


INSIST UPON HAVING 

THE BEST... YOU'LL 

BE GLAD YOU USED A 
ROCHESTER UNIVERSAL 
OIL TANK GAUGE. 


SOLD AT LEADING 
WHOLESALERS 
EVERYWHERE 


MANUFACTURING COMPANY, INC. 


UGES 


DIAL THERMOMETERS 








The pressure tight head is sealed 
and weatherproofed so it can be 
used indoors or outdoors. Only 
one type gauge needed for any 
installation. 


Head is hermetically sealed mak- 
ing it leakproof, dustproof, and 
absolutely shockproof. 


There is no opening of any kind 
into the tank. The dial indicator 


works on a.magnetic DRIVE, giv- - 


ing perfect reading at all times. 


Safety factor far exceeds the 
requirements of the Underwrit- 
ers. The model 3175 Gauge 
withstands tank pressure of 200 
pounds per square inch. 


Can 






Sls ACCURACY 


AMMETERS 


Rockwood Street, Rochester 10, N. Y., U. S. A. 
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at competitive prices 





APPEARANCE — Second to None 

EASY INSTALLATION — No Cufting 
SUPER-FIN ELEMENT — Original & *Patented 
INDIVIDUAL PACKAGING — No waste 
ASSEMBLED UNITS — Lower labor cost 
IDEAL CRADLE HANGERS — No noise 

WHITE FINISH — No painting required 
CONTROLLED HEAT — Damper “slips-in’ 


Efficiency plus Appearance 


Heating Contractors, Architects and Home Owners 
can now have this deluxe, forced hot-water heating 
system, designed and built to the highest standards 
of efficiency and appearance, plus simplicity of in- 

wa stallation without the 
penalty of high cost. 





COVER ASSEMBLY 


Ideal for Kitchens and 
Baths — they fit into the 
picture of todays sparkling 
new interiors perfectly. 






Canadian Distributors 
T. L. Livingston & Sons, Ltd. 
73 Main Street, East 
Hamilton, Ontario 
write, wire or phone 
for complete information! 


SPI-ROL-FIN corp. 


133 GREENWOOD AVENUE PEQUANNOCK, NEW JERSEY 
Telephone TERHUNE 5-3352 


sri 
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. . « « New Products 


Baseboard Dual Conditioner made by 
Circle-Air for multi-room Sections 


CIRCLE-AIR’S new baseboard Dual Conditioner is suitable 
for multi-room installations. The new unit provides cool- 
ing through the 
same piping cir- 
cuit used for heat- 
ing and requires 
no ducts. 

Since each unit 
has its own zone 
control, 
tem will not be 
thrown out of balance if some units are shut off. A 10 
point cfm control is standard on all units, with optional 
equipment including a built-in thermostat or thermostats 


the sys 


for each room or area. 

To meet varying capacity needs, a number of models 
are available for cooling, 5,400 to 7,900 Btu and heating, 
10,400 to 16,000 Btu. A Circle-Air water chiller of the 
correct capacity is supplied to operate with the hot water 
boiler. The units cabinets are rust and sound proof, and 
may be completely recessed. 

Made by: Circle Air Industries, Inc., Brooklyn 16, N. Y. 


Circle E28 on coupon, page 178 


Sun-Lite-Aire Purifier Unit for 
Use with forced warm air Heating 


SAMPSON Sun-Lite-Aire Purifier produces two bands of 
ultraviolet radiations and, when installed ahead of i he air 
filter in the cold air side of ’ 
a forced warm air furnace, 
it eliminates objectionable 
odors, such as cooking or to- 
bacco, kills airborne germs, 
viruses, bacteria and inhibits 
the growth of mold spores in 
the recirculated air. 

The Purifier is designed to 
slip through a 244” opening 
in the duct. It automatically 
locks itself in place to the 
outside duct wall and is delivered with a special type tran¥ 
former, containing a Westinghouse cold cathode, ultra 
violet Sterilamp and cord for electrical attachment. One 





Purifier will handle an average 6-room house. 
Made by: Sampson Chemical & Pigment Corp., 2830 
West Lake St., Chicago 12, Ill. 


Circle E29 on coupon, page 178 


Flexible duct Connectors made 
in 3 Styles by Grant Wilson Inc. 


THREE TYPES of flexible duct connectors are available from 
Grant Wilson to stop noise in heating systems. Flexi-duct 
is a woven asbestos flexible tape that comes in 50’ rolls 
6” wide and can be taped or bolted to equipment or duct 
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BOCK WATER HEATER 


“CU ASS LINED 


@ EXTRA heavy galvan- 
ized or glass lined tank, 
REMOVABLE. 

@ Sectional combustion 
chamber. Taken in and 
out of inspection door. 

@ Use No. 2 oil, same as 
in your furnace. 

@ Wide public acceptance, 
26 years making good 
oil water heaters. 

@ Also a complete line of 
large heavy-duty oil or 
gas fired water heaters. 
For schools, apartments, 
and public buildings. 


BOCK 


CORP. 


110 S. DICKINSON ST. 
MADISON 4, WIS. 
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DAMPER REGULATORS It’s the little things that 
PERMIT make the Big difference! 






INSTANT ASSEMBLY 


Advanced design of E-Z-ON damper regulators permits on-the-job 
Assembly with only a hammer — no drilling — no rivets. This 16 
gauge steel regulator is simply positioned on the damper by sliding 
it over the scribed center line. The E-Z-ON accurately stays in posi- 
tion until a hammer blow drives the sharp prongs through the 
damper (E-Z-ON prongs will pierce 22 gauge metal.) 


E-Z-ONS PROVED MORE PROFITABLE 


Job Histories prove that your apprentice or journeyman can save 
two-thirds of their damper makeup time with E-Z-ONS. 


STYLE & SIZE 


Famous E-Z-ON standard 
2 Or design No. 27 
LJ . Solid end tail piece, threaded 


724 W. Winnebago, Milwaukee, Wis. oo enn llgua = 
Superior E-Z-ON 
ges sample set of “Snap-Tite’” Design No. 29 
-Z-ON DAMPER Regula- Tail piece with retractable 
ae re & nes snap end bearing, threaded 
ay for profit- head pie d win t— 
Seen «able details . %" ia. seit asia 


the complete line of 


OIL TANK 
FILTER VALVES 








812-813 
Oil Tank Valve 814—Brass Disc Globe 
812—'2" L.P.S. x ¥" O.D. Valve 


813—2" LP.S. x 42" O.D. 
%4" LPS. x Y2" O.D, 


%" L.P.S. x Ye" O.D. V4" thru 2" 








805-806 
Bottom Outlet Oil Tank 
807—Bottom Outlet Filter Valve 
Oil Tank: Filter Valve 805 
Ya" or %4" LLP.S. x ¥%" L.P.S. Ya" LPS. x %” O.D. Flare 
%," 1.P.S. x ¥e” O.D. Flare 
806 
Vy" I.P.S. x 4%" O.D. Flare 














809—Oil Tank Filter Valve 
Yo" or %4" 1.P.S. x ¥e” LPS. 


The superior features and quality of any Rockford 
Brass Works product quickly prove themselves in 
better performance and service. 


Write today for our catalog showing the complete 
line of plumbing and heating brass products that we 
manufacture. 


— & 


Plumbing Brass Since 1890 


ROCKFORD BRASS WORKS 


ROCKFORD ILLINOIS 
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CONVECTOR HUMIDIFIER 


the only standard unit that fits both 


COUNTER FLOW and CONVENTIONAL 
warm air furnaces 





Fer Counter Fiow Warm Air Furnaces 





Maid-O-Musts) Cuuvector Humuiditiers, becaus of their 
narrow % inch wide design, can be installed in 
counter flow warm air furnaccs having a minimum air 
passage of 3 inches, As shown above, the humidifier 
can be installed on either side of the furnace directly 
above or below the burner—depending on furnace design. 


Unlike ordinary warm air furnace humidifiers, this 
Maid-O'-Mist Convector Humidifier has no flat-bot- 
tom to block the flow of warm air. Maid-O'-Mist's 
individual 34"" copper water troughs are spaced |" 
apart to show unrestricted air flow between the 
evaporator pads. This exclusive design provides 
greater evaporating working area so necessary in 
short cycle modern heating. That's why Maid-O'-Mist 
Convector Humidifier is ideal for the small plenums 
of all modern warm air furnaces . . . conventional, 
counter flow and year around air conditioning units. 





Ai 


{i tf i 


Note how Maid-O'-Mist's exclusive individual trough design allows the 
air to flow freely between the evaporator pads . . . whether in an 
upward motion for conventional furnaces, or down in counter flow 
furnaces. The entire area of each of the large evaporator pads is in 




















direct contact with the warm air flow thus providing 30% more 
evaporation surface, 
60% 30% 50% 
Less air restriction More evaporation Less installation time 
in plenum 


MAI D-O’-MIST, Inc. 


3217 NORTH PULASKI ROAD 


CHICAGO 41, ILLINOIS 
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work. Vibra-Stop connectors come in both asbestos and 
canvas. A 4’ strip of asbestos or canvas is factory sealed 
to a 4’ No. 1 prime galvanized metal on one side, a 7 
on the other. Each type of Vibra-Stop comes in 100 ft 
rolls and can be installed by conventional methods, 

Made by: Grant Wilson, Inc., Board of Trade Build. 
ing, Chicago 4, Ill. 

Circle E30 on coupon below 


Heil adds three high-capacity 
boiler-burner Units as DB Line 


THREE HIGH-CAPACITY, oilfired boiler-burner units make 
up a “DB” series in The Heil Co. line. Time saving fea. 
tures include a large, cast- 
iron inspection door and a 
cleanout port at the collector 
box. All models have been de- 
signed for compactness, and ¢ 
are styled with the burner 
enclosed. 

Gross output capacities for 
the Medels pB-2, DB-3 and 
DB-4 are rated at 144,000; 


198,000; and 252,000 Btu, 
respectively. Numerous flue 
tubes, baffled for maximum 
heat transfer, are employed. 








Made by: The Heil Co., Milwaukee 1, Wisc. 
Circle E31 on coupon below 





READER SERVICE COUPON 


FUELOIL & OIL HEAT READER SERVICE 
2 West 45th St., New York 36 
REPLY CARD SEPTEMBER 
Mail Now—Card Expires November 30, 1955 





Circle numbers of new product items on which you 
want more information: 
NEW PRODUCTS 


BEaRmEeBewe&s&& & & & 
EiO Ell E12 E13 E14 E15 E16 EI7 EI8 
EI9 E20 E21 E22 E23 E24 E25 E26 €27 
E28 £29 £30 €E3I 





ADVERTISEMENTS—Give page number and name 
of advertiser about whose products you want more 
information. 


ee — eee 





BPC eer erry TTT Te Te Te Tere Tey Terr. 
Check Classification of principal dollar volume: 

(C0 Fueloil Dealer (] Parts and Equipment Jobber (] Maaufacterer 
CO Manufacturer Employee () Manufacturers Rep. {[] Oilheatisg 
Dealer (] Other 
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You Can Save Time and Money 
With This New Complete 
Comprehensive Third 


























Se8 
11,000 Edition 500 
HEATING BOILER 
BOILERS a TRADE NAMES 














BEACON Boiler REFERENCE BooK 


Dealers, Service Men, Heating Contrac- 
tors, all Heating men will find it a vast 
reservoir of help— 


























HEATING PUBLISHERS INC. 

















Now Off The Press—Immediate Delivery! 


This new Third Edition contains much more data than the second 
edition which was published many years ago. The size is 8% 
x 11% — very handy and convenient, it contains more than 200 
Pages and carries ratings on domestic heating boilers up to 3,000 
Sq. feet of steam and equivalent Hot Water. 

All ratings are taken from the Manufacturer’s own statements 
of specifications and technical information. 

Heating Contractors and all persons engaged in installation of 
boilers, including Dealers, Salesmen, Estimators and Service men, 
have highly endorsed the accuracy of information and stated how 
much help they derived from the contents of Beacon Boiler Refer- 
ence Book, 

You, too, we are certain, will also find it very valuable, helpful 
and profitable. 

We are holding the price down to $4.00 a copy, in spite of mounting 
costs of printing, paper, publishing and other costs. 


Order Your Copy Today! Please Mail Remittance 
With Your Order. $4.00. 


HEATING PUBLISHERS, Inc. 
2 West 45 St., New York 36, N. Y. 


Heating Publishers, Inc. 
W. 45 St., New York 36, N. Y. 


OK. 000: Please ship ..............+. copies of BEACON BOILER REFERENCE 
BOOK @ $4.00 each................. 

NS ee ag os 23 ned and dea 

a hi Oe ct SING: 5c dodo, hone 
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Enclosed is our check for this order 
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INCREASE a ll GALES 


cut down delivery costs 


Sentry ODF 
drivers what they want to know 


at pont of delivery! 


Tank Gauge tells 





“THAT LITTLE 
SENTRY GAUGE SURE 
SAVES US BOTH A 
LOT OF TROUBLE!” 
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Sentry “‘ODF'’ remote 
reading gauge 






ONLY OFFERS SUCH A COMPLETE LINE 


OF DIRECT AND REMOTE READING TANK GAUGES 


Above is SENTRY’S newest — The 
ODF At-A-Glance tank gauge that’s 
setting new records in building sales 
and customer goodwill. Located out- 
side of building at fill pipe, this easy- 
to-read weather-proof gauge shows the 
exact oil level in the indoor tank. Saves 
costly time consuming trips to base- 
ment, unnecessary hose unreeling and 
eliminates over-flow. Permits delivery 
without disturbing customer. 


Other constant-register SENTRY 
gauges include combination tank and 
remote reading, barrel gauges, direct 
reading, and gauges for stove and space 
heater tank. Write today for full in- 
formation about these fast moving bus- 
iness getters. Advertising aids available. 


Liab ‘lft. 
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Combination At-A-Glance tank 
and remote reading gauges 
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‘Sentry stove and ew 
space heater gauges a 
Sentry At-A-Glance 
barrel gouges 















On guard— . 
4 hours a day Sentry At-A-Glance 


tank gouge 


Sentry superior qual- 
ity Therma-Gauge 


thre 
paw: 
KRUEGER, SenZiy GAUGES 


GREEN BAY - WISCONSIN 











Readers’ Problems 
(Begins on page 118) 
asked for instructions on adjusting it. 
Nothing very special is involved in 
setting up this head properly. Fueloil 
must not strike the air-handling parts 
or electrodes, of course. Proper ad- 
justments for the head produce an efh- 
cient fire, lead to high CO, readings 
and low smoke-instrument readings. 
If you need additional information, 
you can obtain it by writing directly 
to the manufacturer of the burner 


equipped with this head. 


Q. I'm servicing a rotary cup #4 
fueloil burner firing a high pressure 
Scotch marine boiler about 10 hp. The 
porcelain insulators of the gas-electric 
ignition system get black every week 
causing ignition failures. On start-up 
the flame comes on full; job hasn’t a 
low-fire start feature. Starting, flame 
pops out of secondary-air opening and 
around the nozzle cup. This occurs 
even though boiler tubes have been 
cleaned. I would say draft is adequate 
because a big heating boiler also uses 
same chimney. This trouble occurs all 





Super 
Cleaned 
Plants 
Insure 
Healthful 


The first requirement of *‘bet- 
ter health through better heat- 
ing” is a clean plant. No plant 
can deliver the performance 





Super Model SH—For 

both wet and dry, hot and 

cold cleaning. May be equipped with 
Supertex Filter Bag at slight extra cost. 
Note that Supertex bag is not over-size 
but of standard compact size. 


built into it unless it is clean. Plant failure and service troubles can 
often be avoided by keeping the furnace and pipes free of dust 


and dirt. 


The Super Model SH is powered and equipped to do a thorough 
cleaning job on all kinds of heating plants. Easy to operate, the 
Super cleans furnaces hot or cold, without disturbing the household. 
Chimney cleaning tools which operate from the basement up are 


standard equipment. 


The Super Model SH is light in weight, handles easily. Super 
' cleaning provides you with a rewarding all year business. It in- 


creases the number of satisfied, 


steady customers who come back 


again and again for repairs, replacements and new plants. Also, 
they tell their friends about your service. Ask your local Super 
dealer. Write for complete specification data. 


THE NATIONAL SUPER SERVICE COMPANY 


1951 N. 12th Street 


Sales and Service in Principal Cities 


Toledo 2, Ohio 


In Canada: Plant Maintenance Equipment Co. 
Toronto, Montreal, Vancouver 


“Once Over Does It” 


SUPER SUCTION 


SINCE 191) 


® 


“THE DRAFT HORSE OF POWER SUCTION CLEANERS” 





summer too when the heating boiler js 
idle. 

If there’s possibility of the boiler be. 
ing overfired, how do I go about meas. 
uring the gph firing rate of a burner 
like this? 

Is it possible that air spaces around 
the pilot assembly plate allow the start 
up flames to leap into the ignitor tube? 
Should I seal the pilot assembly plate 
tightly? Thank you for your attention, 

H. J., Clifton, N. J. 


A. Burner trouble of this kind can 
be diagnosed and cured—by expert at 
tention and with the help of instru 
ments. 

You are correct in wondering if in 
sufficient draft is causing the trouble. 
With the two boilers using the same 
chimney and the larger boiler idle in 
summer, you have good reason to 
worry about draft. You should not fail 
to use a draft gage to find out if the 
draft is adequate or insufficient. 

The easiest way to find out if the 
boiler is being overfired is to take CO, 
and stack temperature readings with 
the tubes clean. Report these to the 
boiler manufacturer along with the 
model and size identification of the 
boiler, and ask if the boiler is overfired. 

To go further, disconnect the line 
that delivers fueloil to the atomizing 
cup, and connect up a line that pours 
the fueloil from the burner’s solenoid 
shut-off valve into a five-gallon can. 
Using the usual gph adjustment, run 
the burner motor (use some cheater 
arrangement so that the controls don't 
stop the burner “on safety”) and use 
a stopwatch to find out the time tt 
takes for one gallon or five gallons of 
oil to flow to the cup. 

Then figure the gph firing rate. 
However, after combustion testing in 
struments are used rarely is measuring 
the gph firing rate necessary to end 
such trouble. 


Trouble Cures 


Such steps as these often cure trouble 
of the kind you describe: 

1. Make certain the gas pilot flame 
is large and healthy. Low gas pressure 
or clogged gas lines, valves, orifice, ett. 
can cause the gas pilot to be measly 
and feeble. An inadequate pilot wili 
light the fueloil late, resulting in @ 
starting puff. 
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FITZGIBBONS 


The 770 Series Oil Fired Boiler-Burner 
Unit performs so well, gives so much 
satel a —mial-t-hdlale mr- Vale! dombstic hot 

water satisfaction, and costs Tomi sale feta) 
less to operate, that home owners 

are enthusiastic about foommmenenla it 
tom iat Talol-M- Vals Mal-Ttelal sto); Me alte 11 

abe Se tiolololat-mellr-lits everytime Vale mm olaetini 
Limelea Mi ialt-ie ola tet-ii-t-t-mr-loha 1a itt late B 
Fitzgibbons Boiler Company, Inc., 


101 Park Avenue, New York 17, N. Y. 











Fitzgibbons 770 Series come completely pre- 
assembled and wired—all ready to 

hook up to any forced hot water system. 
Flush jacket (as shown) or Enclosing Jacket. 


The Fitzgibbons Boiler 
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. Readers’ Problems 


2. Instead of using the size flame 
that fills the firebox or carries the load 
easily, just for try make an attempt 
to tune the gph rate and the primary 
and secondary air rates to obtain the 
smoothest start-ups obtainable. 

3. Find out from the burner manu- 
facturer if the combustion chamber, 
particularly the front, is of proper de- 
sign for smooth start-ups. Providing 
an “ignition arch” over the front end 
of the firebox, installing “wing walls” 
that provide side walls closer to the 
cup, and altering the secondary air 


openings . . . these are steps that often 
help. 

4. Try (a) having the solenoid shut- 
off valve open when the burner motor 
starts, and (b) try delaying the open- 
ing of the oil valve about 10 or 15 sec- 
onds after the motor starts, for this oil- 
delay feature usually can be used with 
the control panels provided with these 
burners. On some jobs (a) gives best 
start-ups, free of the trouble you de- 
scribe, while on other jobs (b) solves 
the problem. 

5. As you can’t lose and may gain 





GOOD LOOKING... 







yh Tez 


YOU BET 
IT'S GOOD — 


CcosT — 


About 
One-Half 
Other 
Comparable 
Gages 


LOOK AT THESE FEATURES: 


Accurate with any gravity oil. 
‘Self Cleaning. 

No hazard on tank over fill. 
No floats—No glass tubes. 


Mounts anywhere. 
Small and compact. 


About the size of a thermostat. | 


Silver, Bronze Finish. 


Unconditionally Guaranteed 





The new Sid Harvey Catalog is now 
out. 240 Pages of Parts & Equip- 
ment for Automatic Heating. Write 
for it on your firm letterhead. 
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yp Fuel-O-Meter Tank Gage Looks Good 
And Is Just As Good As It Looks 


by this, try the remedy described x 
the end of your letter. Seal the pilot 
assembly plate tightly so that when 
flames pour out of the firebox during 
a start-up a reduced amount of prod. 
ucts of combustion will wipe the insu. 
lators and deposit soot on them. 
There are installations on which 
hard-firing of small fireboxes together 
with insufficient over-fire draft make 
this trouble difficult to cure. On some 
such jobs, maintenance men clean the 
ignition system porcelain insulators 
themselves once or twice a month. On 
some jobs the trouble can be ended 
only by the installation of draft in 
ducers that insure adequate over-fire 


draft. 


Q. Exactly how do you decide at 
which level to set a high-limit control 
of a brand-new, modern, forced-hot- 
water system? 

Here’s why I ask: On this certain 
job I’ve been trying to set up properly, 
if I keep the boiler below 200°F. the 
circulator runs continuously on cold 
est days and the rooms are not heated 
sufficiently. If I keep the boiler above 
150F., the family complains about the 
hot water coming too hot from the 
tankless heater. They say they're al 
ways getting scalded by needlessly hot 
water from the faucets. 

It’s a big house, heated by firing the 
boiler 1.75 gph, and the tankless heat 
er's got an awful wallop to it. I've 
never run into this trouble before be: 
cause all my other hot-water heating 
systems heat the houses properly with 
boiler temperatures much below 200°F. 

W.C. B., Dowagiac, Mich. 


A. Because the radiators on the 
trouble job are sized differently, small: 
er, than on your other jobs, they need 
water from the boiler at about 200°F. 
for proper house heating on coldest 
days. If you do not plan to shift from 
the simple control arrangement to 4 
simply have to keep the boiler at the 
temperature needed on coldest days 

The best way out of the scalding 
water trouble is to install an automatic 
tempering valve or mixing valve. Re 
ceiving hot water from the tankless 
heater together with cold water from 
the cold-water pipe that feeds the tank 
less heater, the automatic mixing valve 
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Zero Temperatures Mean Nothing 
to This Hose 


Winter’s coldest extremes won’t 
affect this rugged Quaprene-Fuel 
King oil hose. It will give you long 
use under severe service condi- 
tions for conveying fuel oil or dis 
tillates from tank wagons to home 
storage tanks. It is equally efficient 
for conveying paints, turpentine 
and other solvents. Can also be 
used for conveying high octane 
gas for refueling aircraft. Its syn- 
thetic rubber tube is unharmed by 
those materials that would attack 
ordinary hose. 


QUAKER RUBBER CORPORATION 
Philadeiphia 24, Pennsylvania 


This hose resumes its normal 
shape even if it is flattened .. . 
that’s because of its extra-tough, 
moulded braided construction. 
Reinforcement consists of multi- 
ple braids of high tensile cotton 
yarn, with a built-in, spirally- 
braided copper wire for constant 
static bond. The cover is of a Neo- 
prene compound that offers max- 
imum resistance to oils, abrasion, 
sunlight and weather. 

Quaprene-Fuel King is avail- 
able in I.D. sizes 1”, 1%” and 


INK 


4. &. PORTER COmPanT wc 
OF ot seunen 


142”, with reattachable or non- 
reattachable, full-flow couplings. 

We also manufacture a com- 
plete line of industrial rubber 
products: belting, hose, packing 
and moulded rubber of every con- 
struction for every need. Through 
your Quaker and Quaker Pioneer 
distributor our research and en- 
gineering services are always 
available to help you solve any 
industrial rubber problem. Write 
for free folder and name of near- 
est distributor. 


QUAKER PIONEER RUBBER MILLS 


San Francisco 7, California 
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. . . » Readers’ Problems 


is a thermostatic device which can be 
adjusted to provide hot faucet water 
at precisely the desired temperature. 
It can be set, for example, to provide 
hot faucet water at 135° F. regardless 
of the fact that the boiler is much hot- 
ter than this. 


Q. By altering the speed of the 
auxiliary pump on this No. 6 oil fully 
automatic installation, I can give dif- 
ferent amounts of heat to the suction 
bell in the tank. The hot, returned oil 
flows into the suction bell, is picked up 
by the suction line. I can turn hot- 
water heater coils, in the suction bell, 
on or off. 


The result of changing these vari- 
ables is that the temperature of the 
fueloil coming in from the tank can be 
as low as 80°F, (little hot oil returning 
to tank and coils of suction bell turned 
off) or as high as 140°F. What is the 
best temperature to have fueloil com- 
ing in from the tank? 

Above question does not relate to 
atomization, as temperature of fueloil 
flowing to the atomizing cup depends 


NEW LOW PRICES on 


COLE-SEWELL DRAFT CONTROLS 


Standard Round 


SULLIVAN STABILIZER 





MODEL 730 


Standard Round 


DRAFT KOREKTOR 


Low price, positive action gate control 
designed specially for oil burners and 
stokers. Exclusive friction-free, knife- 
edge bearings. Stock sizes 7” to 12”. 4” 
to 6” sizes for stoves and space heaters. 










\ 


ALL ALUMINUM 
FITS ALL DRYERS 


2288 UNIVERSITY AVE. ce 
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on a cup-line heater, and can be as high 
as 170°F. with oil coming in from the 
tank at only 80°F. 

S. C. H., Brooklyn, N. Y. 


A. Seemingly this installation is ex- 
cellent in many ways. As you do not 
indicate otherwise, we gather that with 
the incoming oil at 80°F. there is no 
difficulty bringing sufficient oil into the 
boiler room and pumping it easily. In 
arriving at the proper temperature for 
the suction-line oil, be guided by the 
readings of a vacuum gage located near 
the inlet of the auxiliary pump, and 
which reports the vacuum the pump 
must develop to bring in the oil 
through the suction line. 

On many jobs the suction-line oil 
need be no hotter than causes the suc- 
tion-line vacuum to be as low as 10”. 
As that does not apply to exceptional 
high-lift jobs which have suction-line 
vacuums as high as 18” no matter how 
hot the suction-line oil is, you may have 
to follow the general rule of heating 
the suction-line oil only sufficiently for 
easy pumping. 


The proper suction-line temperature 


depends on the nature of the No. 6 oil, 
but in your instance probably is not 
below 90°F. and not above 110° 
From what you say, normally the hot. 
water coils in the suction bell can be 
turned off entirely. Use them only in 
an emergency—-for example, to start 
the burner after it has been idle for 
days during cold weather. 


Q. Discussing which fuel is best for 
a modern school, men favoring coal in 
dicate 200 gallons of oil usually equal 
one ton of good coal. What's a good 
figure for an oilburner man to cite, 
considering excellent coal or oil firing 
of the same, good boiler? 
D. G. W., Montpelier, Vt. 


A. Usually the firing of coal is ona 
basis of lower efficiency than the firing 
of oil. Often, especially with hand- 
firing, much coal is wasted in mildly 
cold weather because of poor control 
over indoor temperatures. 

Taking these and other factors into 
consideration, many oilburner men 
find that 135 gallons of fueloil equal 
one ton of coal; others use 150 gals. 











Gate control with or without uni- | 
versal sleeves. Open check type. | 
Top or side mounting. Perfectly | 
counterbalanced. Ball bearings. | 
Stock sizes from 14” to 36”. Special | 
sizes on order. | 


The Original 


LAUND-R-VENT 





For any automatic clothes 
dryer. Vents moisture, lint, | 


ily installed. Friction free. | 
\* Rust proof. Won’t freeze. 

> 3” and 4” sizes. Standard | 
and special kits. SNAP Lock | 
PIPE or new flexible tuling. | 


COLE-SEWELL ENGINEERING,CO. 
ST. PAUL 14, MINN. 








KIT 





MODEL 909 





FYRITE 
MASTER 


Combustion-testing builds business in two 
ways. First, it boosts service profits because 
with instruments any service job can be done 
in less time and by less experienced men. 
odors, etc., to outside. Eas- | Second, it brings in new equipment business 
by spotting fuel-wasting burners through a 
dramatic “‘fuel-saving” check-up which will 
convince even the most skeptical customer of 
the need for replacement or modernization. 

Keying your sales and service to fuel con- 


Ask your Jobber or Write for Bulletin 733 


BACHARACH Industrial Instrument Co. 





Helps You Build 
Profits and Prestige 


servation will work wonders for you. It will 
establish you as a “fuel-saving” expert and 
help you corner an even larger share of in 
mediate and future sales in your communi 

The MASTER KIT shown above will apped 
particularly to those who want profession 
implements of highest quality and reliability, 
as well as of impressive display. The cost 
of the kit is very small compared to the 
sales and service profits it will bring y% 
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SELECTEMP 
HIGHLIGHTS 


THERMOSTAT IN EVERY ROOM. Tempera- 
tures can be varied in every room to fit the 
“activity plan’ and personal preference 
of the occupants. 


MODULATED HEAT. Air circulation is 
continuous. Both temperature and vol- 
ume of air are automatically modulated, 
as required to offset heat loss from room. 


FILTERED, CIRCULATED AIR. Individual 
room air circulation prevents transmission 
of odors or bacteria from other rooms. Air 
18 cleaned by a spun glass filter in each 
room unit. Filtered outside air can be 
introduced if desired. 


BOILER LOCATION. Boiler can be placed 
it any desired location, with proper dis- 
tribution of heat to every room. Year- 
around domestic hot water coils available. 
Fuels; Gas, oil or coal. 


Build SALABILITY and 


LIVABILITY into every home 


~ 2S ATCHEN 67 
LG] 


LOW POWER COST. No electricity required 
to operate circulating fans. Non-electric 
thermostats. 


LOW INITIAL COST. Easily installed in 
either new or old construction. Small soft 
copper tubing (34 inch I.D.) carries steam 
to individual room heater units. Return 
lines are 1% inch. Substantial savings in 
installation costs. 


LOW FUEL COST. Temperature easily re- 
duced in unused rooms. Overheating is 
eliminated. 


AUTOMATICALLY BALANCED. No special 
adjustments of dampers, valves or orifices 
required to balance heating system. Each 
unit continuously regulates heat needed 
for each room. Automatically compen- 
sates for external heat sources such as 
fireplace or solar heat, without affecting 
temperatures of other rooms. 


with 
IRON FIREMAN® 


ZONE HEATING 


Thousands upon thousands of prospective home buyers are 
now learning about Iron Fireman SelecTemp heating when 
they see it installed in new, modern homes throughout the 
country. SelecTemp heating both surprises and delights them. 
Every room (even the bathroom) has its own individual 
thermostat. Every member of the family can enjoy just the 
degree of warmth he prefers. Room temperatures are auto- 
matically adjusted to compensate for fireplace heat, or warmth 
from the sun, without affecting other rooms. Heating is by 
gently circulated, filtered warm air. Heat is distributed through- 
out the house with steam, which comes to each room through 
a copper tube no larger than your little finger. This same steam 
runs a turbine-driven circulating fan. No electricity or wiring 
is needed for fans or thermostats. It’s all so simple and 
practical; many say it’s the greatest advance in heating since 
the introduction of the thermostat. It’s no wonder that 
SelecTemp heated houses attract attention—-and buyers. 


Economical for old or 
new construction 


With all its advantages, Selec- 
Temp heating is available at a 
cost that makes it practical for 
all types of construction, from 
the smallest residence to the 
largest commercial building, old 
or new. Read ‘‘SelecTemp High- 
lights” at left. Then send coupon 
below for specifications and full 
information. 


BATHROOM 75 


ie 
iron Fireman 


@ 
MODULATING ZONE HEATING 


IRON FIREMAN MANUFACTURING CO. 
3135 West 106th Street, Cleveland 11, Ohio. 
In Canada, write to 80 Ward St., Toronto, Ontario. 


Send literature on Iron Fireman SelecTemp heating. 


Name_ 





Address_ 





City 


























. . . « Readers’ Problems 


Q. I have to figure on a ten apart- 
ment building having a coal boiler 
which we want to convert to oil. 

This is a one-pipe steam heat job. 

The owner wants an _ outside 
weather control to govern the heating. 
This is also a summer-winter domestic 
hot-water hook-up. 

I am advised by several heating en- 
gineers here that several types and 
makes of outside weather control sys- 
tems work satisfactorily with other 
types of heating plants, but do poorly 
or fail entirely in conjunction with 





one-pipe steam. Would you describe 
control systems particularly suitable 
for one-pipe steam, or would ‘you 
kindly discuss this problem in general? 
Thank you. 
W. G. P., Allentown, Pa. 
A. Parts of your letter cannot be 
published or discussed by mail because 
they involve the advantages and dis- 
advantages of different makes of con- 
trol systems for large buildings. How- 
ever, your mentioning these makes of 
control systems does help in giving us 
an excellent idea of your problems. 











Many Don’t Know! 








Some dealers don't know that there is a positive, guaranteed way to make 
good profits in the boiler business. Here it is: (1) Sell a boiler that gives you 


an advantage over other boilers beiig sold in your area; (2) use every sale 


to make another sale! Here at Marietta we sell a boiler that is superior in 


design and efficiency, made of the best materials, and with the best accessories. 
Our SERVICE is excellent, and our prices will surprise you pleasantly. So, we 
know ‘‘Magic-Heat’’ Boilers give a sales advantage. And their performance 


for customers makes people happy to help in giving ‘‘leads." 


It isn't an accident that our sales are rising 


steadily. All we try to do is follow the Golden 


Rule with our customers. Remember: ‘‘A Magic- 


Heat plan, applied to your troubles, will re- 


duce them, and swell your profits.’ 


It won't 


President 


cost much to prove it. Write, wire or phone. 





MARIETTA METAL PRODUCTS CORPORATION 


540 North 63rd Street 
Philadelphia 31, Pa. 
GRanite 4-3076 


MARIETTA, PA. 


Box 66 
Marietta, Pa. 
Marietta 6-3951 
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First, the owner of this apartment 
house deserves congratulations for his 
wisdom in deciding that the heat in 
his building will be controlled by a 
special system, designed throughout 
for large buildings. 

Second, the big point, which you 
and the owner should not forget for 
one moment as you work out details of 
this installation, is to adapt this one- 
pipe steam heating plant to on-off oil. 
firing. Concentrate on proper venting 
of the steam mains and radiators. Be 
prepared to spend considerable money 
on vent valves, for chances are 99 out 
of 100 that the building needs a few 
dozen vent valves which are of mod- 
ern design, and which are intended 
specifically for systems fired inter- 
mittently. 


Venting the System 


Aim to vent the entire system with 
such excellent balance that short oil- 
burner “on” periods will heat every 
radiator properly. Each and every 
radiator in the system should receive 
just a trace of steam if you run the 
oilburner once an hour for only ten 
minutes at a time. To balance the sys 
tem that well, you may have to pro 
vide a new high-capacity quick vent 
at the end of each steam main—an 
exceptionally long main may need two 
such vent valves. 

If important rooms have exception: 
ally large radiators, you may find it 
best to equip each of these radiators 
with two vent valves. The proper fir 
ing rate for the radiation load is high- 
ly important. As a start to arriving 
at it, aim to fire the boiler at the rate 
that raises two pounds of steam pres 
sure in about 90 minutes following 
the burner’s starting to provide heat 
on an exceedingly cold morning. You 
may learn later that a somewhat lower 
firing rate, which raises such steam 
pressure in two hours instead of 9 
minutes, is better for this job. 

Adapted to intermittent firing 
through the application of such ideas 
as are given above, this steam plant 
can be controlled excellently by any 
of a number of the control systems 
made for large buildings and governed 
by weather conditions. 

Third item: Your list of makes of 
controls for heating systems in large 
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These six exclusive features have 
made Purolator PF-2002 Oil 
Burner Fuel Line Filter the most 
widely used by original equipment 
manufacturers in the combustion 
industry. Here’s why: 


Purolator’s element is water- 
proof and acid-resistant, hold- 
ing back sludge-forming water 
that clogs nozzles. 


The Purolator element is uni- 
formly dense. It is the only 
medium to provide micronic 
filtration to .0002. 


This uniform density prevents 
channeling. There are no “soft 
spots” for oil to break through 
easily and thereby minimize 
filtration. 


Purolator’s micronic element 
will not shrink, distort, stretch, 
flake, or deteriorate when oil 
passes through. It will not 
wear. 


Purolator elements fit most 
popular filter housings. The 
necessary gaskets for installa- 
tion in other housings are 
included in the Purolator 
package, for the cost of the 
element. 


Purolator offers a standard 
one-sized unit which is physi- 
cally among the smallest 
elements available, yet has a 
capacity three times the larg- 
est element sold for domestic 
burners. This reduces stock 
and inventory problems. 


The Purolator PF-2002 prevents 
nozzle clogging . . . cuts down fuel 
pump wear...lowers fuel consump- 
tion by improving combustion. 
Write us for further information 
and prices. Address Purolator 
Products, Inc., Rahway, New 
Jersey, Dept. OB3-912. 


A FEW ATTRACTIVE DEALER 
AND JOBBER TERRITORIES 
ARE STILL AVAILABLE 


Remember, the Purolator PF-2002 
element fits most popular housings. 
Stock and inventory problems are 
reduced—this one Purolator ele- 
ment with adapters is widely inter- 
changeable. 


1 | Waterproof 
and acidproof 


2. .0002” 
filtration 


3. No channeling 








4. No distortion 


i 


5. Element 
fits most 
popular housings 


6. One size fits all jobs 


One of them may be in your area. But please send requests for confidential jobber and dealer informa- 
tion on your company letterhead. 





. ... Readers’ Problems 


buildings is nearly complete. Make 
certain to learn about and consider 
using the large-building heat-control 
systems made by Automatic Devices 
Co., Inc., 714 Hillgrove Ave., West- 
ern Springs, Ill.; Fuel Watchman, 
Inc., 37 Wall St., New York 5, N. Y.; 
Heat Timer, Inc., 657 Broadway, New 
York 12, N. Y.; and of course Minne- 
apolis-Honeywell. For a list of 15 com- 
panies which make heating controls 
for large buildings, see p. 21 cf the 
Buyer’s Guide and Industry Directory 
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Features 


* 1. Every Tip individually tested for 
Spray Angle and Capacity — your 
guarantee of uniformity. 
% 2. Self-Centering internal assembly 
always produces a balanced spray— 
No lopsided fires. 
*% 3. Micro-Finish of Tip and Disc seats 
plus extremely close manufacturing 
tolerances insure accurate capacity 
control. 
*% 4. Will handle any domestic oils cur- 
rently being supplied in the United 
States or Canada, 
* 5. = Disc and Locknut are made of 
a High Chrome Stainless Steel for 
maximum heat and wear resistance. 
* 6. Five different series available for 
roducing various spray character- 
stics—all developed through hun- 
dreds of fire tests in both Laboratory 
and Field work, 


WRITE FOR CATALOGUE ‘“0O” 


in the back of the April, 1955 issue of 
FuELoIL & Om Heat. However, the 
controls made for large buildings by 
the four companies listed above have 
features which probably are particu- 
larly important to you in connection 
with this installation and the prefer- 
ences you indicate. 


Q. Am considering a portable fuel 
pump unit such as the one which won 
third prize in your October 1951 is- 
sue. However, I question the reason 


"24" & "48" 
Nozzle Boxes 


Don’t jumble your 
nozzles loosely in 
your tool box like 
you expect them 
*‘nuts and bolts’’ if 
to be usable. Carry 
" them 
securely 
in these 
sturdy, 
compact 
stee 
boxes. 













FLAME MIRRORS 


Until you can see the flame you can’t 
tell whether or not a burner is firing 
ing With a Monarch Flame 

irror you can see to check that the 
flame is balanced, the electrodes 
eepery locate, and that there is no 

ame impingement on the firebox or 
air cone. 





DEALERS: Buy from your 
Monarch Jobber 


bs 





MFG. WORKS, INC. 


2503 E. ONTARIO ST., PHILADELPHIA 34, PA. 


Canadian Sales Agents: (Except B.C.) Canadian General Filters Ltd., 





2679 Danforth Ave 
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for the two-stage pump. Why not g 
single? All of my jobs are single stage, 
Also how about the overload on the 
fuse if two electric motors are to start 
simultaneously as the hook-up de. 
scribed? 


L. A. W., Milwaukee 


A. If your portable fuel unit never 
will be used on a high-lift job or a 
job having a bad air leak in a suction 
line that comes in from an outside tank, 
then you will face no disadvantages as 
the result of using a single-stage fuel 
unit. Most men prefer the two-stage 
pump in a portable fuel unit because 
its only disadvantage is slightly higher 
initial cost and on difficult jobs it does 
provide better air handling and better 
pumping. 

You won't blow a fuse of usual 15 
ampere rating by using it to start two 
1/6 hp motors. After current failure, 
such simultaneous starting of two 1/6 
hp motors often occurs on a job having 
a hot-water circulator or warmair 
blower as well as an oilburner. The 
chances are that a 15 ampere fuse will 
not blow giving current to three 1/6 
hp motors which start simultaneously. 
If temporary use of the portable fuel 
unit threatens to give the trouble of 
blowing ordinary 15 ampere fuses, sim 
ply switch to the use of a 15 ampere 
fuse of the time-delay type, such as 
a K-E Thermofuse—or use the new 
miniature circuit breaker called the 
Mini-Breaker that screws into a fuse 
block in place of a fuse. Every motor 
on the job should be protected indi 
vidually against overloading and burn- 
ing out—every motor should have a 
built-in or external overload protection 
device. 


Q. You have published articles on 
electric motors used in oilheating, and 
I hope you can answer an important 
question about a 15 hp vertical-shaft 
motor used to drive the well pump of 
an airconditioning system. 

I had to wire and start the pump 
after it was first installed. Of course 
after connecting the three wires to the 
motor, I had to try for proper shaft 
rotation. I turned on the switch for 
a few seconds to spin the shaft long 
enough so I could go over to the pump 
and see which way the shaft was ru 
ning. It was running the wrong w4y: 
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There was great trouble because my 
spinning the shaft the wrong way for 
a few seconds had unscrewed things 
down in the well. The bawling out I 
got is something I don’t want repeated. 


If something goes wrong and I have 
to work on the wiring of that motor, 
or any similar motor, again, how can 
I check for shaft rotation without un- 
doing things screwed on the shaft? 
Plainly, I do not know how to check 
for proper shaft rotation without giv- 
ing a motor a shot of juice and spin- 
ning the shaft. But I am told I must 
not even budge the shaft of this well 
pump motor in the wrong direction. 


O. T. M., La Grange, Ill. 


A. Put a suitable, safe brake on the 
motor shaft that prevents it from turn- 
ing yet gives an indication of which 
way it tries to turn when you give it 
the shot of electricity. 

For example, you might use two-by- 
fours, one about one foot long and the 
other about four feet long. Drill holes 
and use big nuts and bolts to fasten 
these securely to the motor shaft, wind- 
ing up with a four-foot long handle a 
man can hang onto when you close 
the switch for a second. 


Use stout ropes at the man’s end of 
the handle so that if lets go for any 
reason no damage will be done and 
nobody will get hurt. 


Q. As I usually service small, do- 
mestic installations, may I fall back on 
you to answer a question about a some- 
what larger installation? This is a high- 
pressure steam boiler, in a laundry, 
fired at 12 gph. I’ve heard about twin 
nozzles, but this is the only job I’ve 
seen that has them. I’m wondering 
what would happen if I remove the 
two 6.0 gph nozzles and twin nozzle 
adapter, and fire just one 12 gph noz- 
zle? 


P. S. B., Marion, Ia. 


A. You'd be taking a few risks. 
First, atomization and efficiency may 
not be as good, because low gph noz- 
les tend to atomize fueloil better than 
high gph nozzles; before-and-after 
check-ups with combustion testing in- 
struments can give you full details 
about this, 


Second, if the twin-nozzle flame fits 


the firebox well, a single-nozzle flame 
may not. 

Third, carbon may build up on the 
firebox floor as the result of switching 
to one 12 gph nozzle. Such a nozzle 
needs greater nozzle height than the 
lower capacity nozzles need. 


ate 
Aramac Supply Co. is now exclu- 
sive distributor of the Toridheet line 
in Cincinnati for the Toridheet Divi- 
sion, Cleveland Steel Products Corp., 
Cleveland. 





Carnegie Body Co., Cleveland, Ohio, 
has been named petroleum transporta- 
tion tank distributor for the Heil Co., 
Milwaukee, Wisc. Carnegie’s territory 
will include the following Ohio coun- 
ties: Lorain, Cuyahoga, Lake, Ashta- 
bula, Geauga, Trumbull, Mahoning, 
Portage, Stark, Summit, Medina, 
Wayne, Ashland, and Richland. 


John F. Templeton & Co. named 
representative for Maid-O’-Mist, Inc., 
Chicago, for the states of Georgia and 
Alabama with headquarters in Atlanta. 
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OIL THRIFTY 


BURNERS FOR EVERY JOB! 








NEW—Low Cost—Wide Range 

















Thumbscrew Service: Turn one 
thumbscrew and loosen oil line union 
to remove entire one-piece ignition as- 


sembly! 


HERCO OIL BURNER CORP., 


Model GS-! High Pressure for quick servicing, 
quiet performance! 
jobs. New streamlined design cuts our produc- 
tion time, lowers costs. Savings are passed on 
to you without any sacrifice in quality! 
Features: .65 to 2.25 gph, standard basic parts, 
Herco one-piece grey iron cast housing and 
separate draft tube. UL approved for CS-75. 
Individually fire tested and guaranteed. Write 
for catalog. 


For new or replacement 


Other Herco Products: high and low 
pressure oil burners, boiler-burner 
units, oil and gas fired warm air units. 
Free catalogs. 


LANCASTER, PA., U.S.A. 



























Manufacturers’ Activities 


(Begins on page 146) 


Trane publishes revised 
airconditioning Manual 


“THE TRANE Air Conditioning Man- 
ual” has been published in a newly- 
revised edition by the Trane Co., La 
Crosse, Wisconsin, manufacturers of 
airconditioning, heating, ventilating 
and heat transfer equipment. 

The third major revision and the 
twenty-first printing of the guide fea- 


tures new chapters on heating and 
cooling with air, moisture calcula- 
tions, latent heat calculations, dry 
bulb temperature and humidity, by- 
passed return air, and the capacity or 
refrigeration plants. 

Also included are new data on re- 
frigerants and refrigerating effect, 
quantity and condition of air supply, 
size of refrigeration plant, compres 
sors and compressor capacity. 

First printed in 1939 under the di- 
rection of the late Reuben N. Trane, 


founder of the company, 53,000 
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VISIBLE OPERATION 


ONLY 3 ELECTRICAL CONTACTS 
MERCOID PYRATHERM’ 





SAFETY AND IGNITION CONTROL 


B Protection against flame or ignition failure 


@ Built-in low voltage thermostat circuit 
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Switch 





The use of Mercoid sealed mercury contacts makes 
it simple to check the operating sequence of a 
Mercoid Pyratherm. Furthermore, these switches 
are immune to dust, dirt, grease or corrosion. There 
are no contacts to stick, chatter, arc or burn. 


WRITE FOR BULLETIN NO. 9 


BE Positive ignition circuit control 
@ Low line voltage protection 
@ Power failure protection 


Available 
for 
Intermittent 


or 
Constant Ignition 


THE MERCOID CORPORATION 





4201 BELMONT AVE., CHICAGO 41, ILLINOIS, USA 
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copies have been distributed to pro. 
fessional engineers throughout the 
world, as well as to undergraduate 
engineers in colleges and universities 

The new 380-page edition of the 
Trane Air Conditioning Manual jg 
available through the Educational Di- 
vision of The Trane Co., for $6.50, 
postpaid, in the U.S.A. Each copy is 
accompanied by an_ airconditioning 
ruler, a supply of psychrometric 
charts, and heating and cooling load 
estimate sheets. 


Bell & Gossett to manufacture 
unique communication Device 


AT A MEETING of investment bankers 
in Chicago, Bell & Gosset, Morton 
Grove, Ill., announced that it would 
reveal a “novel” tele-communication 
device within the next few months. 

The device for transmitting the 
printed word has been under devel- 
opment for more than five years, R. E. 
Moore, executive vice president, said. 
He explained that the equipment is 
classified as a military secret, but even 
tually will be made available for 
civilian use. 


The Heil Co. names Seven as 
heating-cooling Wholesalers 


SEVEN COMPANIES have been named 
by The Heil Co., Milwaukee, Wisc., 
as exclusive wholesalers for the Heil 
line of furnaces, boiler-burner units, 
conversion burners and summer ait’ 
conditioners. 


The companies, and the areas they 
serve, are as follows: Burns Heating 
Supply Co., Inc., Long Island City, 
N. Y.—Long Island and adjoining 
areas in the State of New York; Wor 
ly Plumbing Supply, Inc., Delaware, 
Ohio—portions of central Ohio; Aw 
tomatic Equipment Sales, Inc., Rich 
mond, Va.—Virginia and parts of 
Maryland; Belden & Case, Inc., Hud 
son Falls, N. Y.—several counties in 
East-Central New York State; Stand 
ard Plumbing Supply Co., Minneapv 
olis, Minn.—portions of Minnesota; 
Sullivan County Plumbing & Heat 
ing Supply Co., Inc., Liberty, N. Y- 
—southeastern New York State; The 
Belknap Co., Lincoln, Nebraska— 
state of Nebraska. 
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This is the FINEST encore OlL BURNER i in America! 


@ Shell combustion head designed for @ Properly balanced wheel—scroll com- 


maximum economy. bination assures quiet operation. 
Fuel savings up to 35%. 
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KING ENGINEERING CORP. 


s ° 1 , 
Box 410 ° Ann Arbor, Mich. § llindmaster Corporation 


MANUFACTURERS OF GAUGING EQUIPMENT FOR OVER 30 YEARS ; ‘ 
43 Vine St. Columbus 15, Ohio 


loil . 





Crane-O'Fallon Co., Denver, branch 

salesmen pose in front of Dunham's 

mobile demonstration unit during its 

visit to their city. J. J. Murray, Den- 

ver branch manager (dark suit) is in 
the center of the group. 


Dunham’s ‘Parade of Progress’ 
Ends Tour through 45 States 


THE “PARADE OF PRODUCTS” sponsored 
by the C. A. Dunham Co., Chicago, 
Ill. recently completed a 31,239 mile 
tour through 45 states. The mobile 
demonstration unit appeared in state 
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NOW! EVERY DAY IS 


CHRISTMAS! 


Since MASTER-CRAFT has 
Solved the Furnace Cleaning Problems 


t 


Dust Bags 
Filter Units 
Throwaway Bags 


Be a ‘’Santa Claus’’ to your 
service men. Get the facts about 
Master-Craft and Sootmaster, 
manufacturers of a complete 
line of Furnace Cleaning Equip- 
ment. Our dust bags are made 
of specially woven fabrics, triple 
stitched with leak-proof seams 


. we are pioneers in the de- 
velopment of Throw-away bags 
and filter units for cleaning oil- 





fired furnaces . the Soot- 
master Vacuum Cleaner is the 
only leading cleaner designed 
expressly to use the throw away 
bag principle. 

Have a holiday from leaky 
bags, costly blow-outs and other 
cleaning problems. 

Investigate the Master-Craft 
line—stocked by leading whole- 
salers everywhere. 


Write for illustrated literature showing Master-Craft line. 


MASTERCRAFT cov". 





HAVERSTRAW, N. Y. 
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conventions, at apprentice steamfitters 
schools, engineering colleges and uni 
versities and trade association meetings, 
Exhibiting working and cutaway 
sections of the Dunham line of heat: 
ing equipment, the demonstration unit 
was attended by contractors, consult: 
ing engineers, architects, plant engi- 
neers, wholesalers and _ steamfitters, 
Last January, the “Parade of Products” 
was featured by Dunham at the 
ASHAE exposition in Philadelphia. 


Delta licenses British Firm 
to manufacture Units Abroad 


ALBERT L. NATHAN, president, Delta 
Heating Corp., Trenton, N. J., has li 
censed Henry A. Wilson & Co., Ltd, 
Liverpool, England, to manufacture 
oilfired unit heaters throughout the 
British Isles and South Africa. 

The British company manufactures 
commercial cooking stove equipment. 
D. A. Kerr Wilson heads the organ 
ization which will manufacture the 
Delta unit under British patents owned 
by Nathan, inventor. 


Thermolok distributes 
new tank fill Signal 


TED STILER, president of Thermolok 
Manufacturing Co., Brooklyn, N. Y., 
producers of oil burner accessories, it 
cluding thermostat locking devices and 
universal ignition transformer plates, 
announces that his company has been 
named. exclusive national distributor 
for Ace Fill-O-Matic whistling tank 
fill signals. 

Dick Halberg has been appointed 
general sales manager of Thermolok 
and is appointing representatives i 
protected territories throughout the 
country. 
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General Automatic’s display 
Truck supplements Meetings 


A MOBILE TRUCK unit, to be used in 
conjunction with supply house, buyer 
officer and dealer meetings for demon- 
stration purposes, has been sent on 
tour by the General Automatic Prod- 
ucts Corp., Baltimore, Maryland. 

The truck is equipped with heating 
units and featuring “Floorlevel” heat- 
ing, and demonstrations will be held 
and slides of baseboard heating will be 
shown. Refreshments will be served, 
questions answered, and heating equip- 
ment discussed. 

The new unit is part of General Au- 
tomatic’s new promotional program 
started in January of this year. 


Bell & Gossett inaugurates 
regional Education Meetings 


BELL & GOSSETT Co., Morton Grove, 
Ill, recently completed the first in a 
series of three-day Regional Educa- 
tional Meetings for the entire sales 
force of the company. 

In line with the mid-summer heat- 
wave, one of the major topics discussed 
was Bell & Gossett’s expanded partici- 
pation in the manufacture of packaged 
liquid coolers. 

Additional meetings in the series 
have been planned for Philadelphia, 
Atlanta, and Salt Lake City. ~ 


York-Shipley Dealers honored 
at regional sales Meetings 


STAR DEALERS of York-Shipley, Inc., 
York, Pa., were honored recently at 
regional meetings held in York, Boston 
and Geneva, N. Y. Some 350 dealers 
and distributors attended the three 
meetings, 

Joseph Barile, Barile Plumbing and 
Heating, 369 Washington St., Brain- 
tree, Mass., was the leading dealer of 
1954. The 1955 York-Heat and Ship- 
ley Homeaire Conditioner selling pro- 
gram and line of products were pre- 
sented at the dealer meetings by R. B. 
Snyder, sales manager, Residential Di- 
vision; C. A. Montague, sales man- 
ager, Airconditioning Division; and J. 
W. Gingerich, merchandising man- 
ager, 































Oil-fired 
horizontals in 
four sizes: 84,000, 
112,000, 140,000 
and 165,000 
BTU/Hr output 


Armstrong horizontals —in both gas and oil 
burning models — are sky-rocketing in sales, They 
are proving themselves on every count, to both 
dealer and householder. 


To you, the dealer, because they are available in 
four sizes for each of the two fuels, which blanket 
the demand; because they are priced right; because 
they come to you assembled; because they incor- 
porate many sales-building, time-saving, money- 
making features; because they are’ extremely 
compact. 

To the householder they are wonderful — true 
winter air conditioners — completely automatic — 
trouble-free — economy-priced — fuel-savers — and 
masters of comfort. (Satisfaction like that makes 
friends for you, too.) 
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Gas-fired 
horizontals in 
four sizes: 70,000, 
85,000, 105,000 
and 135,000 
BTU/Hr input 





SEND FOR THESE 
HORIZONTAL BULLETINS 





Get these bulletins on Arm- 
strong horizontal furnaces— 
from your nearby Armstrong 
wholesaler, or write to us at 
Dept. F for copies. Beauti- 
fully modern, they illustrate 
and describe the Armstrong 
horizontal line, give speci. 
fications and features. 


SSL 
Hoventising 2 \ 
todays healt 





















NEED NOZZLES? 


4 / 

be sure to say 

... the new Oil Burner Nozzle that you can depend on to keep your 
customers happy, and save time for you, too. 


Note the new hexagon style dust proof canister designed to protect the 
small orifice of Eddington oil burner nozzles. Tip of nozzle is held away 
from bottom of canister. Each canister identified on top-Hollow Cone, 
red—Semi-Hollow, green—Solid Spray, blue. Another Eddington first! 













Write for latest price sheets and information 


EDDINGTON METAL SPECIALTY CO. 


EDDINGTON, PA. 
STRAINERS—SPRAY NOZZLES—VALVES—FILTERS—AIR CONES—STABILIZERS—INSPECTION MIRRORS—COMBUSTION HEADS 











C. A. Olsen Constructs new 
engineering, development Lab 
A SIXTY THOUSAND dollar Engineering 
and Development Laboratory con- 
structed by the C. A. Olsen Manu- 
facturing Co., Elyria, Ohio began op- 
eration September 1. 

Located adjacent to the Elyria of- 
fices and manufacturing section of the 
Olsen Co., the new laboratory is aimed 
at providing facilities for develop- 
mental testing of heating, year ’round 
and summer airconditioning equip- 
ment, both for Olsen and its subsidiary 
The Henry Furnace Co., Medina, 
Ohio. 


Including a complete model shop for 
Building experimental test models, the 
new building includes 6,000 square 
feet of floor space. 

Edward R. Downe, is Olsen’s vice 
president in charge of engineering and 
William J. Watchler, assistant chief 


engineer, is the officer responsible for 
developmental testing. 


Penn’s ‘Controlorama’ will 
again Tour southern States 


PENN CONTROLS, INC., Goshen, Ind. 
will again put its “Controlorama 
Show” out on tour, beginning Septem- 
ber 19, covering the south and east 
central states. 

The new show will be housed in a 
specially designed truck for the Fall 
tour, and will feature “live” demon- 
strator operating systems showing resi- 
dential heating, airconditioning and re- 
frigeration systems in simulated op- 
eration. Also, wide screen color pro- 
jection will be utilized to supplement 
animated charts and giant operating 
controls. 

Aimed at engineers, installers, and 
servicemen, the show is under the di- 
rection of R. H. Luscombe, general 


sales manager. As in the spring tour, 
the heating and cooling shows are 
combined for presentation at one time. 

The Controlorama schedule includes 
the following cities: Huntington, West 
Virginia, September 19; Charleston, 
West Virginia, September 20; Roan: 
oke, Virginia, September 22; Wash- 
ington, D. C., September 26; Rich- 
mond, Virginia, September 28; Nor: 
folk, Virginia, September 29; Greens 
boro, North Carolina, October 3; 
Raleigh, North Carolina, October 5; 
Charlotte, North Carolina, October 
7; Columbia, South Carolina, October 
10; Charleston, South Carolina, Oc: 
tober 12; Savannah, Georgia, October 
14; Jacksonville, Florida, October 17; 
Orlando, Florida, October 19; Miami, 
Florida, October 21; Tampa, Florida, 
October 24; Columbus, Georgia, Oc: 
tober 26; Atlanta, Georgia, October 
28; Birmingham, Alabama, October 
31; Nashville, Tennessee, November ?. 






























It pays to get 


EVER-TITE 


OLLI in 


Quick Couplings 






There's an EVER-TITE 
for every need 


194 


Superior quality forged body 
—precision machined é 







Uniform wall thickness 
—no weak spots 







Extra heavy reinforcing rim 
for longer service life 









—greater 





—greater safety and 
economy tor 
service 


Uniform heavy 
wall thickness 
—no weak spots 














Superior quality | 
forged body- J 
—precision machined 
—accurate tolerances 


Recess retains gasket 
in coupler and assures 
proper placement 













254 W. 54th Si., New York 19, N. Y. 






give you a quick, 
tight connection every 
time—under every con- 
dition. They make your 
deliveries fast... safe 
. .. dependable. Ever- 
Tite Couplings are 
manufactured of stain- 
less steel, bronze, alu- 
minum, steel and mal- 
leable iron. 

It pays to get EVER-TITE quality— 
the top value in quick couplings. Ask 
your distributor now for full details. 


EVER-TITE COUPLING CO. INC. 
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ENGINEERS AND HEATING 
CONTRACTORS PREFER 





jner 
Vite? Ns 


ENGINEERED FOR 
Heating Men know Vitroliner provides greater 


ALL FUELS 
heating plant efficiency and better draft than a 
comparable masonry chimney. They prefer the 
high quality vitreous enamel on heavy gauge 
steel construction of the flue;—and other fea- 
tures, such as patented slip joint,—one piece 





There is a correct size flue for all types of in- 
stallations—available in 6”, 7”, 8”, 10” and 
12” diameters. 


Vitroliner offers you the opportunity to do a 


more complete and better job in the building 
field. 




















top and rain cap,—and attic ventilation. : 
Investiga 
Vitroliner comes to the job complete. The light- 


weight sections fit easily and quickly into posi- 
tion making it possible to be assembled and in- 
stalled in the LOWEST installation time. 


ot ©) 


LISTED BY UNDERWRITERS LABORATORIES — AC- ENG 
CEPTED BY LOCAL AND STATE BUILDING AUTHORI- Pete! 
TIES AND INSURANCE RATING BUREAUS, 





built chimneys. Write for litera- 
ture today. 


The Pioneer and Leader in Design and Qualitv. 


~ POTOMAC AVE, 





te these low-cost quality- For quotation 


supply us with 
sey soe 


dimensions’ 
and roof pitch. 


NDENSATION 


INEERING CORPORATION 
CHICAGO 51. ILL 
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AUTOMATIC HUMIDIFIER 


OFFERS QUICKEST — FASTEST INSTALLATION 
ADJUSTABLE TO SLOPING OR STRAIGHT 
BONNET FURNACES 








SERIES 577 


Stainless steel construction. Drip-feed puts just enough 
water in pan for fastest vaporization. Eliminates 
scum... no stagnant water pan. 


Pre-assembly cuts labor time and costs. To install 
simply cut hole in plenum wall, slip VAPORITE in 
just as it comes from shipping package. 


Get complete information. Write FO-9 


Automatic Humidifier Co. 
CEDAR FALLS, IOWA 
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AUTO “sssemare 
REPAIR 
SHOP 
USED 6 

HEATING 
UNITS 

... until 3 


Della 













ma The 6 old-fashioned heaters 
PROBLEM: in.this Pontiac agency and 
repair shop were expensive to operate 
and required costly repairs quite often. 


OIL SOL UTION me 3 Delta cil-fired unit heaters 
UNIT ua replaced them. Installation 
was easy and cost surprisingly little 

HEATERS because they required no boilers, pipes, 
took fittings, valves, etc. They’re factory 


wired and completely assembled ... all 


over! ready to hang up. 


The building was comfort- 

Send for RESULTS: able throughout the winter; 

complete new no maintenance was required and op- 
catalog erating costs were reduced 60%. 


This is only one of hundreds of jobs that « Delta 
OIL Unit Heater can do better and more economically. 


DELTA HEATING CORPORATION 


TRENTON 8, NEW JERSEY 
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in the FURNACE 
CLEANER league 


NEW! NOW AVAILABLE 
WITH BY-PASS MOTOR 
AT SLIGHT EXTRA COST 







e shuts off, 
When machine coos an 
pasedallyit an ¢ soot 
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Rayon Bag. Baseball 
and Draw String. 
$3.75 extra. 


EMPIRE CHEMICAL PRODUCTS CO. 


10 Longworth Street, Newark 2, N. J. 


includes... 


















One 10 ft. Heavy Duty Hose—One 30” Crevice 
Tool—One Bag Cage with Filter Bag—One Paper Filter. 





New type motor, more 
ia powerful, better con. 

structed, gives 70 inches 
water lift at hose end, 


Extra electric outlet on 
2. top of machine for cop. 
necting drop tight. No 
hunting for outtets ang 
dragging lengths of wire 
across the cellar floor, 


Amazing new Rayon Bag 
3 e with “‘basebatP’ device, 

EXCLUSIVE on Empire 
Furnace Cleaners. Out. 
lasts dozens of paper 
bags. Keeps machine at 
top efficiency. Avaitable 
at extra cost. 


NU-VAC 


FURNACE Sti! only 
CLEANER °995° 


¢ 





Rheem adds to Chicago Plant; 
names Gilbert to new Post 


RHEEM MANUFACTURING CORP., Chi- 
cago, Ill., is enlarging its plant in that 
area by 64,000 square feet. At the 
same time, the company revealed that 
Robert B. Gilbert, formerly assistant 
sales manager for plumbing and heat- 
ing, had been appointed as national 
product manager in charge of heating. 

Estimated cost for the new structure 
is around $500,000, and completion of 
the facility is due early in 1956. The 
new unit will be built with the same 
construction as that of the present 
plant, using brick and structural steel, 
with a pre-cast slab roof. 


‘House of Ideas’ includes 
Windmaster Draft Control 


AMONG THE products featured by the 


1955 “House of Ideas” sponsored by 
House & Garden Magazine is a Wind- 
master Draft Control, installed as part 
of the Sunbeam Heating Unit. 
Located at Birmingham, Mich., the 


‘House of Ideas” highlights the latest 
styles and shelter engineering tech- 
niques, and was promoted in the Au- 
gust issue of the magazine as well as 
being publicized nationally. 

The importance of draft in heating 
is described in a folder recently pub- 
lished by the Windmaster Corp., and 
is entitled “The Most Important Ele- 
ment In Heating.” It is available by 
writing to the company’s headquarters 
at 43 Vine St., Columbus 15, Ohio. 


Micro Switch buys Plant 
in Freeport, Illinois 


A MULTI-STORY factory building in 
Freeport, Ill., which has been leased 
for a number of years, has been pur- 
chased out-right by Micro-Switch of 
Freeport, a division of the Minneap- 
olis Honeywell Regulator Co. 

The 300,000-square-foot building, 
formerly owned by the Henney Motor 
Co., increases to more than 500,000 
the number of square feet of factory 
space owned and occupied by Micro- 


Switch in the Freeport section. The 
company produces mercury switches 
and precision snap-acting switches for 
a number of applications. 


Ten year oilburner Warranty 
provided by Combustioneer 


A TEN YEAR WARRANTY is provided by 
the Combustioneer Division of the 
Steel Products Engineering Company, 
Springfield, Ohio, on its line of oil- 
burners. 

Terms of the contract hold that the 
company “will supply replacements 
for any parts manufactured by said 
company for Combustioneer Oil Burn: 
er, Serial number —.” In addition the 
following warranty conditions must 
be met: 1. that the unit has been in 
stalled according to the company’s in- 
structions; 2. a report card has been 
filed at the Combustioneer factory; 3. 
the burner has not been moved; 4. the 
burner has not been abused or im 
properly used. 





Conventional or Fusible Link | REMCO FIRE VALVES 


For New Bottom Outlet TLE | 















FUSIBLE 
LINK 


CONVENTIONAL 






INDUSTRY'S LEADING TANK 
VALYE MANUFACTURER 
= 
MONUMENTAL AVENUE AND 
B. & 0. RAILROAD 
LANSDOWNE, BALTIMORE, MD. 


Se Link Fire Valve 


Sold through Leading 
Wholesalers everywhere 
Write for full information— 
we will advise your nearest jobber 


Excessive temperature will cause 
valve to close automatically 





FILTER VALVE , 
<4 Also available—Fusible 
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D—— LOW 1955 PRICES 


DRASTIC REDUCTIONS 
ON SMALL SIZES 


Check LITE-CAST COMBUSTION CHAMBERS 
with your jobber! 


Monocram Proovcts Co. Inc. 


731 NORTH 35th STREET y& PHILADELPHIA 4, PA. 








BOSTON DRAFT STABILIZER 


WORLD’S MOST ACCURATE DRAFT CONTROL 


GUARANTEES 
CONSTANT 
DRAFT 

and protects your heater 
against draft variables 
that destroy efficiency! 
NOW AVAILABLE 
in 6”, 7”, 8”, 9” and 
LARGER SIZES up to 24”, 
All available with or 
without TEE section. 
TOPS in ability to hold 
draft yet the EASIEST 
to install. 

NO WEIGHTS TO ADJUST 
Can be properly set, even 
without instruments. 


OPERATE YOUR HEATER AT PEAK 
EFFICIENCY WITH ACCURATE DRAFT CONTROL eres: 


BOSTON DRAFT STABILIZER (Baseboard) 


1. Slows down travel of gases thru the heater to a desired oe eee 
CONSTANT speed so heater can absorb the heat before Besides Diffuser Type registers the National 
it reaches the stack. Line includes all types and sizes of registers 

2. Holds a constant draft because variations in draft-pull and grilles. Write for Catalog. 
result in changes of air delivery from the burner fan, 
— changes in smoke content and CO2 of your com- 

ustion. 


Write for complete details 


(Whistleproof) 





MODEL R — High Velocity, High 
Efficiency Return Air Grille. 
89% Free Area. Any Size Desired. 


SIZES: 
0x4 12x4 14x4 
10x5  §2x5 14x 
10x6 12x6 14x6 








BOSTON MACHINE WORKS COMPANY 
Oil Heating Supplies Division, Manufacturers, Lynn, Mass. 


























At left is front view 
_. with panel re- 
“4 moved. Shows au- 
tomatic fan and 
limit switch for 
maximum safety. At 
right is rear view of 
“Tropic Wall" Fur- 
nace. 
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KEEP YOUR CUSTOMERS SATISFIED! 


SILENT SIOUX’s new “Tropic Wall" will give them safe, clean, economical heat without loss of valu- 
able “living room.” With features such as these: Zero Clearance, Front Servicing, Forced Heat Cir- 
culation, Removable Burner, Optional Thermostatic Control, Built-in Clean Out Rod, Built-in Draft Reg- 
ulator, you'll make more sales than ever before. 58,000 BTU output per hour. Width—22 , Height— 
= 45”, Depth—24%_". Easy to install, “Tropic Wall” is equipped with leg levelers, and a 10 pressure 
“F type circulating fan. Shipping Weight—150#. Tested and listed by Underwriters Laboratories, Inc. 
For increased sales and profits, write today for literature. 


SILENT SIOUX CORP. Dept.FOS ORANGE CITY, IOWA 
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LEVELLING TEES 


to correct alignment 
and adjust oi! strike 





STRAINER EXTRACTORS 


TANKLESS COILS AND TANK HEATING COILS 
to fit INSIDE rotary wall flame fired boiler burner units 


THERMAL EQUIPMENT COMPANY @ 


SERVICE MEN proper tools area MUST 
if you service ROTARY WALL FLAME BURNERS 


model "A" to fit all OCA 10 and OCA 18 motors 
model "J" to fit all Model "J" motors 


will remove even the most corroded, chiseled or 
abused strainer from any magnetic oil valve ~ cach 


313-323 Belmont Ave., Brooklyn 7, N. Y. 





$4.65 each 
$3.90 


Capacities 4 to 6 gpm— 
35 to 65 Gph 








25 Builders will be awarded 
Trip to Mexico by Honeywell 


A NINE-DAY, all-expense holiday in 
Acapulco, Mexico, will be awarded 25 
home builders by Minneapolis-Honey- 
well Regulator Co., 
Wives of the winners will be invited 
on the vacation which includes five 
days of deep sea fishing. 

This is the third year that Honey- 
well in cooperation with the National 
Association of Home Builders has 
sponsored the contest. Awards will be 
made during National Home Week, 
Sept. 10-18. 


Minneapolis. 


Jensen Instrument broadens 
Mercoid control Distribution 


JENSEN INSTRUMENT Co., Los An- 


geles, Calif. control distributors in the 





@ If your jobber cannot supply you, use this handy 
coupon to order direct. Supplied postpaid anywhere 
in the U.S. A. Normal discounts in dozen lots. 

Send the coupon today! 


EXPORT DIVISION—OCEANIC EXPORT COMPANY 


4 
400 MONTGOMERY ST. > SAN FRANCISCO 4, CALIFORNIA L CITY 
— 


September 
1955 
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southern California area for the Mer- 
coid Corp., Chicago, IIl., have broad- 
ened their distribution area with the 
addition of a San Francisco office lo- 
cated at 420 Market Street. 

Under the direction of Albert K. 
Driscol, the new office will be staffed 
by John Van Dyke and James W. 
Jones who handled sales and engineer- 
ing for Mercoid’s former distributor in 
that area, the Neil H. Peterson Co. 
Jensen Instrument has been a Mercoid 
distributor for over 27 years. 


District Offices established for 


Du Pont’s Freon Compounds 


INDEPENDENT New York and Chi- 
cago district offices have been estab- 
lished to handle sales of Freon com- 
pounds manufactured by the Kinetic 
Chemicals Div., E. I. Du Pont De 


drum or tank. 


it 





MARQUART MANUFACTURING COMPANY 
1241 High Street - Oakland 1, California 


Please send the following, postpaid. 


__Doz. *Model F-10B—List Price $2.80 each.  ___Doz. *Model MS-3—List Price $3.95 each. 


For small to medium installations. Fits 


—— Doz. *Model Z-1—List Price » $2.80 each. 





For small to 
ALL control valves. 





NAME 


Nemours and Co., Inc., Wilmington, 
Dela. 

Charles Wirth m1 will head the New 
York office and Norman W. Kent will 
act as Chicago district manager. West 
Coast sales will continue under direct 
supervision of the Los Angeles district 
ofice of the company’s Organic 
Chemicals Department, with A. J. 
Mease as district manager and Samuel 
N. Seely as sales supervisor for 
Kinetic Chemicals Div. 


Heat-Timer takes Control of 
Standard Instrument Corp. 


CONTROLLING STOCK interest in the 
Standard Instrument Corporation 
(formerly General Power Plant Co.) 
has been acquired by the Heat-Timer 
Corporation, New York, N. Y., man 
ufacturer of heat controls, motorized 


Profitable Sales! Fewer Seruice Calls! 


— AND INSTALL 





For medium to large installations. 


__Doz. Model KS-3—List Price $7.80 each. 
Features Pre-Screening. Designed for the 
largest, dirtiest jobs. ous econ 
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UNIVERSAL oi or cas 


FIRED HEATERS GIVE YOU 
SAVINGS 3 BIG WAYS... 


PRECISION ENGINEERED 


Universal's engineering principals are “tried 
and proven" to give maximum efficiency at 
minimum cost. You can be sure you own the 
finest when you buy Universal. 


EFFICIENT, ECONOMICAL 


The Universal triple pass heat exchanger 
develops heat faster with less burner opera- 
tion—giving you greater ecomony. Quiet, 
trouble free operation is a trademark of 
All Universal heaters. 


From 85,000 to 450,000 BTU's. 









Above is the Triple Pass 
Heat Exchanger of our 







BEAUTY 


fired 
Good looks allow installation in exposed te 


suspended oil 
unit heater. 


or gas 
It al- 


lows longest possible 
fuel travel and assured 
minimum consumption of 
fuel—lowest stack tem- 
perature—and highest 
efficiency, the most heat 
from the least fuel. Ideal 
for stores, garages, 
motels, & homes. Mount 
vertically or horizon- 





areas, Universal suspended models allow 
the selection of the most economical in- 
stallation point within “living” areas. 
There's a Universal designed for large or 
small areas. 
Low in First Cost — Low in 
Operating Cost. 


WRITE TODAY FOR FULL 



















UNIVERSAL PRODUCTS MFG. CORP. 


SPECIFICATONS! tally. 





AUBURN, 









INDIANA 








INSTALLING THE 

DOMESTIC OILBURNER 

This is the first practical guide on oilburner 
installation. It contains the most significant 
articles from FUELOIL & OIL HEAT that cover 
all phases of installation step by step. It is 
8Y4 by 11 inches and contains 64 pages. Illus- 
trated with numerous diagrams, charts and 
photos. ....... $2. 


VAPORIZING BURNER SERVICE 


A compilation of articles from FUELOIL & 
Om HEAT by a vetetan service manager and 
an oilheating engineer. Gives important 
wrinkles and angles of servicing pot-type 
units. 32 pages, 814 x 11 in. Many dia- 


SPECIFICATIONS BOOK 
OF OILBURNER AND FUELOIL 


This edition has been compiled to include all 
specifications and data from the last edition, 
as well as specifications on current and new 
models introduced since then. The book is 
sectionalized and indexed for quick easy ref- 
erence. Write for quantity prices, 512 x 8. 
220 pages, ..... ee 


HEADING OFF TROUBLE 


This book contains articles about the most 
important precautions to take in installations 
and service and thereby cut down the num- 
ber of service calls. The selection is about 
those things which give the greatest amount 
of future trouble for service men. A highly 
practical compilation of pieces from FUEL- 


| SPECIAL... FOUR BOOKS VALUED AT #7 FOR 5" 
7 


A 
Y 
i 


$900 


—— 


OIL & O1L HEAT. It’s a 64-page book 814 
$ 


grams. $1. x 11 inches. 


4 for $500 
PLEASE MAIL REMITTANCE WITH ORDER. PLEASE NO C.O.D. ORDERS. 


HEATING PUBLISHERS, INC. iW yore 3s 


NEW YORK 36 
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valves and electronic controls. 

As the result of the acquisition of 
Standard Instrument, which manufac- 
tures a combustion control device un- 
der the registered trade name of 
“Robot Eye,” a line of patented dust 
and dust concentration analyzers and 
recorders, and the possible acquisition 
of an overseas subsidiary in London, 
England, Edward J. Zeitlin, president 
of Heat-Timer foresees the best year in 
the company’s history. 

Zeitlin further pointed out that the 


first five months of 1955 had found 
the operation of Heat-Timer running 
about 35% ahead of operations for the 
same period last year. 


Bell & Gossett opens new 
sales Office in Boston 


A NEW BOSTON sales office at 30 Hunt- 
ington Ave. has been opened by the 
Bell & Gossett Co., Morton Grove, 
Ill., under the supervision of J. A. 
Ivester. 








GET ALL THESE ADVANTAGES 













4 _ Twin Bulk Plant 
. Kai 





| 






TKING 
Pump Company 


Cedar Falls, lowa,U.5S.A. 
in Canada, it's “ROTO- KING" 
See our catalog in Sweets 
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with VIKING All-Weather 


. Pumps 


_— All-Weather construction... 


Pumps with carbon graphite 
bearings that require... 


NO LUBRICATION 









Pumps equipped with 
mechanical seals assuring... 


NO LEAKAGE 


Complete units that are of 










Pumps that are fast 
self priming... 


NO PRIMING 
NECESSARY 


Send for the complete Viking 
Oil Equipment Pump Catalog 
today, Section G-ee. 








At the same time it was announced 
that William S. Warner, formerly as 
sociated with the home office sales and 
engineering departments would join 
the Boston office personnel. In his new 
position, Warner, who has had ten 
years experience with the company, 
will be responsible for sales and pro- 
motion of the B&G line of industrial 
equipment. 


Emerson names Kory, Krugman 
to Vice Presidential posts 


THE BOARD of Directors of Emerson 
Radio and Phonograph Corp., Jersey 
City, N. J., has elected Michael Kory 
and Lester Krugman to the positions 
of vice president in charge of sales 
and vice president in charge of mar’ 
keting respectively. 

Kory, whose jurisdiction will cover 
the sales of all Emerson products in 
cluding airconditioners, has been di- 
rector of sales administration since 
July, 1954. Krugman, who recently 
resigned as advertising director of the 
Bulova Watch Co., will supervise ad- 
vertising, sales promotion, public rela’ 
tions and market research. 


Sun Oil names new Managers 
for five sales Districts 


WHEN THOMAS D. HIGGINS was ap’ 
pointed retail sales manager for the 
Ohio Valley region at Cincinnati by 
Sun Oil Co., Philadelphia, several 
shifts in managers of sales districts re 
sulted. 

Emory M..Osgood took over the 
Pittsburgh District office, formerly 
managed by Higgins; Osgood was fe’ 
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PAT. MY 2494293 
BMD NG 2709550 






ESTABLISHED 
1887 


Available in 5 sizes for proper venting and balancing of each 
radiator, and two sizes for venting mains. There is a Gorton Valve 
that’s just right for every radiator. 


Ask your wholesaler. 


GORTON HEATING CORP., CRANFORD, N. J. 





placed at Youngstown, O., by Ralph 
P. Smith, Jr. Smith’s former position 
at Johnstown, Pa., was filled by Ed- 
ward D. Hemingway. 


Raymond E. Martin filled the 
Brownsville, Pa., spot vacated by 
Hemingway, and Walter J. Foley re- 
placed Martin at Beaver, Pa. 


Regional managers appointed 
by Minneapolis-Honeywell 


HOME PRODUCTS DIVISION, Minneap- 
olis Honeywell Regulator Co., Minne- 
apolis, Minn., recently appointed three 
new regional managers who will be 
responsible for the sale of automatic 
control equipment and systems to the 
home builder market. 


Carl von Buelow in charge of the 
Southwestern and Rocky Mountain 
region will have headquarters in Dal- 
las; Edwin A. Spellerberg, the Central 
and Southeastern areas with headquar- 
ters in Columbus, O.; and David Ples- 
ser in charge of the East and Mid- 
Atlantic regions with headquarters in 
New York. 


Mechanical Oil finds Bonanza 


when gas Heater is destroyed 


A CRY FOR HELP last December turned 
into a profitable piece of business for 
Mechanical Oil Co., Trenton, N. J. 
One of the accounts, Food Fair Stores, 
serviced by the company was cold. 

Food Fair buys oil from Mechanical 
Oil for oilburners used in its stores, 
but some of the stores are heated with 
gas. The gas duct heater in the aircon- 
ditioning system of a Trenton store 
caught fire leaving the building with- 
out heat. 

Temporary heaters of some kind 
were necessary; and the salamander 
type could not be used because the flue 
pipe would have to exit at the outside 
of the building. To solve the problem 
Mechanical Oil got two oilfired unit 
heaters from Delta Heating Corp., 
also of Trenton, which supplied heat 
for $60 a day rental. They were 
hooked up temporarily and so were 
left standing on the floor instead of be- 
ing hung from the ceiling. 

At first Delta rented the units to 
Mechanical Oil, but at the end of 30 


days Mechanical Oil applied the rent 
paid and bought the units for the total 
purchase price of $1,432. It was a good 
buy because the units had already 
earned $1,800. 


The new gas duct heaters were in- 
stalled, but the Building Department 
balked. The beam to which they were 
attached was so badly burned from 
the fire that the Building Department 
Inspector feared that the roof might 
collapse from the weight of the units. 


A new beam had to be ordered and 
it was found that it could not be pur- 
chased locally. It had to be ordered 
from Oregon. 


By the time the beam arrived more 
than 80 days had elapsed from the date 
of the installation of the oilfired unit 
heaters. At $60 a day rental, Mechani- 
cal Oil made $4,800. When the pur- 
chase price was deducted the net profit 
amounted to $3,400. 

Mal Brown and Dick Reynolds op- 
erate Mechanical Oil and they stand 
to make even more profit. They have 
been told by the food chain that oil- 
fired duct heaters are preferable to gas. 























2400°. 


Lightweight Adjustable Combustion Chamber made 
entirely of B. & W. K20 white, soft insulating fire brick. 
Super fast heating. Will stand temperatures in excess of 
The new FLAME-CHIEF baffle: a thin white 
ceramic baffle, radiates luminous heat waves in seconds 
after burner starts. Easy to install. Self-locking — no bolt- 
ing necessary. 


IRON- HIDE presents the NEW w FLAME- CHIEF 


We make a complete line of 30 models of precast chambers. 


FLAME-CHIEF KILN FIRED PRODUCTS DIVISION: Iron-Hide Sales Co., Matawan, N. J. 
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Midwest Old Timers hold 


annual Outing at Racine 





THE ANNUAL GOLF PARTY of the Mid- 
west Chapter, Old Timers Club of the 
Ojilburner Industry took place on Au- 
gust 12 at the Racine Golf and Coun- 
try Club, Racine, Wis. Sponsored by 
the Webster Electric Co. of Racine, 
details for the affair were arranged 
by Charlie Bendix, regional chairman, 
and Harold Maccubbin, secretary of 
the club with National Chairman Jim 
Owens supervising. 





























The 50 members and five guests 








RENICK & MAHONEY, inc. 


ia 
Get dependable 
EQUIPMENT 





FULFLO 
FILTERS 




















Fulfio Filters remove all sus- 
pended impurities down to micro- 
scopic size—at extreme ranges 
of viscosity and temperature, and 
incredibly high flow rate. 
Consult us now about your plant 
or truck equipment problems, or 
write for catalog. 


Get dependable SERVICE 
RENICK & MAHONEY, Inc. 


380 Second Ave. (at 22nd St.) 
New York 10, N. Y. 


Complete Equipment 
"=e for the Oil Trade 


| 





who attended got the most out of the 
perfect weather and through the gen- 
erosity of contributions made by Mid- 
west manufacturers each of them was 
able to take home a prize. Golf clubs, 
windbreakers and golf balls were 
among the numerous giveaways. 

Ed Moore was the winner of the 
Old Timers’ Club golf trophy and 
Chuck Lang, last year’s winner, re- 
ceived the yearly cup as a permanent 
award. Jack Derby won the special 
door prize. 


PS 


Sales Appointments 


L. J. Studnicky, Jr., appointed 
Northern New Jersey sales representa- 
tive for prefabricated duct and duct 
fittings made by Duc-Pac Div. of 
Swett Bros., Inc., Springfield, Mass. 


William P. Weber, 1762 Nostrand 
Ave., Brooklyn, N. Y., named sales 
representative of heating equipment 
in the Metropolitan New York area 
by Richmond Radiator Co., Me- 
tuchen, N. J. 


Charles Gersin, 2 Capen St., Dor- 
chester, Mass., appointed New Eng- 
land representative for all heating 
products made by Herco Oil Burner 
Corp., Lancaster, Pa. 


Leon Bennett Associates, Marietta, 
Ga., appointed sales representative for 
Shana Manufacturing, Inc., Chicago, 
in Georgia, Florida, Alabama and 
Tennessee. 


Norris Blanchard Co., Inc., Omaha, 


Nebr., named sales representative in 





Nebraska, Iowa and North Dakota of 
airconditioning equipment made by 
Shana Mfg., Inc., Chicago. 


Equipment Sales Co., Atlanta, Ga, 
has been named distributor of petro. 
leum transport tanks manufactured by 
the Heil Co., Milwaukee, Wisc., for 
the State of Georgia. 


Earl H. Neilsen now sales repre- 
sentative in Rhode Island eastern Con- 
necticut and southeastern Massa- 
chusetts for General Fittings Co,, 


CROWN offers a complete 
line of standard oil burner 
electrode assemblies, cable 
assemblies, hardware, ter- 
minals and UL approved 
cable. Quality is the finest 
available. Ceramic insula- 
tors are UL approved. 
Prompt, efficient, reliable 
service on all orders—large 
or small. 


Complete Serutee 
CROWN eaginéering service 
is complete. Call or write 
today for complete infor- 
mation on standard or 
custom-built assemblies. 

Literature on request. 


Crown Engineering 
CORPORATION 


















Fuel-Unit Parts 

M. H. Control Parts 
Electrodes 

Gaskets 

Bellows 


BUckminster 4-1330 





IT’S FREE! 


HYDROVALVE’S NEW 1955 CATALOG 


Completely Illustrated with 
Oil Burner Service Parts and Tools 
@ “Controlled Tension" 
Ignition Wire Terminals 
@ Service Tools 


@ Shaft Seal Assemblies 
@ Accessories 


Available from Your Jobber or write for your FREE Catalog To-day. 


HYDROVALVE COMPANY, Dept. F. 


1319 UTICA AVE., BROOKLYN 3, NEW YORK 
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HAY WARD 
Rotary Atomizing Burners 


Boiler-Burner Units 
400 to 730 Sq. Ft. EDR Steam 


Pressure Atomizing Burners 


Boiler-Burner Units 
200 to 2000 Sq. Ft. EDR Steam 





% to 12 Gph 


%, to 10 Gph 


Write for franchise information: 
HAYWARD OIL BURNER CORP. 
Cambridge, Mass. 


aad Street 'e 
Factories in Brooklyn, 
N.Y. and Taunton, Mass. 
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COMBUSTION 


Mmm. CHAMBERS 
Tough 
... and flawless! 


GEM Combustion Chambers are die formed from hi-grade 
lightweight insulating materials and then kiln-fired to with- 
stand 2600° F temperatures . . that’s why they’re “tough” 
and give years of “flawless” performance. GEM’‘s construc- 
tion guarantees high combustion efficiency and excellent 
performance with high or low pressure burners. 

The universal design of GEM Chambers enables fast and 
easy installations in any boiler or furnace. The scientific 
“float packaging” used assures maximum protection from 
breakage. Enjoy GEM’s many advantages on your jobs— 
Write Today! 

Special designs to meet furnace and boiler manufac- 


turers cations are our specialty. Inquiries are 
invited for prompt free estimates. 














PY CLAY FORMING CO. 
Sebring, Ohio © Phone: 8-6141 


Mig’s. of RADIANTS © BACKWALLS ¢ STOVE LINERS 
COMBUSTION CHAMBERS ° INSULATING BRICK ¢ ELEMENTS 


Ai @ 


NMICCORKLE 
412 PACKAGE SET 




















Makes the 
Circulating 
Heater Fully 
Automatic 














The 412-C2 Package Set can be easily installed 
by your customer. The set consists of Model C-2 
Wall Thermostat, Automatic Head with built-in low 
voltage Transformer, plug-in cord 

and 25 feet of flexible double - Simple fo Install 


conductor wire. Complete and *° Plugs in Standard Outlet 


» Automatically Maintains 


detailed j i 
led instructions packed Even Temperature 


with each set. 
44 = 


D.H. NICGCORKLE CO. 


BOX E, STATION A BERKELEY, CALIFORNIA 
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This X-Ray View shows 
why quickdraft 
alone can claim... 


= DRAFT 

a INDUCTION 
| with 

NO OBSTRUCTION 





Patents are pending on the exclusive features 
of quickdraft which produce all the draft 
you need without obstructing smokepipe or 
flue. And we mean no obstruction—ever! 

The Venturi system, which acts as an 
aspirator, sets up no obstruction to flow of 
flue gases. No moving parts to corrode or 
collect soot, no bearings exposed to heat 
or flue gases. 

It's hard to believe, but true—the shorter 
the chimney, the better the draft with quick- 
draft. So, get all the facts. You'll want to 
use quickdraft on your next job. Write 
for complete literature, installation manual 
and name of nearest jobber, to Quickdraft 


Company, Dept. P, Dueber-Hampden Bldg., 
P.O. Box 87, Canton, Ohio. 


quickdraft 


DRAFT CREATOR 



















































Save Money with OLSON'S THROTTLE CONTROL 





Hand throttle adjustment not necessary. Engage pump, engine will stay at idling 


speed. Put nozzle in fill pipe and open, then engine speed is increased auto- 


matically to most efficient pumping speed. By automatically decreasing engine 


speed, when not pumping oil, you will save two or more hours a day of engine OLSON 


and pump wear. You will save gasoline. 


where convenient in the discharge line of pump. Throttle control is easily installed. 


Price of Control is $34.50, F.O.B. Raynham, Mass. Thirty day money back guar- 


antee. 
Don't wait—start saving NOW! 


OLSON'S OIL SERVICE 


If compartment runs dry, or oil stops 
flowing, engine automatically returns to idling speed. A tee is installed any- 


Give size of discharge line when ordering. 


It will soon pay for itself. 


Ovechacge Line of Pump 


e Box 87, et oe 


“INCREASES ENGINE SPEED ONLY WHILE LIQUID IS FLOWING" — 


Metel Strip Attached te 
Throttle Rod 
Adjustment nute 







Vaewum Contrel 


Universal Mounting Brockeb 
Vaeuum Manifold Connection 


@ Raynham, Mass, 

















4A G00D GAUGE COMPLETES 
4 GOOD INSTALLATION 





LEVELOMETER 


"THEV RE Jank WAYS — 





‘LIQUIDS WORTH STORING ARE WORTH MEASURING” 


tHe LIQUIDOMETER core 


LONG ISLAND CITY, N.Y. 


36 an AVE. 
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pore aioe 
shies R. I. Also appointed by 
the company: Edmond Fain as direct 
factory sales representative in Mary- 
land, Washington, D. C., Virginia 
and North Carolina. 


R. H. Wittbold Co., 1951 Rich- 
mond Ave., Houston, Tex., named ex- 
clusive representative of Wheelco in- 
dustrial instruments and combustion 
safeguards in the Houston area for the 
Barber-Colman Co., Rockford, II. 

Sieco, Inc., 1512 E. Lancaster, Fort 
Worth, Tex., will represent the com- 
pany in the Fort Worth area. 


Greg J. Magratten now sales repre- 
sentative on industrial heat exchanger 
products in the Metropolitan New 
York Area for General Fittings Co., 
East Greenwich, R. I. 


Barrett & Yost Co., Seattle, Wash- 
ington, named manufacturer’s repre- 
sentative for Cleaver-Brooks Co., Mil- 
waukee, Wis., in the state of Wash- 
ington, excluding five counties, plus 
ten counties in Idaho. 


Dykes Co., 
Shreveport, La., 
representative in northern Louisiana, 
northeast Texas and southwest Arkan- 
sas for Cleaver-Brooks Co. 

H. F. Clarke (B. C.) Ltd. has been 
appointed manufacturers’ representa- 
tive in Canada for the sale of boiler 
equipment manufactured by the Clea- 
ver-Brooks Co., Milwaukee, Wisc. The 
Clarke territory will include British 
Columbia and the Yukon Territory. 
At the same time, it was announced 
that Ruffridge-Johnson Equipment, 
Inc., Minneapolis, Minn., would act 


1012 Market St., 


now manufacturers’ 


as manufacturers’ representative for 
Cleaver-Brooks boiler equipment in the 
eastern two-thirds of Minnesota and 
fourteen counties in northwest Wis 
consin. 


Powell Equipment Co., 7623 Green- 
stone, Houston, Tex., named manu 
facturers’ representative in 29 coun 
ties in southeast Texas for Cleaver: 


Brooks Co. 


George K. Monroe has joined Per: 
fection Industries, Inc., Cleveland 4, 
Ohio, as sales representative for the 
eastern half of the state of Tennessee, 
with headquarters in Knoxville. 

A. A. Johnson has joined Perfection 
as furnace sales division representative 
in Minnesota and North Dakota. 


Loeffler-Greene Supply Co., Okla 
homa City, Okla., will act as whole’ 
saler for airconditioning equipment 
manufactured by the Worthington 
Corp., Harrison, N. J., and will dis 
tribute central station and packaged 
airconditioning equipment in Okla 
homa City as well as in certain coum 
ties in the state. 


A. S. Garven, Hartford, and Robert 
C. Schnetke, Boston, have been named 
field representatives by General Elec 
tric's Home Heating and Cooling 
Dept., Bloomfield, N. J. Garven will 
cover Hartford and Bridgeport, Conn., 
Springfield, Mass., and Poughkeepsie, 
N. Y.; Schnetke will represent the 
New England States. 


Bernard S. Bernard, Martin % 
Ayers, Herman Van Nelson, A. J. P. 
Helwig and Frank J. O’Connor will 
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HOW LONG DO YOU 
GUARANTEE PERFORMANCE? 


Year in, year out, Acme Electric oil burner ignition trans- 
formers prove their’ steady performance in actual service. They 
often represent the insurance between satisfactory operation 
and costly service to your burner. 

Add Acme Electric transformer's dependable performance to 
your oil burner. They'll help make warmly satisfied customers. 


ACME ELECTRIC CORPORATION 


Main Piant: 509 Water Street © Cuba, N. Y. 
Went Coast Engineering Laboratories: 
1375 W. Jefferson Bivd., Los Angeles, Calif. 
In Canada: Acme Electric Corp. Ltd., 50 Northline Rd., Toronto, Ont. 








at A Glance! 





See Your Nozzle Inventory 





“SEE ALL NOZZLE RACK" 


WEBCO 


OIL BURNER 
NOZZLE RACK 

















zles in their containers... 


This attractive, durable 
$ 9, 99 sturdy metal rack holds 150 noz- 


brand, any make. It will save you 
For Complete time and money. Order yours 


today! 


424 HOWARD AVE., NEW HAVEN, CONN. 




















COMPLAINTS 


The WEATHER- CHRON 


positively ELIMINATES “cold-building” penalties and 
assures MORE fuel savings wherever heat may be set 
back at night or over the week-end. It automatically 
starts heating earlier on cold mornings, to assure com- 
fort temperatures when wanted but on milder mornings 
it delays morning build-up. When outside temperatures 
rise above 65° F., the WEATHER-CHRON stops all heat- 
ing. In extreme cold weather night setback is elimi- 
nated. 


More than just a time switch. Upon installation you 
select your comfort hours and set the WEATHER- 
CHRON. After that the outside temperature does all 
the resetting. 


It can be used in any space heating control circuit in 
any type of building where lowered night or week -end 
temperatures are desired. 


Fully described in our new Bulletin #S-355. Write for 
it today. 


Product of 


AUTOMATIC DEVICES CO., INC. 


714 Hillgrove Avenue 
Western Springs, Illinois 


eloil 5 


cold-morning 




















PUAN Double Suction A 


FURNACE AND BOILER CLEANERS 


Powerful Kent Cleaners give you double power— double 
suction from double fans emptying into double dustbags. 
Inside bags...low RPM and other Kent fectures end work 
stoppages, save repair costs. Good tools are the cheapest. 


MAIL COUPON FOR FULL FACTS 


KENT CO., INC., 434 Canal St., Rome, N.Y. 


Send immediately all facts on money-making Kent Cleaners. 


SS SS 












. Sales Appointments 


represent the General Electric Com- 
pany’s Commercial and Industrial Air 
Conditioning Dept., Bloomfield, N. J., 
as field representatives with area head- 
quarters located in Washington, D. C.; 
Memphis, Tenn.; Salt Lake City, 
Utah; New York, N. Y.; and Char- 
lotte, N. C., respectively. 


Albern Universal Limited, 2382 Dun- 
das St., West, Toronto, Ontario, 
named Canadian distributor for air- 


conditioning equipment of Union As- 
bestos & Rubber Co., Chicago. 





CONTROLATOR 


HYDRAULIC BOOSTER HAND CONTROL 


BRAKE LOCK LINE PRESSURE GAUGE 





AUXILIARY HYDRAULIC BRAKE 


MOUNTED BETWEEN THE MASTER CYLINDER — OR 
BOOSTER — AND WHEELS 

MASTER OF THE ROAD — AND LOAD 
GIVES BRAKES WHETHER OR NOT THE MOTOR IS RUNNING — 
AND IN MOST CASES IF BOOSTER OR MASTER CYLINDER FAILS. 
GIVES BETTER CONTROL OF EVERY STOPPING, HOLDING, AND 
STARTING OPERATION—WHETHER THE TERRAIN IS ROUGH OR 
WILLY—OR THE LOAD LIGHT OR HEAVY. 


DO MORE WORK —IN_ LESS TIME 
YOU CAN GO WHERE YOU WANT TO GO—STOP—HOLD—RELEASE 
—AND GET OUT—BETTER AND SAFER. OR YOU CAN MOVE A 
FOOT OR OR DOWN—WITH NO BACKROLL, OR 
LOSS OF CONTROL. 


THOUSANDS PRAISE ITS 
SAFETY AND DEPENDABILITY 
YOU ALWAYS KNOW 


THE BRAKE PRESSURE NEEDED OR APPLIED—AND CAN CHECK THE 
SYSTEM FROM THE CAB— FAST AND ACCURATELY 


BRAKES EASILY RELEASED 
REGARDLESS OF PRESSURE— WITHOUT HARM TO 
MASTER CYLINDER RUBBERS 


Eastly Installed and Sewteed 
NO INTERFERENCE 
WITH CONVENTIONAL BRAKES 


Offered By MANUFACTURERS — JOBBERS — DEALERS 
POWER debated oer ane 

















Acme Furnace Fitting Co., Chicago, 
Ill., named authorized distributor for 
residential airconditioning and heating 
equipment manufactured by the Air- 
temp Division of the Chrysler Corp., 
Dayton 1, Ohio. 


James Guest, 1815 N. 13th St, 
Toledo, Ohio, is sales representative 
for C. A. Dunham Co., Chicago, in 
the Toledo area. 


Frank L. Cassidy of Seattle, Wash., 
has been appointed representative for 
Rochester Mfg. Co., Rochester, N. Y., 
in the Pacific Northwest. 


George Miller will represent Maid- 
O’-Mist, Inc., Chicago, IIl., as repre- 
sentative for the states of Wyoming, 
Colorado, New Mexico and the City 
of El Paso, Texas. He will have his 


headquarters in Denver, Colorado. 


Francis G. Murray, Jr. has been ap- 
pointed sales representative in the City 
of Baltimore, Md. for the heating and 
airconditioning equipment manufac- 
tured and distributed by National- 
U. S. Radiator Corp., Johnstown, Pa. 


Robert H. Korman has been named 
senior salesman, Jefferson Electric Co., 
Bellwood, Ill., with headquarters in 
Indianapolis, Ind. Also named senior 
salesmen were Jerald D. Huggins 
(headquarters, San Francisco) and 
John G. Stanwood (headquarters, 
Baltimore). 


Thomas H. Beggin, formerly with 
the Indianapolis office, is now associ- 


ated with the Cleveland office, Wheel- 


co Instruments Div., Barber-Colman 
Co., Rockford, Ill. Robert N. Miller 
has moved from the Chicago office to 
the Los Angeles branch. Francis H. 
Beaupre is now with the Chicago of. 
fice; he was with Wheelco in Toronto, 
Howard P. Berger for many years 
with the Cleveland office has been 
placed in charge of the Detroit office. 


Jules Alexandre has resigned as na- 
tional salesmanager of the Air Condi- 
tioning Division of the Emerson Radio 
& Phonograph Corp., New York. 


Your Handy Source 
for ALL Gasoline and 
Oil Handling Equipment 


ALBANY WORCESTER 


@ SPRINGFIELD 
‘seeaa aire shied , 


i “EAST 
e | providence 
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e © —newnaven “EW LONDON 
STAMFORD 


COMPLETE LINES 
FAMOUS BRANDS 


Acme Tank & Welding 
Allied Truck Tank 
Blackmer Pump 

Buckeye 

Evertite 

Philadelphia Hose Reels 


Marlow Pumps 
National Hose 
Neptune Meter 
OPW Corp. 
Wayne Pump 
Wheaton 


Factory-Trained Servicemen 
“From a Bulk Plant 
to a length of hose 


We'll equip your business 
as it grows 


BERVIC 
COMPANY 


JAckson 8-6563 





760 Tolland St., East Hartford, Conn. 
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RAJAH TERMINALS 


FOR OIL BURNER SPARK PLUG 
IGNITION CONNECTIONS 
Made in Two Styles 
CRIMP TYPE and SOLDERLESS 


Cede Ne. $-SOS =11 


THE RAJAH CO., 35 Verona Ave., Newark, N.J. 


or vertically. 











CURE DRAFT ss 
TJERNLUND 


“Auto Draft" Inducer 


No smokepipe obstruction, just | 
cut a rectangular slot in smoke- 
pipe and band on. 

Can be mounted horizontally 


Save Fuel, Service Calls, 
Customer Goodwill 


TJERNLUND MFG. CO. | 
2140 Kasoth, St. Paul 14, Minn. 
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